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North America Assets 
In Excess Of Billion; 
Premiums Written Up 


Net Operating Income of $23 Mil- 
lion, Rise of Nearly $8 Million; 
Assets Gained 18% in 1957 


SMALL UNDERWRITING LOSS 


Premiums Written Up 6% to Total 
of $340,537,000; New Life Com- 
pany Volume $139,981,000 


Insurance Company of North America 
and its wholly owned affiliate, Indemnity 
Insurance Co. of North America, report 
a net operating income for 1958 of 
$23,015,000, an increase of $7,900,000 over 
1957. John A. Diemand, president, an- 
nounced the figures following the Febru- 
ary meeting of directors. 

Consolidated assets at market values 
as of December 31, 1958, were $1,022,370,- 
000, an increase of $154,978,000, or 17.9%, 
over 1957. 

Surplus Totals $513,589,000 


Policyholders’ surplus on a_consoli- 
dated basis (capital, stated surplus and 
voluntary reserves) totaled $513,589,000 
at the year’s end, an increase over 
1957 of $113,964,000, or 26%. 

The two INA companies’ investment 
income before taxes was $27,662,000, up 
44% over the 1957 sum of $26,478,000. 

Premiums written by the companies 
were up 6% over 1957, rising from 
$322,738,000 to $340,537,000. 

Insurance Co, of North America 
premium writings stood at $191,972,000, 
ddwn $5,043,000 from last year, reflecting 
the transfer of all its automobile and 
casualty business to the indemnity com- 








“pany. Nevertheless, its earned premiums 


rose by $982,000 to $177,292,000 and its 
unearned premium reserve was up $14,- 
680,000. 

Indemnity Insurance Co. of North 
America’s premiums written increased to 
$148,565,000, up $22,842,000; its earned 
premiums gained $21, 274,000, totaling 
$139,620,000, and $8,945,000 was added to 
its unearned premium reserve. 

With claims and claim expenses of 
$102,742,000 and underwriting expenses 
of $74,369,000, Insurance Co. of North 
America had a statutory underwriting 
profit of $180,000 

The Indemnity company’s claims and 
claim expenses amounted to $88,619,000, 
and its underwriting expenses were 


(Continued on Page 29) 
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Connecticut Mutual 
Passes $4 Billion 
Insurance In Force 


New Life Insurance Sold in ’58 
$541 Million Is Recorded 
Gain of 17.5% 


NET INTEREST RATE 4.12% 


President Zimmerman Reports 
Largest New Business In 
Company’s History 








With an increase of $321 million dur- 
ing 1958, Connecticut Mutual Life has 
passed the # billion mark in Ordinary 
life insurance protection in force, Presi- 
dent Charles J. Zimmerman announced 
in his annual report to policyholders. 

The accelerating pace of the company’s 
growth is illustrated by the fact that 
while it took 92 years, or from 1846 to 
1938 to reach the $1 billion mark, the 
$2 billion mark was passed only 11% 
years later, $3 billion five years after 
that, and the $ billion took only 3% 
years. 

Record Sales and Benefits 


New life insurance sold in 1958 
amounted to $541 million which is 17.5% 
more than the amount for 1957, and the 
largest quantity of new business ever 
written in the company’s history. 

At the same time the company paid 
out more benefits than ever before, a 
total of $85 million of which living policy- 
holders through their matured endow- 
ments, disability agreements, annuities, 
surrender values and dividends, received 
75%. 

Death claims totaled $20 million. In 
addition, $32 million was paid from pro- 
ceeds previously left with the Company. 
Altogether, 289,901 benefit checks were 
sent out by Connecticut Mutual Life to 
its policyholders and beneficiaries in 1958, 
and since organization 113 years ago, the 
Company has paid or credited to its 
members a total of $1,539,480,448. 

In 1959, Connecticut Mutual Life will 
return $28,600,000 to its policy holders 
as dividends, $2,600,000 more than in 
1958 and the largest amount in the Com- 
pany’s 113 years of uninterrupted divi- 
dend payment. 

In 1958 nearly $165 million was in- 
vested, earning a gross rate of 5.16%. 
The gross rate of return on the com- 
pany’s entire invested assets rose from 
4.43% in 1957 to 4.50% in 1958. The net 
rate of return, after investment expenses 
but before Federal Income Taxes, was 
4.12% compared to 4.04% for the year 
previous. 

Of total new investments 41.2% was 
invested in bonds, 44.6% in mortgages, 
.8% in real estate purchased for invest- 
ment, 3.8% in stocks, and 9.6% in policy- 


(Continued on Page 3) 
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The leaders among 
the up-and-coming 
new men in our 

great and growing | 


field force 














J. FRANK KELLEY, Ill 


age 25 when he entered 
the life insurance business 
with our Atlanta Agency, 
was formerly an Air Force 
officer. 


1958 sales $1,675,438 


CHARLES A. NORRIS 


who joined our agency at 
Greensboro, N. C., follow- 
ing release from military 
service, was previously a 
yarn manufacturing fore- 
man. He led our Lives Club 
last year with 248 indi- 
vidual sales. 
1958 sales $1,245,500 


ALBERT J. McANULTY 


was a successful furniture 
salesman before entering 
the life insurance business 
with our Boston-Robertson 
Agency at age 32. 


1958 sales $1,065,130 


Massachusetts Mutual 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 








JOHN H. DIXON 


of our Denver Agency was ‘ 
a Dun & Bradstreet sales- 
man and manager of a 
manufacturing business be- 
fore he became a Massa- ' 
chusetts Mutual man. 


1958 sales $1,035,475 


ELRY G. FALKENSTEIN 


previously an Illinois State 
Treasurer's clerk and an 
Air Force officer, joined our j 
Chicago-Jordan Agency at 
age 26. 


1958 sales $1,021,300 
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Connecticut Mutual General Agents 


Hollywood, Fla.—General agents and home office officials of Connecticut Mutual 
Life foresee no slackening of the pace that has brought the company to new 
production records for nine consecutive years. This was the consensus of those 
attending the company’s general agents conference recently at Hollywood, Fla. 

President Charles J. Zimmerman said he saw nothing in the 1959 picture which 
would prevent another record year, especially in view of the outstanding abi'‘ities 
and spirit of the company’s general agents, 

Agency Vice President Raymond W. Simpkin summed it up another way by 
pointing out that the general agents’ own sales and manpower objectives present 
“a real challenge, but one well within our capacity for growth, individually and 


collectively.” 


President Zimmerman Warns [ax 


Increases May Cut Dividends 


Hollywood, Fla—Speaking on some of 
the competitive trends in the life insur- 
President Charles J. 
Zimmerman thanked Connecticut Mu- 
tual general agents “for first getting 
and then teaching the fundamental truth 
and understanding of the fact that when 
you strip down the fair price of life 
insurance, you must also strip down 
the values and the services of life insur- 
ance; when you strip down the compen- 
sation which is paid for selling and 
servicing life insurance, you must also 
strip down the quality of the service and 
the character of the salesman. These 
are the important fundamentals. 

“To persistently and persuasively pre- 
sent all the benefits and services of life 
insurance as the indispensable, rock- 
bottom financial without which 
men cannot launch their more ethereal 
dreams and hopes and aspirations for 
the future with hope for success—this 
is the job that the life underwriter per- 
forms. We are selling down-to-earth 
values which enable a man to truly shoot 
for the moon.” 


ance business, 


basis 


Regarding Federal taxes, Mr. Zim- 
merman commented on the proposed 
Treasury bill and the old 1942 law, 


pointing out that if either becomes ef- 
fective this year, “the increase to the 
Connecticut Mutual will be greater than 
our increase in dividends; it will take 
more than 10% of our entire pay-out 
in dividends, just to meet the increase 
in the tax burden. I suggest to you that 
if either of these formulas become law, 
the Connecticut Mutual will not, along 
with anyone else, have any dividend 
increase for some time in the future. It 
is not improbable that a cut in dividends 
might be found necessary.” 


‘Need Balanced Budgets 


Turning to inflation, Mr. Zimmerman 
asserted that “it is your duty and mine 
to insist that within all possible bounds, 
budgets at the Federal, state and local 


levels be balanced. In times such as 
these, with a terrible threat of inflation 
coupled with the very real need for 
more defense spending, it’s quite pos- 
sible that there are some non-defense 
projects, in the long run desirable, that 
should be postponed. We are at the 
stage where we either have to pay for 
these things, or do without them for 
a while. We should not put them on 
the shoulders of our children. 

“Tt is almost impossible for the aver- 
age individual to escape the penalties 
of inflation. The more people who try 
to use a particular exit to get away 
from a conflagration, the fewer people 


Stacey 


Mn ett. afin 


CHARLES J. ZIMMERMAN 


will escape. And this is true of people 
trying to escape the fires of inflation 
through .the equities exit. There are 
signs today that more and more of the 
public are going into the equities mar- 
ket for a free ride and to beat inflation. 





Honored by Connecticut Mutual Life general agents at their conference at 
Hollywood, Fla., was Vincent B. Coffin, CLU (left), former senior vice president 
of the company and now chancellor of the University of Hartford. More than 
$5,000 was donated by the general agents to the newly-established university in 
Mr. Coffin’s name, to be used for general scholarship purposes. Presentation of an 
illuminated scroll commemorating the gift was made by General Agent W. Ray 
Moss, Louisville (center). General Agent John M. Fraser (right), New York, gave 
Mr. Coffin a bound volume of personal letters from those who had contributed to 


the fund. 


Vice President Simpkin Tells Record 


Hollywood, Fla—Agency Vice Presi- 
j g h 


dent Raymond W. Simpkin gave a 
glowing account of the Connecticut 
Mutual’s record performance during 


1958. Among highlights he cited were 
these: 

In running up a 17%% increase in 
Ordinary sales, the company showed 
gains in each of the 12 months in 1958. 
Seventy-one of the 81 general agen- 
cies posted sales increases for the year. 

A total of 425 agents qualified for the 
company’s national convention at Banff, 
Canada. 

Sixty-five agents qualified for the 
company’s Million Dollar Corps, up 12 
over the previous year, and 222 qualified 
for the Half-Million Dollar Corps de- 
spite the stiffened qualification require- 
ments, 


Two hundred and eighty-seven agents 
qualified for the Leaders Round Table, 
almost double the number of only four 
years ago. 

Term conversion volume was up 41% 
over the previous year, and brokerage 
business showed a 23% increase. 

First and second year agents wrote 
20% of the company’s total new  busi- 
ness during 1958, and accounted for 35% 
of the company’s $80 million sales in- 
crease for the year. 

The average premium stabilized, with 
the lowering trend offset by the in- 
crease in average policy size and the 
increasing amounts of additional indem- 
nity and premium waiver coverage. 
Policy size has increased by 37% since 
1955, as compared with a less than 3% 
decline in average premium per policy. 





If those signs prove to be correct, there 
is one thing that you can certainly pre- 


dict, and that is that the market is 
going to break.” ._ 
On the economic outlook for 1959, 


Mr. Zimmerman asserted “I don’t care 
how good the outlook is, actually, be- 
cause this doesn’t mean too much for 


(Continued on Page 21) 





Connecticut Mutual Business 


(Continued from Page 1) 


holders themselves through loans on 
their policies. 

On January 1, the Connecticut Mutual 
Life increased the interest rate on divi- 
dend accumulations from 3.35% to 3.50%. 


Interest on proceeds left with the 


company under income settlement provi- 
sions was increased from 3.5% to 3.6%. 





Company Tax to Hit 
$585 Million in 1959 


SPEEDY ACTION IN HOUSE SEEN 
Opponents Warn of Economic Effects; 
Savings Features of Life Insurance 
Less Attractive 
Washington, Feb. 17—House clearance 
of the bill introduced by House Ways 
and Means Committee Chairman Wilbur 
D. Mills (D.-Ark.) was virtually assured 
when the rules committee granted a 
“closed” rule to the measure. Under this 
procedure, only amendments offered by 
the Ways and Means Cominittee, plus 
a single motion to recommit the entire 
measure to Ways and Means, are in 

order. 

The Ways and Means report on the 
bill disclosed that even more money than 
previously estimated would be collected 
in taxes if the measure is enacted. 

1959 Tax at $585 Million 

The revenue take on 1958 life com 
pany income is expected to total about 
$545 million, $5 million more than orig- 
inally anticipated. On 1959 income, the 
report estimated, life insurance compa- 
nies would pay at least $585 million 
under the new permanent three-step 
tax formula. 

Under the 1942 formula, which once 
again would become law if new legis- 
lation is not enacted, revenue collections 
for 1958 would amount to about $500 
million; under the Mills-Curtis stop-gap 
law, which was in effect for the tax 


years 1955 through 1957, the companies 


would pay about $319 million for the 
1958 tax year, the report stated. 
And the $585 million estimate for 


1959 taxes does not include returns from 
the newly approved tax on capital gains 
and from the new tax on distributions 
established by Phase 3 of the formula. 
These two provisions would not become 
effective until 1959, and the committee 
report stated that “at the present time, 
there is no suitable basis for making 
an estimate as to the revenue to be 
derived from these two special features.” 

This estimate, however, does take into 
account a revenue reduction of roughly 
$20 million, attributable to the pension 
plan exemption which becomes one-third 
effective for 1959, the committee report 
stated. 

On the other hand, the report pointed 
out, the 1959 estimate includes increases 
which are expected to bring about the 
net increase of 40 million, most of which 
represents a higher anticipated earning 
rate for the industry, coupled with a 
further expansion in the amount of life 
insurance business. In addition, the re- 
port added, certain accounting adjust- 
ments are expected to result in an in- 
crease in revenues of about $5 million 
in each of the ten years immediately 
ahead. 

How Tax Hits Stock and Mutual Cos. 

A breakdown of the 1958 estimate by 
the stock companies and mutuals shows 
that, of the $545 million, mutuals will 
pay $391 million, or 72%; stock compa- 
nies will pay $154 million, or 28%. This 
compares with a 75-25 proportion be- 
tween mutuals and stocks under both 
the 1942 and 1955 formulas. 

Although no Ways and Means Com- 
mittee members opposed the measure, 
the ten Republicans warned, in special 
supplemental views, that “insufficient 
consideration has been given to the 
economic impact of the revenue implica- 


tions of the bill... the economic as- 
pects of this issue must be further 
studied and evaluated before the Con- 


gress can have confidence that the tax 
burden imposed under your committee’s 
bill is appropriate in magnitude and 
equitable in distribution.” 

The higher trend in life insurance 
taxes, which will be reflected by an 
estimated $845 million taken from the 
industry for the tax year 1958 in Fed- 
eral taxes under this bill and $300 mil- 
lion in state premium levies, “is likely 
to increase the cost of insurance and 
to reduce the return on insurance sav- 
ings to the point where the savings 
features of life insurance will be less 
attractive to the public,” the Repub- 
licans declared, 
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Sun Life of Canada 
Earned 4.28% Interest 


RECORD SALES OF $990 MILLION 
Assets at $2,214 Million; Life Insurance 
In Force $8,357 Million; Over 
$3 Million in Group 


Montreal—The Sun Life Assurance 


Co. of Canada, which has over one third 
of its business in the United States, had 
record sales of $990 million in 1958, 
President George W. Bourke told the 
88th annual Sun Life meeting here. 
Despite a slowdown in business activity 





Nakask 


Portrait by 
BOURKE 


GEORGE W 


generally, this new sales record was 


$72 million or 8% higher than the previ- 
ous record set in 1957. 

During the year Sun Life 
in force increased to $8,357 million, twice 
the amount in force 10 years ago. Of 
this amount $3,097 million was in Group 
insurance. The combined life insurance 
and annuity business of the company 
now stands at the equivalent of $11 
billion of life insurance. 

Mr. Bourke said $159 million was 
paid to policyholders and_ beneficiaries 
in 1958, of which $110 million went to 
living policyholders. Set aside for pol- 
icyholder dividends in 1959 is $36 
million. 

Sun Life income from all sources in 
1958 amounted to $350 million, including 
$221 million from insurance and annuity 
premiums. The company earned a net 
interest rate of 4.28% on its assets as 
against 4.18% in 1957, and assets in- 
creased by $99 million during the year 
to a record $2,214 million. 


insurance 


Sun Life surplus was increased in 
1958 to $160 million. Additionally, in 
vestment and contingency reserves at 


vear-end stood at $35 million. 


American United Appoints 
C. E. Shaeffer, E. E. Thomas 


Carl E. Shaeffer and Edward FE. 
Thomas have been promoted to assistant 
superintendents of agencies for Ameri- 
can United Life. 

Mr. Shaeffer was a member of the 
Indianapolis Olympians professional bas- 
ketball team 1949-51. He attended Indi- 
ana University and received a degree 
from the University of Alabama. He has 
been in the life insurance business nine 
years, going to American United’s home 
office in 1957. He formerly served as 
agent, training director, branch manager 
and agency assistant. 

Mr. Thomas entered the life insuranc- 
business in 1949 and served as agent and 
supervisor before joining American 


United’s agency department in 1956. He 
was graduated from Earlham College and 
Pennsylvania. 


attended the University of 


Dependents’ Group Bill 
Opposed by State Ass’n 
PRES. SUMMARIZES OBJECTIONS 


Senate Bill #445 and Assemby Bill #606, 
Would Amend Section 204 of State 
Insurance Law 


The New York State Association of 
Life Underwriters has voiced strong op- 


position to proposed legislation which 
would authorize the placing of Group 
life insurance for the employe and his 


entire family under the control of the 
cmployer. 

The bills, known as Senate Bill #445 
and Assembly Bill #606, would amend 
section 204 of the State Insurance Law. 
The proposed legislation, introduced by 
State Senator Marro and Assemblyman, 
Corso, is similar to bills introduced in 
past years. 

In announcing their opposition to the 
bills, Lewis J. Montani, association presi- 
dent, stated th: ut this legislation would 
permit the entire life insurance program 
of the worker and his familv to be placed 
in jeopardy in the event of the worker’s 
death, disability or loss of job. In addi- 
tion, Mr. Montani pointed out that legis- 
lation of this type was totally unneces- 
sary as the well known family plan type 
policy provides the head of the household 
with the opportunity to insure himself 
and his family without the disadvantages 
of employer control. 


Objections Summariz-:d 


Mr. Montani summarized the objec- 
tions of the life underwriters of the State 
to the proposed bills in the following 
statement: “We oppose this bill on two 
grounds. First, the employer (owner of 
the master Group policy) will control the 
life insurance on all members of the 
worker’s family. In the event of loss 
of his job, not only his own life insur- 
ance will lapse, but also the life insur- 


B. L. Murken Made Manager 


Byron L. Murken, formerly a super- 
visor in Northwestern National Life’s 
central divisional office at Chicago, has 
been appointed manager of the com- 
pany’s newly estabilshed agency at Osh- 
kosh, Wis. 

Mr. Murken has been with North- 
western National Life since 1954, first 
as a member of its Ak- Sar-Ben agency 
in Omaha and then as a supervisor in 
the central divisional office. He is a 
native of Iowa, and is a graduate of 
Iowa State Teachers College at Cedar 
Falls; he is a former teacher of mathe- 
matics and science in the Harlan High 
School. 





ance on his wife and children will lapse, 
if this bill becomes law. The same loss 
of life insurance will occur on the death 
of the worker, or on his disability. We 
believe this is unsound life insurance for 
the family. 


“Second, there is less reason for this 
legislation, now, than ten years ago when 
it was first introduced. The life insur- 
ance companies have designed a new 
policy, which has been available since 
1956—known as the family policy. All 
members of the family can be insured 


under one policy and the control of it 
remains within the family. During pe- 
riods of illness, or loss of work, there 
are emergency values to draw upon to 
keep the policy in effect. In event of 
death of the worker, the life insurance 
on the children becomes paid up until 
Age 25 and the life insurance on the wife 
is paid up until Age 65. The =~ 
for all members of the familv is ver 
low and the initiative of the family life 
insurance remains under the control of 
the family—not the employer. 

“Eight and one-half billion dollars of 
this type of life insurance was bought 
by workers in 1957. 

“The 6,000 life underwriter members 
of the New York State Association are 
still opposed to this dependents’ Group 
life bill.” 








Write to 





GENERAL AGENCIES 


for 


Buffalo, Syracuse, Albany, Rochester 


OUTSTANDING AGENCY CONTRACT OFFERS: 
e Top First Year and Renewal Commissions, Service Fees 


¢ Top Financing Program to encourage Agency Building 


e Aggressive Lead Producing Sales Program 


STREAMLINED POLICY PORTFOLIO INCLUDING: 
® Guaranteed Insurability Riders for Adults and Children 
® Quadruple Protection Plan at Low Competitive Rates 
® Guaranteed Issue to qualified groups of 25 or more 


plus many other sales producing policies 


ARTHUR W. THEISS, Vice President 


PATRIOT LIFE INSURANCE COMPANY 
650 Madison Avenue, New York 22, N. Y. 
PLaza 1-6500 

















Asst. Publicity Director 


JAMES B. MARINE 
James B. Marine has joined Mutual 
Of New York as assistant director of 


publicity, it was announced by Clifford 
B. Reeves, vice president for public rela- 
tions. He been in the newspaper 
and public relations fields for the past 
eleven years and since 1949 had been 
with Carl] Byoir & Associates, New York 
City, as an account executive and direc- 
eastern 


has 


relations for 
Jersey, and 


tor of community 
railroads in New York, New 
Massachusetts. 

In his new position, Mr. 
work with Carl V. Cefola, 
publicity, in publicizing, through news- 
paper, radio, television and magazines, 
the activities of the company, its field 
force and other personnel. 


Marine will 
director of 


Mr. Marine, 34 years old, is a gradu- 
ate of Yale University. He was a re- 
porter, feature writer, and radio editor 


with the Dayton (Ohio) Herald and the 


Pueblo (Colo.) Chieftain, before he 
entered publicity and public relations 
work in 1947. He has also done free- 


lance writing for Coronet and Parade 
magazines and other periodicals. 

Mr. Marine served for three years with 
the U. S. Naval Reserve during World 
War II, including combat service in the 
South Pacific. He is a lieutenant in the 
inactive reserves. He is married and 
has three children. 





Union Ceritral Supervisors 
Appointment of two new unit super- 
visors in the Cincinnati agency of Union 
Central Life has been announced by 
Judd C. Benson, general manager. 

Charles E. Romer, a member of the 
agency since 1956 and a $500,000 pro- 
ducer last year, assumed his new post 
recently. Harry H. Hachen, Jr., four- 
time member of the ‘company’s $500,000 
Club and for the past two years a mem- 
ber of the President’s Club, representing 
$1,000,000 in production, will take over 
his new duties March He joined the 
agency in 1954, 

Both Messrs. Romer and Hachen have 
spent their entire life insurance careers 
with Union Central. Mr, Romer previ- 
ously was engaged in advertising and 
sales in Cincinnati and Cleveland. Mr. 
Hachen joined the company immediately 
following his graduation from the Uni- 
versity of Cincinnati. 

These appointments, Mr. Benson said, 
represent the initial step in an expan- 
sion program of the agency. A minimum 
of 12 new agents is expected to be added 
to the staff in the near future and the 
agency will shortly take over adjoining 
office space formerly occupied by the 
Cincinnati Baseball Club Company. 
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s, S. Wolfson Retiring, 
Long a Manager Here 


BERKSHIRE LIFE GENL. AGENT 








Has Headed N. Y. Life Underwriters 
Assn., Life Managers and Midtown 
Managers Associations 





After 45 years in life insurance in 
New York City, S. Samuel Wolfson, 


general agent here for Berkshire Life 
at 347 Madison Avenue, one of the most 
widely known and highly respected life 
insurance agency managers in the city, 
will retire on April 27. The date will 
approximately mark his 30th anniversary 





Blackstone Studios 
S. SAMUEL WOLFSON 


with Berkshire Life, it was announced 


by W. Rankin Furey, Berkshire Life 
president. 
Mr. Wolfson has been repeatedly 


honored by the life insurance business 
here. He was formerly chairman of the 
board of the Life Underwriters Associa- 
tion of New York City, is a past presi- 
dent of the Life Managers Association 
and the Midtown Managers Association. 
He has long been an associate member 
of the Life Supervisors Association. 

_ Starting in New York with Equitable 
Society in 1914, Mr. Wolfson made such 
a success of personal selling that he was 
made a district manager at 20. He soon 
became a brokerage manager, serving 
later with Manhattan Life and Union 
Central Life before joining Berkshire 
Life in 1929. He is the father-in-law of 
Hilliard N. Rentner, also a_ general 
agent for Berkshire in New York. 
_Mr. Wolfson has long been active in 
civic and charitable organizations. 





Equitable Society Has 
Best Year in Its History 


Equitable Life Assurance Society sold 
more new Ordinary insurance in 1958 
than in any other year of its long history, 
It Was announced by James I’. Oates, Jr., 


president. The company which cele- 
brates its 100th anniversary on July 
26, had Ordinary life insurance sales 
amounting to $1,730,932,000 last vear. 


This was a gain of $66,000,000 over 1957 
Which also had been a record year. Group 
life insurance sales, third highest year in 
Equitable history, totaled $1,132,640,000. 
_At the end of 1958, total Equitable 
insurance in force amounted to $32,285,- 
340,000, Mr. Oates reported. Approxi- 
mately $13,694,301,000 of this amount 
represented Ordinary life insurance. 
Group life insurance in force amounted 
to $18,591,038,000. During 1958 the aver- 
age size new Ordinary insurance policy 
sold amounted to $8,178. 


Old Equity Has 42% Gain 


A 42% increase in new business during 
1958 was reported by Old Equity Life, 
Evanston, Ill. The current year will 
bring at least a 50% increase over the 
1958 total, according to Orrin M. Nei- 
burger, president of Old Equity. Old 
Equity is a legal reserve company issuing 
health and accident, accident, and life 
insurance policies. 

Two unique features which contributed 
to Old Equity’s growth are the com- 
pany’s audio-visual sales presentation 
and its IBM operation. 


MADE STAFF SUPERVISOR 

Appointment of Donald D. Gaston as 
staff supervisor has been announced by 
Carl F, Tagge, general agent in Houston 
for Massachusetts Mutual Life. In his 
new position, Mr. Gaston will assist 
in the recruiting and training of new 
personnel. 

Mr. Gaston was born in Chicago and 
attended Augustana College in Rock 
Island, Ill. A Marine Corps veteran, he 
entered the life insurance business four 
years ago and joined Massachusetts 
Mutual in September, 1957. 


Actuarial Researcher 

Lawrence C. Patz, former member of 
the actuarial department of New York 
Life, has been appointed actuarial re- 
search supervisor for United Life and 
Accident, Douglas B. Whiting, president 
announced, 

A graduate of Bucknell University 
a B.A. in mathematics, Mr. 
served two years with the Army Ord- 
nance Training Command as a statisti- 
cian, in addition to two and one-half 
years with New York Life. 


with Patz 








STATE MUTUAL 
OF AMERICA 


, century-old heritage of State Mutual was built on promises 


made and fulfilled. Its right to grow continues because of its steadfast 


dedication to the principle that people are of paramount importance. 


Throughout history, whenever man created something of which he 


was justly proud, he identified it with a characteristic mark...a name, 


a signature, a symbol. Lasting recognition was the reward for crafts- 


manship which stood the tests of time. Proud of its inheritance, State 


Mutual of America presents its new corporate trademark. The initials 


of the Company, strongly linked together, symbolize strength. The 


modern treatment of the Pilgrim, an element of State Mutual identity 


for many years, unites our historic past with our present forward and 


dynamic progress. Both are encased in the shape of a heart...a symbol 


of friendliness and indeed of life itself. 
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Home Office: Worcester, Massachusetts 
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Proposals on Request 


In order to relieve our field 2 
force of the time-consuming | —— 
and costly chore of calculating 
and preparing certain types of 
proposals the home office is tak- 
ing over the job for a nominal 
charge. 





I 
{ 
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Under this recently inaugurated plan the home 
office will prepare individually tabulated Split- 
Dollar and Premium Financed proposals based on 
predetermined column heads, at any applicable 
age, for any multiple of $1,000 face amount. 

Eight different types of proposals are available 
on E95 and on PEP. 


High Early Cash Value Contracts 


@ Cash values equal the full net level premium 
reserve 


@ One year term dividend option available 
@ Minimum issue $15,000 


@ Ideal for Split-Dollar and Premium Financed 
plans, also father-son contracts 


New ‘Executive 95"’ series— Endowment at 95, premiums 
payable to age 65, or 10 years if greater —issue ages 20-70. 








E-95 (MALE) 
$100,000 AGE 35 PREM. $2921.00 

Year Annual Dividend Net Deposit Increase in C. V. 

1 $ 298 $2623 $2000 

5 550 2371 2200 

10 899 2022 2400 

15 1061 1860 2500 
20 1242 1679 2600 


‘Policy for Executives and Professionals’’ (PEP) — 
Life paid up at 95 —issue ages 15-70. 























PEP (MALE) 
$100,000 AGE 35 PREM. $2324.00 

Year Annual Dividend Net Deposit Increase in C. V. 

1 $ 130 $2194 $1600 

5 351 1973 1800 

10 654 1670 1900 
15 811 1513 1900 
20 1002 1322 1900 


Sales Horizons Unlimited 


Low Net Cost 


@ Generally Reduced Premiums 





@ Reduced Premiums on Level Term Riders ~ “a 





@ Reduced Premiums on ADB Ba 
@ Higher Early Cash Values on All Policies 


Comparison of Net Costs and Net Payments per $1,000. 





$5,000. $15,000 $25,00 
PLAN AGE TEM emmuicy «© POLICY mene 
LIFE 10 yr. heen > 
35 net-payts: $204.69 . $195.36 $193.49 
MALE es 
10 yr. ween 
net cost  _ 26.69 17.36 15.49 
20°. 
net payts. © 367.32 348.65 344.92 
20 yr. 
net cost -2.68 —21.35 —25.08 


NATIONAL LIFE’S new power- 





Buy-Sell.... 
Split $ Sales 
Films 


A leader in the field of audio-visual sales pre- 
sentations, National Life has available two 
prize-winning sound slide-films in full color. 
““A Tale of Three Businesses” tells the story 
of what could happen to a business in the ab- 
sence of a buy-sell agreement. ‘‘The Most 
Wanted Man in America” sets the stage for 
a Split-Dollar sale. Both are proved sales 
makers. 
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Pension and Profit-Sharing Plans 


Eight improvements have now been made with 
regard to our ABC-YRT offerings. Of these eight, 
some of them will become effective on April 1, 1959, 
while the remaining started on January 1, 1959. 
The improvements are: 





























EFFECTIVE JANUARY 1, 1959 


ee 
| “Lower Female Premium Rates cea aa 


On Most Plans 2. Option to accumulate ABC dividends at interest 

00. eae : 3. Increase in ABC dividend scale 
ph Cash values and dividends will be the same as for A. tenis et 0 Sis 
0 policies issued to men, even though the premiums : : 
7 | 5. Extended vesting of compensation on single premiums 
| i — added to ABC’s at maturity date 
9 f 1 

Check-0-Matic EFFECTIVE APRIL 1, 1959 
9 Monthly budget premium 6. Gradation of premiums by size for ABC 


payment plan available. 
Makes premium payments 
automatic. 


packed Sales Makers for 1959 


7. Increased ABC guaranteed settlement factors 
8. Generally reduced ABC premiums 











Issue Ages 0 to 70 
0. D. F. —" 
@ 3.6% Discount on Advance 
Gradation of premiums by size of policy — Deposits for 1st 10 Years, 3.1% Thereafter 


Quantity Discount Factors applicable to all 


‘ ae 07. 
plans using the policy fee method. Rates per @ Substandard — Up to 5007, 





: thousand decrease as the amount of insurance @ No Limit on Waiver of Premium 

; ee @ Annual and Single Premium Annuities 
EXAMPLE @ Disability Income — $5 and $10 

& ORDINARY LIFE (MALE) AGE 35 @ $350 Monthly Disability Income 

Amt. Total Basic Total Premium Avg. Total @ No Set Limits 

a in M. Premium Inc. QDF of 7.00 Prem. per M. 

fF $2 $ 46.34 $ 53.34 $26.67 


Your nearest National Life General Agent will be 

5 115.85 122.85 24.57 pleased to give you full details on any National Life 
E 10 231.70 238.70 23.87 “Sales Maker’ service or contract. For increased 
sales horizons, phone, write or visit him today. If 








: 15 347.55 354.55 23.64 : i 

7 you are a full-time agent of another life company, 
# 25 579.25 586.25 23.45 we solicit only surplus and special business not ac- 
k 50 1158.50 1165.50 23.31 ceptable to or not written by your company. 


Dividends referred to in this advertisement are based on our cur- 
rent scale. They are neither guarantees nor estimates, but are for 
illustrative purposes only and are subject to increases or decreases. 


NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FOUNDED 1850 PURELY MUTUAL 
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_To Be Financial Counsel 





CRISTAL 


PHILIP N. 


Philip N. Cristal, manager of trans- 
portation and municipal investments for 
Northwestern Mutual Life will retire 
February 28 after 25 years of service 
with the company. He will continue to 
engage in financial counselling, with 
activities embracing problems and proj- 
ects of a financial and operational nature 
in the various fields of transportation. 
His new work will deal with the origi- 
nation and direct placement, with insti- 
tution! investors, of transportation and 
other types of investment securities. He 
will initially locate in Philadelphia, and 


on May 1 will have an office in the 
financial district of New York City as 
a partner in the firm of Cristal and 


Associates. 


Maine 


Slote Led Mutual Benefit 
In Medical Market Sales 


James R. Slote, CLU, a member of the 
Lee Nashem Agency in New York of 
Mutual Benefit Life, in 1958 led all 
company fieldmen in the amount of life 
insurance placed on doctors, it was 
announced by Charles G. Heitzeberg, 
vice president in charge of agencies. 


About 90% of Mr. Slote’s total pro- 
duction of more than $1,500,000 was 
from physicians. This success in the 


medical market played a big part in his 
ranking as one of the company’s top 
leaders last year, and in again bene ro 
for the Million Dollar Round Table. He 
is also a life member of MDRT. His 
approach is one of service on each 
doctor’s individual situation, and he has 
found each doctor a valuable center of 
influence for other doctor sales. 


Appointed By Manufacturers 

Manufacturers Life has announced 
the opening of two new branch offices, 
one in Flint, Michigan and the other 
in Oklahoma City. John M. Dowd has 
been appointed branch manager at Flint 
and Joseph S, Ellis, CLU, branch man- 
ager at Oklahoma. 

Mr. Dowd joined Manufacturers Life 
in Port Huron in 1952, An active mem- 
ber in his local insurance fraternity, 
he served as chairman of the Life Under- 


writer Training Council in 1953 and 
secretary-treasurer of the Port Huron 
Life Underwriters Association in 1954. 


He moved to Saginaw in 1956 where he 
was promoted to assistant manager of 
the Manufacturers Life’s Saginaw 
branch. 

A native of Oklahoma, Mr. Ellis is a 
graduate of the University of Oklahoma, 


with a degree in Psychology, and a 
graduate of Northwestern U niversity, 
with a degree in Business Administra- 


tion. He has been in the life insurance 
business since 1951, first as a life 
underwriter and later as a brokerage 


supervisor with 
15 state area. 


responsibilities over a 


New Corporate Trade-Mark 
For State Mutual Life 


A new corporate trade-mark was re- 


cently unveiled by State Mutual Life 
Assurance of America, The new trade- 
mark was first announced at the com- 
pany’s annual meeting and appears cn 
the cover of State Mutual’s 1958 annual 
report. It was the first insurance trade- 


mark designed by Raymond Loewy As- 
sociates of New York, internationally- 
known firm of industrial designers. The 
extensive studies with the designers were 
coordinated by Arthur F, Sisson, direc- 
tor of advertising and sales promotion, 
and John D. Drummey, director of pub- 
lic relations. 

The new symbol replaces the ‘“Pil- 
grim” trade-mark which has been used 
by the company for 40 years. Showing 
a Pilgrim family with the father carry- 
ing a 16th century musket, the old 
mark was encircled by the motto: “Pro- 
tection 1620—Protection Today.” The 
new mark has the intitals of the abbre- 
viated company name—SMA—encased 
in the shape of a heart, a symbol of 
warmth and life, with a modern treat- 
ment of the Pilgrim, an element of 
State Mutual identity for many years, 
at the bottom. 

State Mutual has used several trade- 
marks in its 114-year history. The oldest 


JOINS OCCIDENTAL LIFE 
J. W. Vandiver has been appointed 
general agent in Quincy, IIl., for Occi- 
dental Life of California. He joins Occi- 
dental after representing Western and 
Southern Life in northern Missouri for 
and that 

sales manage 


the past three years, leaves 


company as associate 





of all appeared in the company’s 32nd 
annual report over 80 years ago. It dis- 
p!ayed an Indian and a star, surrounded 
by a wreath, with two clasped hands 
below. Various modified versions of 
this mark appeared on old company 
policy forms in the 1880’s and 1890s. 
By 1898 the Indian was surrounded by 
a decorative shield complete with Latin 
inscription and an armored ‘hand brand- 
ishing a sword. 

The early 1900’s saw the introduction 
of a trade-mark which was in one re- 
spect similar to the 1959 version. This 
also carried a heart, though a more 
traditional design, which was_ super- 
imposed upon an outline map of Massa- 
chusetts. The slogan, no longer in Latin, 
read: “In the heart of the Common- 
wealth.” This mark in turn was dis- 
placed by the four Pilgrims who ap- 
peared for the first time in the 71st 
annual report of the company. 





new concept! 





Our agency has conceived a new method 
of merchandising. Stated simply, it may 
be described as Estate Planning for 
business. We call this concept Corpo- 
rate Programming. 


Structurally it is divided into three 
parts. 


Part 1 is our ability to systemati- 
cally develop and implement Stock Re- 
tirement plans, Buy and Sell agree- 
ments, Key Man Insurance, Pension 
and Profit Sharing Plans, Deferred 
Compensation plans, Disability Busi- 
ness Insurance and all the traditional 
business sales plans. 


Part 2 consists of formalizing con- 
cepts that we feel are within our do- 
main as underwriters with practical 
experience in dealing with business 
men. For example: The proper use of a 
Board of Directors, the development of 
a Personnel Program, Sales Manage- 
ment Training, the development of a 
Successor Management Program and 
background material for Training 
Heirs in management responsibility. 





hilliard n. 
we rentner 
agency 


— 
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Part 3 consists of the use of an Ad- 
visory Board comprising many “out- 
side” specialists. On the Board, there is 
an industrial engineer, a personnel spe- 
cialist, a public relations counsellor, a 
management consultant, an industrial 
designer and a trust officer. These spe- 
cialists, at our request, have provided 
us with material of a general nature 
that indicates when the need for their 
specialty arises. Of course, in these: 
areas, we can only point to the prob- 
lems, just as in Estate Planning, we 
can only indicate the need for hiring 
counsel to execute wills, trusts and busi- 
ness agreements. 

All material relevant to these three 
parts of Corporate Programming have 
been incorporated into a master Pro- 
cedural Manual. 

We know that in practical use Cor- 
porate Programming will not only build 
our clientele and our prestige, but will 
better equip us to truly analyze business 
insurance needs It is our belief that this 
concept is a reflection of our perpetu- 
ally unswerving intention in creating 
new and better merchandising methods. 


“CORPORATE PROGRAMMING” 


640 Fifth Avenue, New York 19, N. Y. ¢ CIrcle 5-1900 
BERKSHIRE LIFE INSURANCE COMPANY 








LIFE EXECUTIVE V. P. 
Openings $30,000 - $15,000 
Our current position listings include 


openings for Executive Vice Presidents in 
fo‘lowing areas: 

1. Eastern States 

2. Midwestern States 

3. Southern States 
Majority of these positions are with ex- 
cellent Fire-Casualty companies, estab. ishing 
a Life company running mate. 
Companies' Specifications: Age range 
35-45, above average educational back- 
grounds; experience ranging from 8 to 15 
years, acquired in Home Office or large 
branch office levels. Mandatory: extensive 
administrative background including close 
contact with Agency Department. Two 
employers have stressed importance of 
Actuarial experience. 
All negotiations handled on a confidential 
basis. Write for "HOW WE OPERATE." 
No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














Named By Bankers of Iowa 





W. A. DINSMOOR 


W. A. Dinsmoor has been named as- 
sistant regional Group manager, Chicago 
Group office of Bankers Life of Des 
Moines. He has been a Group repre- 
sentative there since April, 1956. Mr. 
Dinsmoor will be associated with Frank 
H. Weisman, regional Group manager 
in Chicago; Orville R. Miller, Group 
representative, and Arthur R. Biesen- 
thal, Group office supervisor. 

Before going to Bankers Life, Mr. 
Dinsmoor was employed for several years 
in various sales and adminstrative duties 
by a large mid-western Group writing 
company in Chicago. 

A native of Aurora, IIL, 
from school there and _ received his 
bachelor’s degree from the University 
of North Carolina. He is a Navy veteran, 
serving three years. 


V. W. Kelley Dead 


V. W. Kelley, former president of the 
Texas Association of Life Underwriters 
and widely known for his speeches to 
life insurance groups, died recently 
after an illness of one week. Mr. Kelley 
was a former district manager at San 
Angelo, Tex., for Amicable Life. 

He was president of TALU for 1954- 
55 and previously had served as vice 
president and secretary, He was NALU 
national committeeman for the San 
Angelo Association of Lite Underwriters 
in 1956 and had been elected recently 
to serve in the same role for 1959-1961. 
At the time of his death he was on the 
bylaws committee of NALU. 


Bankers Life, Des Moines 


Business Report for 1958 
Bankers Life Co. of Des Moines had 
paid for Ordinary last year of $249,- 
398,541 and new Group insurance of 
$218,104,136 making total new business 
amounting to $467,502,677 and insurance 
in force totalling, Ordinary $1,833,101,059 
and Group $1,439,552,531 for a total in 
force of $3,272,653,590, 
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Partner In Phila. Agency 


Of Fidelity Mutual Life 


ROBERT J. KISTLER 


Fidelity Mutual Life has appointed 
Robert J. Kistler as partner in the W. 
G. Pierce Agency at 830 Six Penn Center 
Building, Philadelphia. 

Mr. Kistler entered the life insurance 
business with the Pierce Agency in 1950, 
and was appointed supervisor in 1954, and 
assistant general agent in April, 1958. 

A graduate of University of Pennsyl- 
vania, Class of 1950, Mr. Kistler received 
a B.S. degree in economics. He was 
active in football and basketball, and was 
a member of the Sigma Chi Fraternity. 
Mr. Kistler served in the Army during 
World War II, participating in several 
major camp 1igns in the European theatre 
of operations, including the Batt!e of 
the Bulge. 





Bankers of Nebr., Names 
Ackerman and Hopkins 


James N. Ackerman was named vice- 
president and general counsel of Bankers 
Life of Nebraska and Julian H. Hopkins 
was named assistant general counsel. 

Mr. Ackerman became associated with 
the company as an attorney in 1947. He 
was named associate general counsel in 
1950 and general counsel in 1955. A 
native of Pleasant Dale, Nebraska, he 
is a graduate of Nebraska Wesleyan 
University. Following his graduation 
from Harvard Law School in 1938, Mr. 
Ackerman joined the Lincoln law firm 
of Davis, Stubbs and Ackerman. In 
1942 he joined the Federal Bureau of 
Investigation and served with the Justice 
Department until 1947 when he returned 
to Lincoln to become associated with 
Bankers Life of Nebraska. 

Mr. Hopkins has been associated with 
Bankers Life of Nebraska as an attor- 
ney since 1949. A native of Aurora, IIL, 
he graduated from the University of 
Nebraska with a Bachelor of Arts De- 
gree in 1943. After serving three years 
in the Army he returned to Lincoln and 
obtained his Law Degree from the Uni- 
versity of Nebraska in 1948. 





Honor Aetna Agencies 
Three general agencies of Aetna Life 
have been honored for publishing out- 
standing company agency _ bulletins 
during 1958. Awards went to S. G. Car- 
son & Associates, Toledo, for the “Bell 
Ringer,” Campbell & Vineyard, Little 
Rock for the “Aetna-gram,” and Chase 
& Co., Pittsburgh, for the “Golden 
Triangle.” 
_Awards for the 
lished for Aetna 
in the agencies’ 
on appearance, 
motivation, 


news bulletins, pub- 
Life representatives 
territories, were based 
editorial content and 





Northern Life Assets 
Increased By $6 Million 


Addressing the 53rd annual meeting of 
the stockholders and trustees of North- 
ern Life, Seattle, President D. M. Mor- 
gan reviewed the gains made by the 
company during 1958. The company’s 
assets increased from $89,905,819 to $95,- 
923,124. Premium income increased to 
$11,417, 943 and total income to $15,523,- 
055. 

Total paid to policyholders, including 
claims and dividends, was $6,216,565. At 


JOINS OCCIDENTAL LIFE 


Albert L. Kenyon has been named 
assistant manager in the Jacksonville 
branch office of Occidental Life of Cali- 
fornia. He joins Occidental after nine 
years in the insurance business in Jack- 
sonville, six of them with Gulf Life and 
three with James M. Maneely, Inc. 





the the year’s end the company’s in- 
surance in force figure was $331,514,804 
and capital and surplus funds had grown 
to $13,328,136. 


Equitable of Ia. Increase 

New paid Ordinary life insurance in 
Equitable Life of Iowa during January 
amounted to $12,321,368, an increase of 
0.8% over the corresponding month in 
1958. Life insurance in force at the end 
of the month totaled $1,640,582,441. 

The Chicago agency, Griffin, Ingram 
and Pfaff, general agents, placed first 
among all company agencies with $1,- 
166,668, representing the largest single 
month’s production in that agency’s 32 
year history. 





MILTON RIFKIN, C.L.U., a Navy veteran, joined Berkshire in 1946. Named Supervisor of the S. S. Wolfson Agency in 1949, he was appointed 
New York City. 


Associate General Agent in 1954. He became a General Agent in 1957, with offices at 100 William Street, 


...in a client as much as loyalty. He must believe in your 
recommendations as sincerely as you do yourself.” 


“But how does a broker without a lot of Life experience go 
about building that confidence, Mr. Rifkin?” 


“Actually, it takes us a very short time to show you how to 
build prospect-assurance. The training techniques and field 
supervision programs we’ve developed are among the finest 
in the industry. In addition to the personal know-how you’ll 
develop, ysu will also have the sum total of our experience 
to draw on in selling and servicing clients.” 


“Knowing that an organization like yours is behind me 
would certainly make me feel on more solid ground.” 





“That’s our goal. If you have the confidence which anyone 
has who represents Berkshire, your clients will feel that 


confidence, too. Berkshire’s 108-year reputation for sound 


management and service to policyowners is more than an 
assurance—it’s a guarantee of service and satisfaction. It’s 


the very reason why today Berkshire presents the greatest 






George D. Covell, 
PITTSFIELD, MASS. 


Life, Accident & Sickness, Pension Plans, Annuities 
C.L.U., Agency Vice President ; 
¢ A MUTUAL COMPANY « 1851 | 


potential for personal 
growth in the industry.” 


ERKS HIRE 


LIFE 


INSURANCE ; CO. 
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Your clients are the most important 
people in the world. Their personal pro- 
tection needs are not met without GUAR- 
ANTEED RENEWABLE ACCIDENT 
AND HEALTH. Let me tell you about 
our modern, flexible plans, all backed 
by a mutual legal reserve company li- 
censed in New York State since 1886! 
Call me today for details. 

PAUL FISHMAN 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





Dr. G. G. Young Named to 
Succeed Dr. M. I. Olsen 


The retirement February 28 of Dr. 
Martin I. Olsen, vice president and med- 


ical director, Central Life Assurance, 
Des Moines, has been announced by 
W. F. Poorman, president. Dr. George 


G. Young, who has been associate Med- 
ical director, has been elected to suc- 
ceed Dr. Olsen as medical director, The 
election of Harry H. McAllister as di- 
rector of advanced underwriting was 
also announced. 

Dr. Olsen retires from Central Life 
after 46 years of active service with the 
company. He began his career with the 
company as a medical examiner at Mad- 
ison, Wis., in 1913, following his return 
from a year of advanced medical study 
in Vienna and Berlin. Later he joined 
the home office staff and in 1917 was 
elected medical director. 

Dr. Olsen was elected to the board of 
directors in 1920 and vice president and 
medical director in 1932. Following his 
retirement he will continue as a member 
of the board of directors and a member 
’ of the executive and underwriting com- 
mittees. 

Dr. Young joined Central Life in 
1947. Beginning as assistant medical 
director, he was promoted to associate 
medical director in 1953, He is a grad- 
uate of Cornell College and the State 
University of Iowa College of Medicine. 

Following an internship at Cincinnati 
General Hospital, Dr. Young served two 
years in the Navy as a medical officer. 
Returning from the service, he took 
medical residency training at Iowa 
Methodist Hospital in Des Moines, spe- 
cializing in internal medicine. 

Dr. Young is a member of the Med- 
ical Directors Association, and has been 
active in state and county medical society 
activities. He has served several years 
on the Family Service Traveler’s Aid 
Board, a United Campaign agency, in 
Des Moines. He was president of the 
board in 1957, 

Mr. McAllister has been supervisor of 
advanced underwriting since January, 
1957. He joined Central Life in 1940, 
following his graduation from the Uni- 
versity of Iowa. Following Naval service 
during World War II, he became a gen- 
eral agent for the company at Atlanta. 
He received the CLU designation in 
1956. 








Rentner Interview on 
Corporate Programming 


NEW CONCEPT OF HIS AGENCY 





Berkshire’s G. A. Puts Emphasis on 
Merchandising Instead of Merchandise; 
Concerned over Current Sales Methods 


Agency, gen- 
Life in New 
method 
described as_ estate 
for business, is known 
Programming.” One of 
for the creation of 
this new concept, Mr, Rentner explained 
in an interview this week, “is our con- 
viction that new ideas are needed if our 
industry is to make progress.” 

In evaluating the present situation in 
the life insurance business Mr. Rentner 
out that there now five 
major sales methods, which 
produces business. However, he feels 
that “there is little doubt that the 
very agencies and companies which are 
promoting these methods have serious 
reservations about their lasting benefit 
to the industry.” Discussing each of 
the methods in turn, Mr. Rentner 


Rentner 


Hilliard N. 
Berkshire 


The 
agent of 
recently 


eral 
York, 


of merchandising, 


conceived a new 
planning which 
as “Corporate 
the chief reasons 


sound 


points are 


each of 


says: 
Minimum Deposit Contracts 


“As to minimum deposit contracts, 
which have been much in vogue in 
recent years, the high lapse ratios and 
the ‘no cash value’ concept lead many 


of us to believe that the continuation 
of minimum deposit plans is against 
the long range interests of the com- 


panies, agents and policyholders.” Mr. 
Rentner noted that a number of major 
companies have already taken action 
to drop out of the minitnum deposit 
picture. 

Speaking of “liberal underwriting” 
trends, Mr. Rentner points out: “Some 
companies, when anxious to build volume 
fast, have rel xed their underwriting 
rules, Obviously, the majority of com- 
panies do not regard such relaxation 
as a desirable practice, for sooner or 
later the increased mortality, which in- 
evitably must result, will eventually 
increase cost.’ 


Personal Programming and Mutual 
Fund Sales 


programming, Mr. 
note of warning: 


As to. personal 
Rentner sounds a 
“Admittedly it is a sales method which 
has been in use for a long time, But it 
seems to me that companies which make 


Wins Guardian Award 


President John L. Cameron of Guard- 
ian Life of America has announced that 
The Harry Ross, Jr. Agency, Boston, 
is the winner of the company’s Presi- 
dent’s Cup for 1958. Runners-up in the 
cup competition were The Robert Kruh 
Agency, Newark, and Thomas Herbert 
Agency, Denver. 

Guardian's President's Cup is awarded 
each year for “all round excellence in 
agency performance,” and an agency 
can win possession of the cup only once 
every four years. Previous winners, who 
were not eligible for the competition 
last year, were Holcombe T. Green 
Agency, Atlanta in 1957, John C. Mills 
Agency, Tampa, in 1956 and Spaulder, 
Warshall and Schnur Agency, New 
York, in 1955, 





personal programming a major part of 
their sales effort face the dual dilemma 
of increased rent and clerical help on 
the one hand and decreased premium 
per thousand on the other.” 

Mr. Rentner then expressed his con- 
cern over the attitude of some com- 
panies in countenancing a combination 
of mutual fund sales with life insur- 
ance. In this regard he says: “Inevi- 
tably the life insurance sale will be 
either term insurance or minimum de- 
posit. In my opinion, this is plainly 
an abdication of the concept that fixed 
dollars are a necessity in a sound in- 
vestment program.’ 

Finally, in discussing “Net Cost,” Mr. 
Rentner brought out: “There are some 
companies that use net cost as their 
major sales method. At best, they will 
acquire increased volume on a_ tem- 
porary basis only because surely an- 
other company will soon issue a better 
cost contract. Unfortunately, this is 
done frequently at the expense of a 
reduction in agent’s commissions, 


Emphasis Should Be on Merchandising 


“In the past five years the industry 
stress has been on merchandise instead 
of merchandising with the result that 
nobody is completely happy. Certainly 
then, it is time for the use of imagina- 
tion, creativity and leadership. We are 
giving expression to our confidence in 
this method of merchandising through a 
current series of advertising messages 
featuring the ‘Corporate Programming’ 
concept.” 

Mr. Rentner does not claim that cor- 
porate, programming is anything more 
than a partial answer, but he is con- 
vinced that the accent is in the right 
direction “when we emphasize service 
rather than product. 

“There are many 
our industry can devise if we set 
minds to it,” he says. 


other services that 
our 
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Z INSURANCE 


of NEW YORK 


COMPLETE PORTFOLIO 


of 
PARTICIPATING and NON-PARTICIPATING 
POLICIES 


GENERAL AGENCIES AVAILABLE 
Write To Superintendent Of Agencies 


HOME OFFICE 
NEW YORK 38, N. Y. 


COMPANY 














HOME OFFICE 
LIFE UNDERWRITER 


Opportunity for fully experi- 
enced Life Underwriter with New 
York Company. This position 
offers unlimited career potential 
for the right applicant. Write 
stating full particulars as to ex- 
perience, etc., to Box #2683, 
The Eastern Underwriter, 93 Nas- 
sau Street, New York 38, N. Y. 














Ass’t Agency Manager 





J. B. MARSHALL 


J. Burgess Marshall has been named 
assistant agency manager of the Lincoln 
agency, Bankers Life of Des Moines. 
Mr. Marshall thas been a Bankerslifeman 
since May, 1950, when he joined the 
Lincoln agency as a salesman in Ogal- 
lala, Nebr. He became Lincoln agency 
supervisor in July, 1955. Prior to enter- 
ing the insurance business, Mr. Marshall 
was a school teacher in Ogallala and 
Bayard, Nebraska. 

Mr. Marshall attended grade and high 


schools in McCook and received his 
bachelor’s degree at Nebraska State 
college at Kearney after attending Mc- 
Cook college for two years. He did 
graduate work at Colorado University. 





Conn. General Appoints 
Holman in Garden City 


Connecticut General Life has an- 
nounced the appointment of Charles A. 
Holman as manager of the new Long 
Island branch office in Garden City, N. Y. 
Mr. Holman has been manager of the 
company’s Des Moines branch office since 
1953. He joined the company in 1937 as 
an agent in Chicago. 

Named assistant manager at the Long 
Island agency is Donald A. Voss, for- 
merly a staff assistant in Des Moines. 

Connecticut General has been repre- 
sented in the Long Island area through 
the former Garden City district office. 
The new branch office is located at 1001 
Franklin Avenue in Garden City. 





Webb To Assist Crowe 


Guy E. Webb, Jr., has been appointed 
assistant regional director of agencies 
for Life Insurance Company of Virginia. 
A native Virginian, after leaving Thomas 
Jefferson High School he received his 
Bachelor of Science degree from Rich- 
mond Professional Institute. Since 1953 
he has been associated with the New 
York Life, both as an agent and as a 
member of the agency training staff of 
the Richmond general office. From 1956 
until 1959 he served as assistant manager 
in charge of that company’s Roanoke 
sales office, In his new post he will 
assist Attis E. Crowe, second vice pres- 
ident in charge of Life of Virginia’s 
Ordinary agency operations. 
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Phoenix Mutual Field Changes Consulting Actuary P ean General Agent 
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R , : Specializing in : 
Phoenix Mutual Life, Hartford, an- agency, will serve as consulting manager Life Company and Pension Problems The Manhattan Life 
eri- nounced te apes in its field TT. pe ily ee ge eee 1] West 42nd St., New York 36 {Founded 1850) 
i t sta an 1e opening of a « Law oe Ms _rec y P : e 
lew append z in charge of the company’s Cincinnati Chicago Office: 134 N. LaSalle St. 50 Court St. MAin 4-7951-2-3 
Hon office, will succeed Mr. Blair as sana 
tial of the older Pittsburgh Agency. Mr. r i 
rite Kelly joined the Philadelphia Agency North American of Chicago Speakers Announced for 
as a salesman in 1954 and entered man- North American Life of Chicago had P 
83 ne es” wa in 1956. Kia new business of $63,353,532 last year, NYC Sales Congress, Mar. 12 
O32, nthony Raynor, former field super- pg. orn tas : ) & i d i * gl BES Re ; . 
las- visor in Akron, has been named Cin- President Charles G. Ashbrook, Sr. re Selling in the Space Age—ICBM 
Y cinnati manager to succeed Mr. Kelly. ported. Life insurance in force amounted iJ] be the theme of the 39th annual 
i Mr. Raynor has been associated with to $318,180,889. The company entered two all-day sales congress of the New York 
— Phoenix Mutual since 1956. additional states last year. Lite Uidesteritess” Anscciation da Mareb 
12th. ICBM, in this case, stands for 
r | \, = i 8 “Increase Commissions By Motivation.” 













cost 3 General chairman of the program, 
which will be held in the grand ball- 
room of the Hotel Astor, will be Vera 
Sundelson, associate agency manager of 
Equitable Life Assurance Society. She 
is the first woman to act as general 
chairman of the sales congress. Charles 
E. Anchell, New York Life,.is presi- 
dent of the association. 

Dr. John H. Furbay, Traris World 
Airlines’ Director of Air World Educa 
tion, will open the conference with a 
speech entitled “Selling in the Space 
Age.” Dr, Furbay, in charge of TWA’s 
cultural and educational program, travels 
a quarter of a million miles a year in 25 
countries and four continents. A man 
of wide experience in education and 
travel, Dr. Furbay has been a college 
president in Africa, an army colonel, 
a newspaper columnist, and senior spe- 
icalist for the U. S. Office of Educa- 
tion. He has also served in South 
America with the U. S. embassies there. 

Another morning ers will be 


INDIVIDUAL BENEFITS - 








SUMMARY P ABOUT THE COMPANY 








DETAILS GUARANTEES 





OF THE PROGRAM 








OUR CLIENTS 


FRANK H. PEIRSON 


second agency in Pittsburgh, 

Frank H. Peirson, former ficld super- 
visor at Pittsburgh, has been named 
-manager of the new Golden Triangle 
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amed Arthur F. Priebe, CLU, of Rockford, 
ncoln Ill, Penn Mutual agent and a life mem- 
haa = ber of the Million Dollar Round Table. 
es. He will speak on “My Five Favorite 
“man Fears—Prospecting, Presentations, Rated 
the Cases, Competition, and Closing.” Mr. 
gal- Priebe thas been with Penn Mutual 
waite during his whole working career, and 
y has won the National Quality Award 
nter- @ every year since its inception. His total 
shall production for 1958 was nearly three 
and million dollars, 
John E. North, Prudential’s director 
P of agencies, will conclude the morning 
high E session with a speech entitled “There Is 
_ his ension a Magic Formula in Selling Accident 
ytate and Health Insurance.” Mr. North has 
Mc- ‘ conducted many training clinics on acci- 
did dent, sickness, hospital, and surgical pro- 
sity. tection and is recognized as an author- 
ity in this field. 
The meeting will begin promptly at 
; 10:00 a.m. Admission is $1.00 and the 
‘2 L. EDWARD F. KELLY presentation of the member’s 1959 mem- 
Aty bership card. Admission for non-mem- 
yt agency. He: has been associated with pie 1 ae ae teas may be 
3 AL. the company since 1955 when he joined applied toward membership if an appli- 
ong the adn chin auneuiy as. a cule: FOR YOUR CLIENTS cation is submitted within ten days after 
LY i . the congress. 
he GUARDIAN’S New Pension Trust Program offers many attractive 
7 as features for your best pension prospects—firms with from five a eee 
to fifty employees, including: a sae © eee 
ong y _— 8 Directors of Business Men’s Assur- 
for- ance have declared an initial semi-annual 
S. . . “1° dividend of 15 cents a share on the 
re * High early cash values * Free valuation of auxiliary capital eds pecalie Waleagy 25° to 
ugh ee . funds holders of record February 20. 
fice. xuaranteed Issue—without The company now has outstanding 
(O01 increase in premium or : 5 2,000,000 shares following the recent 
redabiion in-dividend * Personalized consultation 2-Y% for 1 stock split when the outstand- 
; om - ing shares were increased from 800,000 
on as few as 10 lives and proposal service to 2,000,000 and the par value per shar 
reduced from $10 to 4. The 15 cents per 
ok ; - . : share dividend represents a 25% increase 
ye Premiums graded by policy * Attractive binder for filing over the 1958 rate of 30 cents per sharc 
nia size policies semi-annually based on 800,000 shares 
nail outstanding. 
his 
phe For complete information, call the GUARDIAN manager 
53 r area, or write our P. : +4: . - 
fe in your area, ension Trust Division Head British Life Offices 
s At a general meeting of the site 
of ‘. Offices Association at London recently, 
056 The GUARDIAN Life Insurance Company J. B. H. Pegler, general manager and 
per actuary of Clerical, Medical and General 


Ike ANTHONY RAYNOR OF AMERICA Life ‘Assurance Society, was elected 


vill Sushitibe® 1666 chairman and S. F. Isaac, actuary and 
e : 
es- €: Hugh Blair, manager for the past A Mutual Company stablishe life manager of Atlas Assurance Co., 


ia’s 344 years of the original Pittsburgh SO Union Square, New York 3, New York was elected deputy. chairman. 
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Phoenix Mutual Leader 
In Brokerage Production 


WILLIAM F. KELLY 


William F. Kelly, manager of Phoenix 
Mutual’s brokerage agency located in 
the Chrysler Building, New York, has 
reported his agency led the entire com- 
pany in brokerage production during 
1958. The gain was 10% over the pre- 
vious year. The agency also led the 
company in Group sales for the year. 
Paid Ordinary life premiums, exclusive 
of Group, exceeded $585,000 in 1958. 

The five year old agency is devoted 
exclusively to surplus brokerage business 
and has been particularly successful in 
the underwriting of substandard risks. 
Mr. Kelly is assisted by Dan Kenion in 
the Ordinary sales and by John Foley, 
recently appointed Group specialist. 


Mutual Life of Canada 
Appointments Announced 


E. A. Rieder, FSA, vice president and 
general manager of Mutual Life Assur- 
ance Co. of Canada, was elected to the 
board of directors of the company, to 
succeed the late Walter H. Somerville. 
At the meeting of the board Mr. Rieder 
was elected executive vice president. 

The board of directors was increased 
from 15 to 18. New board members 
elected were: J. S. Proctor, Toronto, 
Ontario; G. D. Stanfield, Halifax, N. S. 
and Dr. J. D. Leishman, Regina, Sask. 

Other Mutual Life of Canada appoint- 
ments are: 

Harold C. Hogg, CLU, assistant super- 
intendent of agencies; Donald E. 
Weaver, FLMI, assistant comptroller; 
Fletcher T. Whitmore, B. A. coordinator 
of electronics; F. Isobel Tilton, person- 
nel supervisor. 


Name Lawrence Pagragan, Jr. 
Lawrence Pagragan, Jr. has been ap 
pointed assistant agency secretary of 
Pan-American Life, New Orleans. The 
appointment and announcement was 
made by President Crawford H. Ellis. 
His duties will involve assisting the 
agency secretary in the supervision of 
agency statistics and accounting, con- 
tracts, agents’ bonds and licenses and 
detail incident thereto. 

Mr. Pagragan has been acting assist- 
ant agency secretary since 1955 having 
previously served as agency accountant 
since 1951 and as an accounting clerk 
from the time he became associated 
with the company in 1946. 

Educated in the Catholic High Schools 
of New Orleans, he attended Loyola 
University, New Orleans, night classes 
to complete his education. Mr. Pagragan 
served two years with the United Coast 
Guard and one year with the United 
States Civil Service. 


BUSINESS MEN’S ELECTIONS 


J. C. Clarke Secretary of Board of 
Directors; Bellemere, Cockrill and 
Wilcher Appointed 
J. Clarke Wittlake, vice president in 
charge of administration of Business 
Men’s Assurance, Kansas City, has been 
elected secretary of the company’s board 
of directors, according to an announce- 
ment by J. C. Higdon, president. At 
the same time, Mr. Higdon announced 
the election of Charles F. Bellemere, 
C. F. Cockrill and Harry A. Wilcher as 
assistant company. 

Mr. Wittlake, who has been associated 
BMA 1936, served the 
company as an actuarial supervisor, 


secretaries for the 


with since has 
assistant actuary, assistant to the pres- 
ident, and member of the administrative 
committee. He was named vice president 
in charge of administration in 1956. He 
attended Kutgers University and received 
his B.S. degree from the University of 
Nebraska and his M.S, from the State 
University of Iowa. During World War 
II, he had four years military service in 
Pacific theaters as a 


European and 


major of infantry. 





Insured Homeowner 
Mortgages 
Interest Rates per Annum 
One Family Homes | Two Family Homes 





To 19 Yrs. @ 4%4% |To 19 Yrs. @ 51%4% 
To 25 Yrs. @ 5% To 25 Yrs. @ 52% 


Call 
I. ARTHUR YANOFF, General Agent 
202 W. 40th St., New York, N. Y. 
LAckawanna 4-4469 
Eastern Life Insurance Co. of N. Y. 
Home Office: New York, N. Y. 








ene 
ACTUARY 


Fellow or Associate, for medium. 
sized life company in large Metropol. 
tan center. Salary to $15,000 in accord. 
ance with experience and qualifications, 
Age to 35. Our staff knows of this 
advertisement. Write Box 2681, The 
Eastern Underwriter, 93-99 Nassau 


Street, New York 38, N. Y. 

















Mr. Bellemere, who has been named 
assistant secretary, formerly was super- 
visor of individual premium records in 
the BMA accounting department. He 
joined the company in 1929, 

Mr. Cockrill, who joined BMA in 1927, 
has served most recently as supervisor, 
Group administration, for the company 
before being named assistant secretary. 

The third new assistant secretary for 
BMA, Harry Wilcher, previously served 
as supervisor of individual premium 
and commission accounting for the com- 
pany. He has been associated with BMA 
since 1929. 
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Equitable Life 


KEY TO SECURITY 


Long an acknowledged leader, the “Key to Security” 
has established a standard in programming which has 
become the hallmark of the Equitable Life of Iowa. 
The “Key to Security” is designed to help you do 

a better and a sounder job of selling .. . 
interview, selling the needs, selling larger-than-aver- 
age amounts of insurance. Keep your eye on the 
Career Life Underwriter who works the “Key 

to Security” and you'll see —He’s on the 
RIGHT ROAD. 


LIFE INSURANCE COMPANY OF IOWA 


selling the 
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FOUNDED IN 1867 IN DES MOINES 
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General Agent at S. F. 


DONALD B. CARPENTER 


Donald B. Carpenter has been ap- 
pointed a general agent in the San” 
Krancisco Multiple Agencies of General © 
American Life. Mr. Carpenter has been © 
associated for six years with The Trav- | 
elers in San Francisco where he was 
field supervisor, specializing in life in- 
surance training, recruiting and _ field 
work. 4 

A graduate of University of Vermont, | 
he is a lieutenant commander in. the 
U. S. Naval Reserve, is active in the 
Navy League Property Owners Associa- 
tion, is a member of American Legion | 
and a former state vice president. F 

Mr. Carpenter has offices at 46 Kearny | 
Street, San Francisco. He will be asso- 
ciated with General American Life's 
Director of San Francisco Agencies 
John Herrmann. 





R. & R. Tax Handbook 


Published by the Research and Review 
Service of America, Indianapolis, the § 
1959 Tax Handbook provides the ready 
answers to the many questions on Fed- 
eral taxation of life insurance and § 
annuities. All the applicable 1958 tax 7 
law amendments and additions together 7 
with court decisions and Treasury De- ~ 
partment rulings and regulations have | 
been incorporated in this new edition. | 
It was compiled and edited by R. & R's § 
Edwin H. White, JSD., CLU, vice presi- 
dent and director of the advanced under- 
writing service. 

The Tax Handbook is primarily de- 
signed as a “guide” to a quick general 
answer for the busy life underwriter. 
Containing over 225 pages, completely 
indexed, its 5% x 8 inch size can easily 
fit into a coat pocket. 

Order from Research & Review 
ice of America, Inc., 123 West 
Street, Indianapolis 9, Indiana. 
copy, $1.85; 2 to 9 copies, $1.75 each; 
10 to 24 copies, $1.65 each; 25 to 9 
copies, $1.50 each. Larger quantity prices 
on request. 
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Northwestern National 
Sales Increased By 22% 


PRESIDENT PILLSBURY REPORT 





Insurance In Force At Year End Near 
$2 Billion Mark; Assets Increase 
Over $24 Million 
Sales of more than $280,000,000 during 
1958—22% greater than in 1957 which 
in turn was 22% better than 1956— 
are revealed in the 74th annual report 
of Northwestern National Life. The 
report, for many years the earliest 
complete report issued by any major 
life insurance company, was presented 
to the firm’s board of directors January 
22 by President John S. Pillsbury, Jr., 

and promptly released to the public. 

The sales record helped boost N/W 
National’s insurance in force to $1,970,- 
583,696 at the end of the year. At the 
same time, net return on invested assets 
increased by 21 basis points, from 3.67% 
to 3.88%, largest such gaimthe company 
has achieved in a single year. 


Policy Benefits 


The company also paid out a record 
$25,483,532 in policy benefits, about two- 
thirds of which represented living bene- 
fits to policyowners and_ beneficiaries. 
Since its founding, N/W National has 
paid more than $338,000,000 in such 
benefits. 

Of total 1958 sales, individual policies 
accounted for $169,909,954, a gain of 
12% over 1957, and Group insurance 
amounted to $112,274,756, an increase of 
41%, putting combined sales at $281,184, 
710. Assets increased by more than 
$24,000,000 to $341,712,856 and surplus 
funds, including capital, rose to $19,449,- 
364, the report reveals. 

In its investment operations the com- 
pany gave increasing emphasis to com- 
mercial and industrial mortgages during 
the year, and in the field of equities 
shifted emphasis from common stocks to 
convertible debentures and convertible 
preferred stocks. Looking ahead, Mr. 
Pillsbury said in the report that because 
of new and heavier Federal income taxes 
now in prospect for life insurance com- 
panies “it is quite possible that such 
tax changes may force our company 
into a search for tax exempt investments 
such as municipal bonds.” Mr. Pillsbury 
also referred to the tax problem as an 
off-shoot of the more basic problem of 
inflation, the solution of which “must 
inevitably become the over-riding con- 
cern of every thinking American, in- 
cluding everyone who has life insurance, 
social security or personal savings.” 

While acknowledging the government’s 
need for additional tax revenue, he 
declared that “the huge contribution of 
life insurance benefit payments to our 
national prosperity makes it important 
that taxes on life insurance be kept 
within limits which will not unfairly 
penalize this unique form of thrift nor 
discourage the commendable self-suffi- 
ciency of policyholders.” 





Mass. Mutual Appoints 
Fralich in Portland, Me. 


F. Harold Fralich has been appointed 
general agent for Massachusetts Mutual 
Life at Portland, Me., succeeding Cecil 

_Woodbrey, who has asked to be 
relieved of management duties to devote 
full time to life insurance selling and 
servicing his present clients. 

A Phi Beta Kappa graduate of Ohio 
Wesleyan University, Mr. Fralich has 
also studied at the University of Mich- 
gan Law School and the University 
of Iowa. Prior to joining the Dayton 
Agency of Massachusetts Mutual as as- 
Sistant general agent last May, he held 
the Position of branch manager in his 
native Marion, Ohio, for another large 
life insurance company. 

A World War II veteran, he served on 
the Marion City Council from 1951 to 
1957, and held principal offices in the 

Iwanis Club, the Young Republicans 

ub, Community Foundation, Civil Con- 
cert Association, PTA, Boy Scouts and 
the Little League. 


Henry Levine Agency 


Doubles January Volume 

The Henry Levine General Agency, 
New York, more than doubled its volume 
of new paid-for business in January as 
compared to the volume of new business 


written in January of last year, the 
Eastern Life of New York has an- 
nounced. The Levine Agency paid for 
$2,750,000 in new business last month. 





New England Life Names 
Two Brokerage Managers 


New England Life has announced the 
appointment of William W. Brown as 
brokerage manager of the Ernest A. 
Hoffman agency in Salem, Mass., and 
of Bernard P. McParland as brokerage 
manager of the M. Greely Summers, Jr., 
agency in Boston. 

Mr. Brown, a native of Natick, Mass., 
attended the University of Birmingham, 
England, and served with the Fifth 
Armored Division of the U. S. Army 
in Normandy. 

Mr. McParland, who lives in Man- 
chester, Mass., graduated from Harvard 
in 1950. He served with the Marine 
Corps in the Pacific and was wounded 
at Iwo Jima. 








EMIL PANGAL 





Emil Wik . Happy fo Sei You 


AT HIS FINE RESTAURANTS 


23 PARK ROW 213 PEARL STREET 
Near Ann St., N. Y. Near Maiden Lane, N. Y. 
Phone: WOrth 2-2514 Phone: Digby 4-234 


Firm charge accounts welcome; also member 
of Diners and American Express Charge Clubs. 
Private Room for Special Luncheon and Dinner Parties 








MERGER OF INSURANCE UNIONS 


Two Major AFL-CIO Organizations Join 
Together as Insurance Workers Inter- 
national Union; Joint Statement Issued 








Merger of the two major AFL-CIO 
insurance agents unions—The Insurance 
Agents’ International Union and the In- 
surance Workers of America is 
nounced. The new organization will be 
known as the Insurance Workers Inter- 
national Union. 

The joint statement issued by the two 
union presidents, George Russ of the 
IAIU, and William A. Gillen, of the 
IWA, said that final details of the merger 
agreement, culminating negotiations 


an- 


which first began in 1955, would be 
sent for approval to the respective 
general executive boards, following which 
a merger convention will be held late 
in May. 

The merger, according to the state- 
ment, will bring virtually all organized 
insurance employes into the one union, 
which will represent over 35,000 insur- 
ance workers. 

The agreement provides that the inter- 
national president of the new union will 
come from the former AFL union, the 
Insurance Agents’ International and the 
international secretary-treasurer will 
come from the former CIO union, the 
Insurance Workers. In addition, the 
IAIU will name two international vice 
presidents and the IWA three inter- 
national vice presidents. 
















Flexible-Age Retirement 


With Lincoln National's flexible-age retirement plan, the policyholder 
does not set the maturity date when buying the policy; he can wait and 
make his decision much later. Naturally, clients like this feature, and LNL 


agents like to present. it. 


Lincoln National's flexible-age retirement plan is 
another reason for our proud claim that LNL is geared 


to help its fieldmen. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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New Directors Elected THE LEE NASHEM AGENCY | 
i ife HEARD On The WAY “The Major League Agency" — oM 
titi a United %. 
Mutual Benefit Life In Cc 
niled States Life (sul Brat ie Irene Co, | 
Headquarters for rade executi 
Insurance people are expressing indig- Call class Pn My bir M | 
nation over a television show in the Ideas! Ideas! Ideas! 
crime series on The D.A.’s Man last ' Ist Year Cash Values Pre 
Saturday night, February 14, 10:30 to The MacGrath Agency “ mor agen high corly gash values! a. 
Saas T ’ ‘ > eo enge vidends s ear contingent on a 
eck Cakclly Seb MMI the een stress ment of ot least Ya of 2nd your premium, 
gave a w , fals res. ntati l : 
5 Ppl : i ° Y + t 
use of life insurance. The story was HAnover 2-7865 a ee = N 
Ideas! ideas! Ideas! ; 
that a Bowery gin mill operator took out dnp. Sil: da sts Mella sins volt 
insurance on the lives of bums and Gesere! Agent , ) 1958 
drunken sots, paying the premiums and The United States Life Insurance Co. Day 
collecting the insurance as the insured In the City of New York LEE NASHEM AGENCY sale 
drank himself to death. move’ 
Just about everything is false in this 110 East 42nd Street : O 
plot. In the first place no insurance MIDLAND MUTUAL AWARDS Naw York 17, N. Y. ) nar, 
would be obtainable on homeless bums. Philip Fass of Beverly Hills, Califor- the 
he saloon keeper lacks insurance in-  yja, js the winner of the Midland < 
terest. The application for the insurance BS esi so4 ES : ‘ ; oe 
: ws -€ Mutual’s “Man of the Year” trophy, , 
would have to be fraudulent. Then if given to the agent who turns in : ‘i. Midtown Agency Winner of i 
an agent were involved in the trans- jest all-around performance. Recipient i 
action he would have to be crooked to of the * “Birst- Y ie Star” award is nie Union Mutual Agency Award nar, 
sponsor an application of this character. — Black of Columbus. Only 26 years to § 
_ The show of The D. A.’s Man series old, he ranked Number 1 among Mid- et 
is undoubtedly on film so that it can  janders coliolatiag their first contract ee 
be shown again and again. Someone year with the company in 1958. incr 
should give N.B.C.’s studio story writers ~ Ty, determining the winners of bo‘h gral 
lle gear Hane life insurance operations— awards, the company takes into account si 
and ethics. . both new business production and _per- the 
Uncle Francis sistency results. “a t 
GORDON E. CROSBY, JR. i “ 
Bae and 
Election of Gordon E. Crosby, Jr. and to 
sowe 3lair as director f United a > . : 25,7: 
Bowen Blair as directors o Pointe $225 Million in Force in 6 Years of Active Operation. ner 
States Life was announced by Raymond 23 
H. Belknap, president. ey 
Mr. Crosby, who joined United States GENERAL AGENTS WANTED : - 
Life as vice ’ president and director of ° we ° . ae 710 
agencies earlier this year, is a well Over 200% Commissions During First 20 Years ig 
known Seattle life insurance man. Dur- Plus Lifetime Renewals aie 
ing his career in Seattle, Mr. Crosby ; ie 
served as president of several organiza- An HOUNCIN 
tions, including the Seattle Life Under- ” 
writers Association, Seattle Life Man- Our Three Newest Money Making Plans: 
agers Association, Seattle Estate Plan- 1 
ning Council, the Laurelhurst Commun- i FAMILY GROUP ECONOMY PLAN A 
ity Club. On his way East with Presi- Maximum Protection—Lowest Cost. ‘fed 
dent Belknap, Mr, Crosby will visit Father Age 30-$5,000; Mother Age 30-$1,000. Tab! 
= Dale Fredrickson, = psn All Children and New Arrivals—$1,000. All this for one Ne 
pair Cates auinteniient agencies 
in Ls AMaiin bea, Suck Ec. Paestich, LOW PREMIUM OF LESS THAN $6 PER MONTH. west 
inidwest superintendent of agencies in 2. INCREASING PROTECTION PREFERRED MICHAEL J, DENDA re 
Chicago. He will arrive in New York B date 
City on February 25. f WHOLE LIFE b wey 
Mr. Blair was graduated from Yale An Exclusive Contract—Originated by Us. Scroll Honor has been awarded to they siete 
University in 1940 and attended the ‘ New York Midtown Agency of Union ’ 
settee ig Ronn oni “gg oP Sra You'll Hardly Believe It But Here Are Pi cag sigan iy 7 com 
Harvard University School of Busine M 
5 schlsae” _ se scans Mutual Life, Portland, Maine, under jac¢ 
Administration. After _— as a Two Examples of How the Plan Works epee one ges 
+ ite Manager Michael J. Denda. The honor’ as 2 
naval officer in World War he joined : led sai tack: ai nei Qual 
William Blair & Co. svi pte ame a 2 is awarded on a point basis determine) Wl 
partner in 195 Issue Age-30 100 Units Issue Age-40 by 19 standards of excellence, and it is} this 
rv . z f Unio _ 
Initial Initial emblematic of the highest type of Uni if ifyin 
5 a f Annual Annual Mutual agency operation. E 145 
Pilot Life Promotions Premium Premium end Premium Premium end Two members of the agency, Sami qual 
‘- ye announces the promotion $6,764 20 yrs. $1,764 7,558 20 years $2,558 Grossman and Warren H. Goodwin, are) SCH 
of S. Cate, former assistant secretary, 4g . ; nam = cl Deck 1, Clik bs 
ist ssid Wallace Policy Paid- Cash Paid- Cash members of the 1959 } resident s Club;F 4959 
to suaatent vice president and Wallace Death three earned membership in the com: | 
A Caveness and G. L. Stone both to Year Benefit up or Death up or mites J | BASS 
assistant secretary. End Insurance| Loan Benefit Insurance| Loan pany’s Distinguished Service Club, San} pare 
Mr. Tate joined Pilot in 1927 in the 1 105,000 13,900 5,000 105,000 11,100 5,000 Grossman, _ Warren H. \Goodwin, os affec 
actuarial division, moved up to become Julius B. Washell; and one earned mem: 
chief underwriter and in 1948 was named 5 159,800 78,600 31,134 148,200 67,000 33,121 bership im the company *s non-can. club, F rae 
assistant secretary. Mr. Caveness joined 10 228,300 | 156.400 69,387 202.200 133,200 73.110 Joseph Siegel. fi 
the Pilot in 1945 in the agents accounting os s : Z : : : With the assistance of Assistant Man-? oe 
division while Mr. Stone went with the 15 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 ager Joseph P. LoTruglio, Mr. Dendil tre 
company as service representative for 20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 has been responsible for the agency | pe i 
the Group division in 1945. In 1952 : being a winner, either of the Scroll or) tribs 
Mr. Stone was named manager of the Scroll Honor, every year since it was 
Group scholastic accident department. ALL GUARANTEES inaugurated in 1950. Midtown led ie eM 
OPE ne. (a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- company on a combined premium basis) sie 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of and retired both its life and non-can | ee 
° : $5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- quotas. j 
Connecticut General Life anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower Other agencies earning Scroll Honor” 


Managerial Appointments 
Reig managerial appointments in field 
‘oup insurance and Group pension op- 


rations were announced by Connecticut 
Ge neral Life. 

Ben W. Hunter has been named Group 
manager at the Atlanta’ brokerage 
agency. He has been serving as a Group 
service representative in Charlotte, 
N. C. 

John A. Linton is now district Group 


pension supervisor in Boston. Before 
his appointment he served as a Group 
pension representative in Detroit. 
Norman S. Ashworth, formerly a 
Group pension representative in New 
York is now district Group pension 
Pittsburgh. 


supervisor in 








Premium without Evidence of Insurability; 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 


in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, 


(g) Guaranteed Reduced Premium 


If husband is dis- 


PRESIDENT 


















included the Boston Agency, managed 
by James M. Voss, which won the Scroll; 

Bangor Agency, managed by Russell V.) 
Peavey; New York Downtown Agency, 
managed by Arnold Siegel; and Home> 
Office Agency, managed by Fred TP 


g 









Jordan. El 
iden 

Ame 

Conn. VA Company | J 

The Connecticut Variable Annuity ani) a 
Life Insurance Co., with headquarters} |” : 
in Greenwich, has asked the Connecticut Okla 
General Assembly in Hartford for 2§ taaie 
charter. The proposed capital is $400, 1957 
with shares at $10 par. The incorporatots } Se 
are Harold O. Douglas, William J. Herot serv. 





and Everett Fisher. 
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gency” _ Mutual Of New York’s _ Laurence Lee Retires As ] 

co, im 58 Sales At Record Occidental, N. C. Chairman Life Assistant Manager in Newark 

executiy, 4 HAN $962,000,000 Raleigh, N. C.—Laurence F. Lee, has Are you a life insurance salesman who's successful and in the business + 
. fe ’ , i ¥ ; ‘ ; i i usiness to 

“MORE T retired as chairman of Occidental Life stay? Are you ready to try breaking into management, eventually to become 

a ‘ President Dawson Reports Ordinary Vol- © Raleigh after more than thirty years right-hand man for manager of one of our leading agencies in the country? 

oe 4 poe at $801,900,000 Gain of 11%; association with the company and has America's 8th oldest life insurance company has an excellent opportunity in its 

+ on pay. Group Rose 50% been given the title of chairman emeritus. Newark Office for an Assistant Manager to start training and supervising sales- 

premium), WiedL. Tventnsic cbeads ok the cam: men in handling Life, Non-Cancellable, Sickness & Accident, Hospitalization, 

t twol Mutual Of New York issued a record Pay ea : Group and Pension. Salary up to $7,500 plus production bonus. 

is! olume of $962,800,000 of life insurance in Pany has been elected chairman also. Re ; : 

with." 1958 according to a report by Louis W. Mr. Lee will continue active with If you're living in Essex, Bergen or Union Counties, you may be the man 


» Dawson, president. The company’s life 
sales last year represents a 16% increase 
over the 1957 figure of $826,800,000. 
Of the 1958 total, $801 ,900,000 is Ordi- 
© nary life insurance, a gain of 11% over 
* the 1957 Ordinary figure. Group life 
) sales last year amounted to $160,900,000, 
a 50% increase over the 1957 Group life 
business of $107,400,000. 
The average size of the MONY Ordi- 
nary life policy issued last year rose 
+ to $8,847, compared with $7,918 the pre- 
ious year. 
"aietnal Of New York attributes the 
) increase in Ordinary life sales to a pro- 
gram of expansion of its sales opera- 
tions throughout 1958. Last year, MONY 
established nineteen new agencies, and 
> the company now has 142 agency offices 
© in this country and in Canada. 
© MONY’s sales of individual accident 
» and sickness insurance in 1958 also rose 
> to new highs. The company issued 
25,752 individual policies last year, an 
increase of 33% over the 1957 total of 
19,316. Annual premiums from the 1958 
» policies amounted to $2,100,000, a gain of 
22% over the $1,700,000 of the preceed- 
img year. Annual premiums from. sales 
of Group accident and sickness insur- 
ance last year totaled $4,000,000, about 


the same as the previous year. 











1,048 MDRT Applicants 


A total of 1,048 applicants have qual- 
ified for the 1959 Million Dollar Round 
Table through February 17, according 
to Adon N. Smith II, CLU, North- 
* western Mutual Life, Charlotte, N. C., 
' chairman of the Round Table. This 
' figure compares with 1,162 on the same 
» date a year ago. ) 

d to theft Of the 1,048 total, 416 are in the qual- 
' ifying and life repeating category, as 





ESAS 


oe 
hy 








Taian fl 
ie: ~ compared with 428 for the same date 
‘s under) last year. There are 266 life members, 
ie honor’) as against 138 last year at this time. 
rermined| Qualifying and life first-time members 
ind it s) accounted for 176 on February 17 of 
,. | this year and 171 a year ago. The qual- 
f Union ifying-repeating classification numbers 
» 145 as against 231, while the first-time 
‘y, Sam qualifiers account for 45 of the total, 
win, aree. @8_ compared with 194 a year ago. 
2 ‘ he Chairman Smith predicts that the 
s Cu ‘| 1959 total will come close to last year’s 
1¢ com-|) record of 2,987. He explained that ap- 
ib, Sam parently the changes in the rules gov- 
in, anip @ting credit for Term insurance, which 
d'mem-— affected 1958 production for the 1959 
‘n. club, Round Table, will have a stabilizing ef- 
tect on the tremendous growth that the 
1t Man.) Round Table has experienced in the last 
Denki three years. He also said the falling off 
agency), ‘™ many lines of business activity in the 
croll orp early part of 1958 had undoubtedly con- 
+ a tributed to reducing the number of po- 
led thel ‘ential qualifiers. 
n basis) =, Mr. Smith warned of the vital neces- 
on-can.) Sity of getting applications in by the 
March 15 deadline and the desirability 
Honor™ Of getting them in as long as possible 
anaged before that date. 
Scroll; 
ssell V.5 
\genci: | Albert Myers President 
red 1. Seaboard Life of Miami 


Election of Albert B. Myers as pres- 
ident of Seaboard Life Insurance Co. of 
America was announced by Martin D. 
Von Zamft, chairman of the board. Mr. 





ity ant 2 Myers succeeds Wayne Wallace, who 
uarterse. ‘Signed the presidency of Seaboard due 
ecticut™ {© the press of his other interests in 
for af Oklahoma and Mississippi. Mr. Myers 
400,000 is served as first vice president since 
srators 57 





_ Seaboard Life, an old-line legal re- 
serve capital stock company, is licensed 
in Florida and Delaware. 


Heron 









Peninsular Life of Jacksonville, Fla., of 
which he is president. He had _ been 
president of Occidental Life from 1927 
to 1956 when he was made chairman. He 
is a past president of American Life 
Convention and U. S. Chamber of Com- 
merce. 





National of Vt. Appoints 
A. J. Lorenz in St. Louis 


Alois J. Lorenz, CLU, a life insurance 
supervisor and a former assistant pro- 
fessor at St. Louis University, has been 
appointed general agent in St. Louis 
by National Life of Vermont. 

Mr. Lorenz, affiliated for the past 
six years with the St. Louis agency of 
New England Life, succeeds William E. 












this chance is looking for. Send resume stating age, business experience and 
other qualifications to Box 2680, The Eastern Underwriter, 93 Nassau St., New 
York 38. Replies confidential, our employees know of this ad. 























Rench, CLU, who although retiring from 
management duties will continue to be 
associated with the National Life agency. 

A graduate of St. Mary’s College in 
San Antonio, Mr. Lorenz taught mathe- 
matics at South Side, now St. Mary’s, 
High School in St. Louis before enrolling 
in St. Louis University where he re- 
ceived a master’s degree in science in 
1940. Later he headed the mathematics 
department at St. Michael’s College, 
Winooski, Vt., and then rejoined the 
faculty of St. Louis University in 1946. 
He entered the life insurance profession 
in 1953 and three years later received 
the CLU designation. 








you and your agents. 


copy today. 
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One Good Way To Keep 
Good Agents Happy 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “‘borderline’’ cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 
life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 


Superior underwriting, and all our other 
non-competitive services to life companies, 
are outlined in our booklet, “Reinsurance 
Exclusively’’. Why not write for your free 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 








GROUP 








Home Life of N. Y. Names 
Paul C. Colette Manager 


Home Life of New York has an- 
nounced the appointment of Paul C. 
Colette as manager of the New York- 
Colette Agency. The office will be lo- 
cated in downtown New York, in the 


recently completed structure at 100 
Church. Street. 
Mr. Colette joined Home Life in 


1955 as an agent in the White Plains 
branch of the New York-Pratt Agency. 
In 1956 he was named assistant manager 
in charge of the White Plains office, 
and in this capacity he was responsible 
for recruiting, training and administra- 
tion for the branch. 

Donald Munn, retired manager, will 
continue sales activities and service to 
his many brokerage contracts from the 
New York-Colette office. Agents for- 
merly under the direction of Mr. Munn 
will be associated with Mr. Colette. 

A graduate of Fordham University, 
Mr. Colette is a Navy veteran of World 
War II and a member of the Knights 
of Columbus and the Southern New 
York Fish and Game Association. 





Field Advisory Board of 
Ohio National Life Meets 


The field advisory board of Ohio 
National Life, Cincinnati, met recently 
at the company’s home office. The board 
is a group of seven top-ranking general 
agents of the company who meet several 
times a year, coming from all over the 
United States, to discuss and pass on 
suggestions and recommendations that 
have been made to them by members 
of the company’s national sales organi- 
zation. 

The first act of the board was to elect 
C. H. Brittan as chairman of the group 
for a one-year term. Each of the mem- 
bers serves for a_ three-year. per:odl. 
Many of the company’s sales policies 
have originated as a suggestion to this 
committee. 





Woman “Man of the Year” 


Mrs. Zerline L. Williams of the 
Maurice Goldstein Agency, Charleston, 
C., has been named “Man of the 


Year” by Mutual Benefit Life of New- 
ark, In addition she was crowned Mutual 
Benefit’s “Outstanding Woman Agent” 
of 1958. 


MRS. GRAHAM C. WELLS DEAD 

Mrs. Graham C. Wells of Orange, 
N. J., widow of Graham C. Wells, well 
known figure in life insurance and one- 
time general agent in New York of 
Provident Mutual, died February 7. Mrs. 
Wells is survived by a son, Clinton Ayers 
Wells, who is connected with Chemical 
Corn Exchange Bank; a sister, Miss 
Eleanore S. Ayers of East Orange, and 
a granddaughter, Elizabeth B. Wells. 


T. W. BRENNAN, JR., DEAD 

Thomas W. Brennan, Jr., of Jersey 
City, an Equitable Life Assurance So- 
ciety agent and former employe at the 
company’s home office in New York, 
died recently at the age of 35. He began 
his association with the Society in 1949 
and, since September, 1957, had been a 
member of an Equitable agency in Man- 
hattan, now managed by Robert L. 


Wenzlaff, CLU. 
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_ Great-West’s In Force 


Passes $4 Billion Mark 


NEW PRODUCTION RECORDS SET 


Company’s California Agency Heads 
All Branches; Chicago is Second; 
Winnipeg Ranks Third 


Great-West Life. Ansarance, Winnipeg, 

total 1958 sales of life 
annuities at $508,650,000. 
insurance 


has reported 
insurance and 
Individual arid Group life 
amounted to $448,642,000, an increase of 
10% over the previous year. Both indi- 
vidual and Group life insurance figures 
set new records. Annuity sales declined. 
During the year the company’s busi- 
ness in force—total amount of all life 
insurance and annuities owned by policy- 
holders—passed the $4 billion mark and 
at $4,172,000,000 at year end. 
being bought by 
life insurance owners rose during the 
according to Great-West 
1958 results. Average size policy pur- 
chased from the company in 1958 was 
$9,109 compared with $8,022 the previous 
year. In the United States the average 
policy rose to $11,261 against $9,393 in 


stood 
Average size policy 


year, Life’s 


1957; in Canada the average went to 
$7,857 from $7,188 in 1957, 
The company’s California Agency, 


Toso, and Schaefer, Inc., led all 
branches with an annual total of $29,- 
300,000 combined life and health insur- 
ance sales; the Chicago Agency was 
second with $26,600,000; Winnipeg led all 
Canadian branches and ranked third for 
the total company with $22,100,000. 


Leading Producers 


C. F. Steinhofer, a Newark representa- 
tive of Great-West Life, reported indi- 
vidual new business of $2,900,000, and 
led the entire field organization. Other 
leading representatives across the conti- 
nent were: J. N. Olver, Dallas; H. J. 
Harris, CLU, Ottawa, Ontario; WJ. 
Hopwood, CLU, Winnipeg, Manitoba; 
E, E. Russell, Kansas Gitys RC. Frasier, 
CLU, Chicago; O:. di: Solem, Winnipeg, 
Manitoba; F. Carscallen, Cleveland; O. 
W. Dern, Toledo; and Max Seigler, 
Montreal. 


Sayre, 


Aetna Life Seminar 

Nearly 100 leading representatives of 
the Aetna Life attended a four-day sem- 
inar on new developments in business 
life insurance and insurance marketing 
programs at the Statler-Hilton Hotel in 
Hartford recently. Attending were the 
ranking members of the Aetna Life 
Leaders Club, national honorary organi- 
zation of the company’s top producers. 

Senior Vice President Robert B. Cool- 
idge, in welcoming the leaders, an- 
nounced that the llth annual Leaders 
Club seminar next year will be held at 
the Hotel Americana at Miami Beach, 
Fla. 

Senior Vice President John A. Hill 
outlined plans now under consideration 
for turther liberalizations in a number 
of the company’s life, accident and 
health insurance contracts. 

Business sessions were led by Samuel 
L. Zeigen of New York, general agent 
for Provident Mutual Life; Henry 


Cooper, Pittsburgh attorney, and Charles 
McCaffrey, insurance consultant’ and 
lecturer at the Wharton School of the 


University of Pennsylvania. 

Aetna Life’s top four producers dur- 
ing 1958 were installed as officers of the 
Leaders Club at the opening session. 
They are John W. Duling, Nashville, 
president; Harold M. McPheeters, St. 
Louis, vice president; Wetherbee Lam- 
son, CLU, Lowell, Mass., secretary, and 
William M. Steele, CLU, Pittsburgh, 
treasurer. 

Aetna Life representatives who par- 
ticipated in panel discussions were Henry 
A. Kirsch, CLU, Shreveport; Al Bluhm, 


Svea he Frank R. Neuman, Grand 
Rapids; 'W allace E. Ott, San Francisco: 
Sumner Rodman, CLU, Boston; Henry 
J. Roesser, Baltimore, and Mr. Steele. 














































H. J. HEINTZBERGER 
Henry J. Heintzberger has _ been 
elected actuary, and Thomas F. Patchel 


named manager of a newly formed pen- 
sion department for Philadelphia Life, 
Joseph E. Boettner, CLU, president, has 
announced. 

Mr. Heintzberger goes to Philadelphia 
Life after more than 13 years of actuarial 
experience, the last seven spent as a 


Group actuary with American United 
Life. He received an A.B. from De- 
Pauw University, earned an M.S. in 


mathematics from Notre Dame Univer- 
sity, and studied actuarial courses at 
Michigan University. Before entering 
the life insurance industry, Mr. Heintz- 
berger was an instructor in mathematics 
at DePauw University. He is currently 
an associate in the Society of Actuaries. 









1., 2: PATCHEL 


During the Second World War, Mr. 
Heintzberger served as chief engineer 
aboard a destroyer escort on Atlantic 
Convoy duty. 

Mr. Patchel, manager of Philadelphia 
Life’s pension trust department, joins 
the company following a successful five 
years as manager of the pension depart- 
ment of The Prudential’s Philadelphia 
office. Prior to that he was engaged in 
sales promotion for the Smith, Klein and 
French Laboratories, a Philadelphia 
chemical firm. Mr. Patchel is a gradu- 
ate of the University of Pennsylvania’s 
Wharton School, where he majored in 
business and finance. His schooling was 
punctuated, however, by a four year term 
with the Army Air Corps as a navigator. 
During the Korean War he was recalled 
into the Air Force for two more years. 





from 





NEW IN 1959 


A WELL- 


I 


BALANCED COMPANY 


... Executive Special—30 Payment Life 


$20,000 minimum. Especially designed 
for Personal Estate and Business Insur- 


ance Plans. Term Riders may be added. 


Disability Benefits, 


Income. 


both Waiver and 


...- Lower Rates for Women 


3-year set-back in age on four major 


Fidelity minimum amount policies. 





The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 











GENERAL AGENTS and BROKERS 
For Rhode Island 


THE GREAT EASTERN 
LIFE INSURANCE COMPANY 


Providence, Rhode Island 
offers 
Liberal Commissions plus Stock Options 
Wide variety of plans and policies 
The exclusive ‘‘Chartomatic” 
Guaranteed Insurability 


Stock option contracts are now avail- 
able. Call or write to set up your 
arrangement. 


TOM DIESEL 


Director of Agencies 

10 DORRANCE STREET 
Providence 3, R. I. 
Phone: GAspee 1-0005 














W eller Succeeds O’Neill 


For Continental American | 


Continental American Life, Wilming- 
ton, announces a change in management 
of its Syracuse, N. Y. Agency. 
S. O’Neill, manager of the Syracuse 
agency since 1936, 


liam H. Weller has been appointed gen 


: has retired from the © 
active management of that office. Wil- | 








Robert © 











eral agent, and succeeds Mr. O’Neill as 7 


head of the agency. 
Mr. O’Neill has been an outstanding 
life insurance man in Syracuse, 


as well | 


as in Continental American. Always ac- | 


tive in Life Underwriters Association af- 
fairs, he is a member of NALU, member 
and past-president of the Syracuse Life 
Underwriters Association, member and 


past president of the Syracuse General © 


Agents and Managers 


Association, | 


served as regional vice president of the | 


New 
Underwriters, is 


York State Association of Life ~ 
presently a_ national © 


committeeman in his 15th year at this — 


post. 


Mr. O'Neill will remain active in | 


the field of life insurance, associated with © 


Mr. Weller. 


Mr. Weller joins Continental American rs 


with a background of ten years in the / 


field of life insurance, having served 
most recently as agency manager in 
Syracuse for Provident 


es 


SON 


Mutual Life © 


A native of New York State, Mr. Weller © 


attended Clarkson College and Albany 
Business College. Studying for his CLU 
designation, he has passed parts I and 
Il. An eight year qualifier for the Na- 


tional Quality Award, Mr, Weller is § 
active in civic, community, and life in- E 
surance organizations, A member of | 


the Syracuse Life Underwriters Associa- 
tion he is very active in NALU 


S. E. Allison Dead 


S. E. (Ward) Allison, retired vice 
president and actuary of Life of Georgia, 
died recently at Venice, Florida, 
he had resided for several years. He 
had been ill several months. He was 
75 





5: 

Mr. Allison retired from Life of 
Georgia in 1954, climaxing a half century 
of actuarial experience in many parts 
of North and South America. He was 
widely known in the insurance industry 
and was a Fellow of the Society ot 
Actuaries. 

A native of Port Perry, Ontario, Mr. 
Allison’ insurance career began in 1904. 
He became associated with Life of 
Georgia in 1944 as chief actuary, was 
elected vice president and actuary 
1948, 

Previous to his Life of Georgia asso- 
ciation, 
Insurance Department, was for 
years vice president and general man- 
ager of Stonewall Life, Vicksburg, Miss., 
for several years was vice president of 
Pan-American Life at New Orleans. 


Earlier he was four years in the 
actuarial department of Canada Life 
Assurance, four years in the actone 


department of New York Life, and fi 
years was actuary for the Rhode Island 
Insurance Department. 


where | 








he served with the Tennessee — 
three © 
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Consultant for LIAMA General American Life who was chairman of the seminar; and Crown Promotes Marsala 


Frank Vesser, agency division vice pres- ; 4 és 
Holds 1959 Group Seminar ident. Other Group division executives Crown Life has announced the pro- 
who attended are Ray Ely, Group actu- motion of A. J. Marsala to regional 
The 1959 Group seminar for Group ary; oe oe as rigs — vice Group manager. Mr. Marsala will di- 
A ati q te - yres ID > 3-dav c “A 5 
field representatives of General Amer president, who opened the J-day con rect the company’s Group sales and 
ican Life was held recently at the ference; Robert N. Stabler, assistant ; Sie , 
Wagon Wheel Lodge, Rockton, Il]. Group actuary; Myron W. Drummond, Service operations over a wide area 
More than 60 General American Life M™anager, Group underwriting; Edward which includes central Canada, mid- 
Group representatives from all over the H. os gt tte sales besos west and northeastern United States. 
service, anc 1omas Ryan, assistan oF 
nation and home office executives from : ’ ee j 5 speadhie This has been made necessary as a 
St. Louis attended the meeting. These Manager of sales and service. 









result of Crown Life’s continent-wide 






included Frederic M. Peirce, General Highlight of the seminar was a lunch- z ; 1 alge na 
American Life president ; Winburne M. eon when Mr. Peirce honored Group development of their group facilities and 
Paris, Group division vice president, production leaders. rapidly increasing sales. 
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Jilming- © ; 
igement _ RICHARD E. SAUDER 

Robert | 

syracuse | Richard E. Sauder, formerly agency 
~ the | assistant at Connecticut General Life, 





has joined the Life Insurance Agency 
Association as a consultant in the com- 
pany relations division. Announcement 


~_ of his appointment was made by J. Harry 
aye al i Wood, LIAMA’s managing director. 

tion af- | Mr. Sauder is a graduate of Temple 
nember | University where he majored in market- 


se Life) ing. After four years in the Army Air 
er and! Force he worked for Montgomery Ward, 
seneral |) Remington Rand and a Philadelphia 


ciation,| department store in various sales and 
of the managerial capacities. He entered the 
f Life life insurance business in 1950 when he 
ational | joined Connecticut General’s field force 
at this) in Philadelphia. 

tive in é After three years as an agent he be- 


-d with | came an assistant manager in the Balti- 
: more branch office and in 1956 he went 
1erican | to the home office as agency assistant 








in the © jn sales management, handling costs and 

served | over-all business administration. 

ger im | With LIAMA Mr. Sauder will consult 
Life. © with member companies, serve on the 

Weller | faculty of LIAMA Schools in Agency 

\lbany | Management and contribute to LIAMA 

Ae _ publications for agents and managers. 

ie Na- 

ler is : 

fe in- | Manufacturers Life Lowers 

er of @ . ° 

soae El Retirement Annuity Rates 


§ Manufacturers Life of Toronto has 
/ announced substantial rate reductions at 
all ages for its annual premium Guaran- 
teed Retirement Pension plan. This is 
a non-par retirement income annuity, 
written chiefly on a “life, with 10 years 
certain” basis. Other regular optional 
forms of pension are also available. The 





1 
A man who «nows his prospects and the | coverage they need... 















. He ~ retirement date is flexible, extending from 
; was age 55 to age 70 with the limitation that a company with the coverage to fill those needs. 
_ § the contract must be in force 10 years. ; ; 
e of — Examples of the new premiums (male Security Mutual agents certainly have the coverage... complete 
ntury age 45) to give an income of $10 a month : ; ; ; ‘ 
parts a life “Fe 10 years ete ge $186.73 coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 
was retirement at 55); $103.28 (retirement : ; : inj 
ustry | at 60); $63.83 Gvetivement at 65); 94203 Security Mutual agents are equipped to sell this coverage by training 
y ol § (retirement at 70). programs designed to help them do a bigger, better job; and their work is made 
Mr. & easier by dynamic sales aids that sea//y help them sell! 
1904. . ‘ ; F 
> of Manhattan Life Appoints At Security Mutual, we believe the success of our agents is the measure of 
a Homer Hale in Long Beach our achievement as a company. For information on Security Mutual 
4 Appointment of Homer Hale as gen- se i 
isso- | eral agent of Manhattan Life in Long coverage or opportunities . .. write 
sssee | Beach, Cal., has been announced, The 
hree | gency will be known as Homer Hale & 
nan- | Associates. 
Liss, | ely experienced in the life eee a oy 
t of f ance field, Mr. Hale entered the busi- S e C t t } li re | S ae C é C ws 
ness in 1933 with The Prudential. He u i ; m U u f ! il U i i 0 m . 
the later i Metropolitan Life and Se- 
Life curity Benefit Life of which he was a Richard E. Pille, President. Seeutte 
arial general agent. In 1949 he established Harland L. Knight, Agency Vice President. OWL out (Vuiuad 
fie us own organization, Homer Hale & 
and Associates, 80 EXCHANGE STREET, BINGHAMTON, t N. Y. 


He is a Navy veteran of World War ITI. 
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, Staff Promotions at National Life and Accident 
















































Sixteen members of the home office staff of National. Life and Accident of 
Nashville who received promotions recently pose for a photo with President Eldon 


Stevenson, Jr. and Board Chairman, Edwin W. Craig. 


Front row, from left, E. M. Clements, assistant vice president; C. A. Craig II, 
assistant vice president and agency secretary; John H. Tipton, Jr., assistant treas- 
urer; O. Jennings Davis, vice president and secretary; Mr. Stevenson, Mr. Craig, 
G. D. Brooks, financial vice president; E. T. Wilson, treasurer; C. C. Beerman, 
assistant secretary. 

Back row, Walling, Jr., assistant treasurer; Richard T. Fariss, 
assistant comptroller; Harry Joyce, assistant treasurer; E, J. Petree, assistant vice 
president; Melvin T, Harris, assistant secretary; John M. Harwood, Jr., assistant 
J. F. Cravens, assistant treasurer; M. H. Lucy, assistant vice president; 


Clarence D. 


tte reesre~ 


comptroller ; 
and J. F. Handly, assistant vice president. 








NAMED BY AMERICAN UNITED 
t William Calhoon has been assigned as 
staff the 
for American United Life. 


seven years as agent, secretary-comp- 
troller, treasurer and controller. He is 
a graduate of Indiana University with 
a degree in business administration and 
a Navy veteran of World War II and 
the Korean Conflict. 


controller’s office 
Mr. Calhoon 


has been in the life insurance industry 


assistant to 












HOME OFFICE 
TRAINING ASSISTANT 
A_ well-established eastern Life and 
A&H company needs a capable assist- 
ant director of training. 
To qualify you must have proved ordi- 


nary life sales ability as well as 
supervisory experience. Sound knowi- 
edge of selling, prospecting, work 


organization essential. 
Responsibilities—to assist in adminis- 
tration of training program to both 
managers and agents, and the organ- 
ization of regular seminars and classes 
in recruiting, selection and training, 
as well as fundamentals of Life insur- 
ance. 

All replies strictly confidential; all will 
be answered. Write Box 2678, The 
Eastern Underwriter, 93-99 Nassau 
Street, New York 38, New York. 











CLU Luncheon Feb. 25 


Raymond H. Godfrey, president of Fi- 
nancial Planning Corp., will be the 
speaker at the luncheon meeting Feb- 
ruary 25 of the New York Chapter, 
Chartered Life Underwriters, at New 
York University Club, 123 West Forty- 
Third Street. Mr. Godfrey was a life 
insurance producer before he became 
president of Financial Planning Corp. 
in 1955. 





W. R. ROBERTSON MOVES 

William R. Robertson, CLU, general 
agent in Boston for Massachusetts Mu- 
tual Life, has announced that his agency 
has moved to new and expanded quar- 
ters in the Unity Building. 

As an indication of the pace of recent 
business expansion, Mr. Robertson 
pointed out that during 1958, Ordinary 
life insurance deliveries increased 52.8% 
over the previous year to $16,394,277. 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 





———, 





Incorporated 


Insurance Companies 
Established 1945 

220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 





ia, 





HAIGHT, DAVIS & HAIGHT, Ine, 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











No. N. J. Managers Meet 


Harrison A. Williams, U. S. Senator 
from New Jersey, addressed the recent 


meeting of the Northern New Jersey 
General Agents and Managers Association 


at the Suburban Hotel in Summit. The 
dinner held in honor of the agency 
leaders and their wives was attended 
by one hundred leading insurance figures 
in the area. 

John D. Brundage, president, Bankers 
National Life, Montclair, was the dinner 


speaker. 


Vernon Phillips, Newark manager for 


Occidental Life of California, presided 
as president of the local General Agents 
and Managers i t 
arrangements were under the direction 
of J. N. Dieman, Newark manager of 
Aetna Life. 


Association and _ the 





est 





"hat interests... 
YOU? 


Suppose we hired you. What would inter- 
you mostP Money? Assistance? 
Leads? Financing? Prestige? The Feder- 
al Life Insurance Company with a solid 
heritage of high performance behind them 
doesn’t like to boast but their agents and 
managers are kings. 
thing a fieldman can ask for. 


If you would like to join the royal court of Federal 
Life Kings and are willing to build us an agency of 
strong career underwriters in the Life and Accident 


and Health field write: 


EMERY HUFF, Agency Vice President 


FEDERAL LIFE INSURANCE CO. 
6100 N. Cicero Avenue 
Chicago 46, Illinois 


They have every- 
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V. P. and Comptroller of 
Continental Assurance 


JOSEPH W. 


GLYNN 


Joseph W. Glynn elected vice 
president and comptroller of Continental 
Assurance, Chicago, it was announced 
by president Howard C. Reeder, Mr. 
Glynn formerly was assistant vice pres- 
ident and comptroller. 

Mr. Glynn joined Continental Assur- 
ance in 1951 as a member of the admin- 
istrative department with responsibil- 
ities in the areas of personnel and sys- 
tems and procedures. Advancing rapidly 
with the company, he was named assist- 
ant vice president in 1957 and comptroller 
in 1958. He was a prime planner and 
coordinator in Continental Assurance’s 
installation and adaptation of electronic 
data processing equipment. 

Mr. Glynn’s business career began in 
1935 with. the trust department of the 
First National Bank of Chicago. With 
the Air Force. from 1941 to 1945, he 
served in the Middle East doing liaison 
work with Russian forces in the area. 
After military service he entered the 
accounting and insurance fields with 
the Veterans’ Administration Chicago 
regional insurance office. Before joining 
Continental Assurance in 1951 he had 
risen to division chief in charge of the 
three state area of Illinois, Indiana, and 
Wisconsin. 

Well-known throughout the insurance 
industry, Mr. Glynn is a member of the 
Midwest Planning Committee and the 
Automation Committee of the Life 
Office Management Association. 


Was 





Whiting Evans, Amityville, 
Heads Monarch New Agency 


Whiting Evans, one of Monarch Life’s 
hest known general agents in the New 
York area, is now in charge of the com- 
pany’s new branch agency office at 15 
Ireland Place, Amityville, L. I. Asso- 
ciated with. him as members of the 
agency are 11 full-time field representa- 
tives, including several of Monarch’s 
leading producers in this area. 

Formerly a ° medical detailist, Mr. 
Evans started with the Monarch in 1950 
in New York and in the next six years 
he qualified for highest production 
honors. He was the company’s top pro- 
ducer of non-can: H. & A. for several 
years, while in 1953 he ranked No. 1 
in life insurance sales. In 1955 he set 
a new Monarch record for a_ single 

& A. insurance sale. 

In 1957 he was promoted to supervisor 

in charge of a sales unit and established 


an excellent record in all phases of 
Monarch’s’ management training pro- 
gram, 

An ardent fisherman, Mr, Evans’ 


hobby is palmistry, 





Monarch Promotes Frick 


C. Walter Frick has been promoted by 
Monarch Life from field training assist- 
ant in San Diego to general agent in 
Ventura, Cal., where the company re- 
cently opened a new branch agency 
office to provide complete personal, 
property and casualty insurance services 
in Ventura, Santa Barbara and San Luis 
Obispo Counties, 

Mr. Frick has been associated with 
Monarch’s San Diego agency for the 
past five years, first as a leading field 
underwriter and then as a training as- 
sistant engaged in supervisory activity. 

In 1954 and 1955 he was one of the 
company’s top producers of both non- 
cancellable health and accident  insur- 
ance and life insurance, qualifiying not 
only for President’s Club honors but also 
for special recognition as the San Diego 
agency's Number 1 man in all-around 
excellence of performance. 

Entering management training in 1956 
he helped General Agent Louis J. Mu'li- 
gan develop the San Diego agency’s man- 
power and production far beyond their 
previous limits. 

Soon after being promoted to general 
agent, Mr. Frick gained membership in 
Monarch’s 1958 President’s Club on the 
basis of his record of achievement last 
year. 





CASE 


SPECIALISTS 





TOUGH _— Bernarp A. Haas AGENCY 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3963 








Pacific Mutual Life’s 


New Sales Organization 


A new annual sales incentive organiza- 
tion is being inaugurated by Pacific 
Mutual Life within the framework of its 
45-year-old Big Tree Leaders Club. To 
be known as the “Council of Twelve,” 
the group will comprise the top 12 mem- 
bers of the Big Tree Club. Various pres- 
tige recognitions have been established 
by the company for council members, 
and their functions will include meet- 
ings with Pacific Mutual agency execu- 
tives at the company’s annual Top Star 


conferences, for discussion of topics 
important to the field. 

According to Pacific Mutual Vice 
President Ralph J. Walker, the first 


meeting of the Council of Twelve will 
take place at Sun Valley, Idaho, in 
April 1960, when the Top Star Confer- 
ence of 1959 leaders convenes there. 












Lee Vranek 
Branch Manager, DENVER 


Walter H. Mclvor 
Branch Manager, SAN DIEGO 
















John M. Dowd 
Branch Manager, FLINT 


Nathaniel W. Covington, Jr. 
Branch Manager, RICHMOND 








Joseph S. Ellis, C.LU. 
Branch Manager, OKLAHOMA CITY 


A Year of Expansion 


A highlight of Manufacturers Life’s operations during 1958 has been 
the expansion of our agency organization in the United States. New 
Branches were opened in Denver, San Diego, Flint and Oklahoma 
City. Just recently an office was opened in Richmond, Va. which 
brings to 29 the number of Manufacturers Life Branches across the 
nation. Pictured here are the men who will bring to these territories 
the Manufacturers Life tradition of friendly and competent service 
for policyowners and top-flight facilities for brokers. 


A number of new records complete the picture of 1958 as a year 
of outstanding accomplishments. Our new business in this country 
amounted to $137,739,576 representing 32% of the Company’s 
total new business in 1958. Assets of the Company now amount to 
$819,795,409 and the net rate of interest earned was 5.11%. 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


7-59 





General Agent at Phila. 


GEORGE P. GRIGG 


George P. Grigg has been appointed 
general agent for Massachusetts Mutual 
Life at its 121 South Broad Street agen- 


cy, Philadelphia, succeeding Jack H. 
Braunig who resigned. 
Holder of a degree in mechanical 


engineering from Stevens Institute of 
Technology and an MBA degree from 
Harvard Graduate School of Business 
Administration, Mr, Grigg entered the 
life insurance field as an agent in 1952. 
He joined Massachusetts Mutual’s New- 
ark Agency in June, 1957 and completed 
the company’s management training 
course four months later. He is a Navy 
veteran of World War II and member 
of Junior Chamber of Commerce. 





Mass. Companies Appoint 


Training Supervisors 
Appointment of three regional train- 
ing supervisors has been announced by 
Massachusetts Protective Association, 
Inc., and Paul Revere Life of Worcester, 
Mass. 

W. Odell Hawkins has been named 
training supervisor for the companies 
in their southwestern sales region. He 
will make his headquarters in Dallas and 
work under the supervision of John H. 
Freese, superintendent of southwestern 
agencies, An Oklahoma native, Mr. 
Hawkins has been associated with the 
companies since joining their Oklahoma 
City agency in 1953. He has served 
them as supervisor and district manager 
for the agency there. 

Harry E. Spoerndle will serve the 
companies as training supervisor in their 
eastern sales region. He will work under 
superintendent of eastern agencies Paul 
Los Colflesh, with headquarters in Cuya- 
hoga Falls, Ohio. Mr. Spoerndle joined 
the companies in 1956 as a field repre- 
sentative for their Akron agency. He 
was promoted to supervisor of the agen- 
cy there the following year. 

John W. Lewis has also been named 
training supervisor for the companies 
in their southwestern region. He will 
be located in Shreveport, La. A gradu- 
ate of Hamline University, Mr. Lewis 
entered the insurance business eight 
years ago as an agent for Travelers. He 
was later promoted to field supervisor 
and assistant manager of the company’s 
St. Louis office. In 1957 ke was named 
assistant manager for the company at 
Shreveport, 
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State Mutual Names New Officers 


Five new 


office, were elected by Statc 


Ladd Plumley has announced. 


and profit sharing department; 
S. Hammond, 


partment; C. 


manager, 


treasurer; 


Donald R. Lawrenz, 


treasurer. 





JOHN P. BOXSHUS 


manager of State Mutual’s Los Angeles 
Group office, becomes superintendent of 
Group sales with headquarters in Cali- 
fornia. 

Worcester, 
graduated from Clark University in 1949, 
and received an MBA degree from Bos- 
ton University in 1950. He became assist- 


Mr. Boxshus, a native of 





CARL D. VALITON 


manager of State Mutual’s 
mortgage administrative department after 
graduation, was transferred to the office 
of planning and resea:ch as planning 
analyst in 1953, and then was appointed 
and records coordinator in 1954. 
He was named manager of the pension 
and profit sharing department in July, 
1958. A World War II Army veteran, 
he is a member of the Worcester Toast- 
Club in Worcester County 
Mechanics Association. 

Mr. Hammond received a bachelor’s 


ant office 


forms 


officers, four at the home 
Mutual 
Life Assurance of America, President H. 
They in- 
clude John P. Boxshus, manager, pension 
Alfred 
life claim de- 
John McCloughan, assistant 
and Carl D. Valiton, assistant 
former 


degree from Williams College in 1948. 
A World War II Navy veteran, he 
worked for the Worcester YMCA until 
joining an underwriting department at 
State Mutual in 1951. He was promoted 
to senior underwriter in 1953, and made 
manager of the claim department in 
1957. He is a member of the New Eng- 
land Claim Association, and of the 
Worcester Mechanics Association. 

Mr. McCloughan is a cum laude grad- 
uate of Harvard College, 1950. A native 


ALFRED S. HAMMOND 


of North Attleboro, Mass., he was em- 
ployed by the Pennsylvania‘ Railroad 
Treasury Department and the Industrial 
National Bank of Providence as a securi- 
ties analyst for three years before join- 
ing State Mutual. He was employed by 
the company as an investment under- 
writer in the financial division in 1955. 
He is a member of the Boston Society 
of Security Analysts. 

Mr. Valiton graduated from Clark 
University in 1948 and was immediately 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





employed by State Mutual as assistant 
manager, mortgage administrative de- 





C. JOHN McCLOUGHAN 


partment. In 1951 he became a mortgage 
loan supervisor. A veteran of the Air 
Corps during World War II, he is chair- 
man of the Boy Scout Troop Committee 
in Templeton, Mass., and has been active 
on a number of town committee’s affairs. 

Mr. Lawrenz received a BS degree 
from UCLA in 1948. He was emp!oyed 
by the Seaboard Finance Co. following 
graduation, then was a Group supervisor 
for Massachusetts Mutual until 1953. 
In that year he was named Group man- 
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LIFE & CASUALTY COMPANY BELIEVES... * 


‘ “You deserve to own your own business 


* 
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x ... not just rent it!” * 
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Why not investigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 
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standing contracts and policies of All American Life & Casualty Company. 


WRITE: 
Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 
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PARK RIDGE, ILLINOIS 





MR. BUSY BROKER 


TOP LIFE MAN, C.L.U. Will help 
you develop and expand your life 
business on a commission basis. 
Experience includes estate plan- 
ning, business insurance, group and 
pension plans. Write Box 2682, 
The Eastern Underwriter, 93-99 
Nassau Street, New York 38, NY. 











ager of State Mutual’s Los Angeles 
Group office. A Navy veteran during 





DONALD R. LAWRENZ 


World War II, he is a member of the 
Young Republicans Club and the Group 
Managers Association of Los Angeles. 


Great-West Life Names 
V. W. Kelley at San Angelo 


Great-West Life has announced that 
V. W. Kelley, CLU, well-known Texas 
insurance man, has been named manager 
of a newly opened district office at San 
Angelo. The office will be responsible 
for development of Great-West Life’s 
sales operations in San Angelo and sur- 
rounding west Texas territory. 

Mr. Kelley has been in the life insur- 
ance business for the past 13 years, first 
as an agent and latterly as branch man- 
ager. He is a nationally known speaker 
on life insurance matters and noted for 
his leadership in industry associations. 


Increase B. A. & T. Staff 


Bowles, Andrews and Towne, Rich- 
mond, Va., have added to their staff 
William A. Ferguson and MHaeworth 
Robertson, both members of Society of 
Actuaries, and Rudolph M. Lohse. 

A graduate of University of Manitoba 
Mr. Ferguson before joining Bowles, 
Andrews and Towne was manager of 
the pension underwriting department of 
Great-West Life of Winnipeg. Mr. 
Robertson, a Phi Beta Kappa, graduated 
from University of Oklahoma and re- 
ceived his Master’s degree in actuarial 
science at University of Michigan. Mr. 
Lohse received his B.A. degree, summa 
cum laude, from Fordham University. 
He has had extensive experience as a 
consulting actuary. 
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Northwestern Mutual 
Shows Business Gains 


HAD 401% EARNED INTEREST 





President Slichter Reports Insurance In 
Force of $9,336 Billion; Sees Good 
Outlook for ’59 


Northwestern Mutual Life’s operations 
for last year showed gains in all de- 
partments, President Donald C. Slichter 
reported. He said there was a “decided 
upward trend in the last half of the 
year with strong indications that 1959 
will see this upward movement con- 
tinued.” 

Insurance in force reached above $9.336 
billion, up $441 million from 1957. The 
number of policies in force rose to 1,633,- 
264. Size of the average new policy 
issued was $10,148, compared with $9,981 
in 1957. The size of the average policy 
in force rose to $5,716 from the 1957 
figure of $5,494. Sales of policies totaled 
$729.6 million in 1958. 


Dividends and Benefits Paid 


Total assets on December 31 were 
$3.893 billion, a rise of $166 million in the 
year. Funds received were $529.3 million 
—from premiums, investment income, and 
funds left with the company : this com- 
pared with $507.8 million in 1957. 

Benefit payments to policy owners and 
beneficiaries, including dividends, totaled 
$443.86 million, compared with $427.9 mil- 
lion in 1957. 

Operating expenses and taxes came to 
$70.4 million. Required and _ voluntary 
additions to security valuation and policy 
reserves and general safety funds (sur- 
plus) accounted for $14.5 million. 

Included in the total obligations of 
$3.893 billion were $3.087 billion in policy 
and annuity reserves, $35.1 million in 
mandatory security valuation reserve, 
$252.7 million in general safety funds 
(surplus), and $376 million in policy ben- 
efits left with the company for future 
payments. Also included was $82.5 mil- 
lion set aside for 1959 dividends to policy- 
owners for NML’s seventh dividend in- 
crease in seven years. 

During the year, Northwestern Mu- 
tual Life made new investments of 
$351.7 million. This included $191.2 mil- 
lion in mortage loans and investment 
real estate acquisitions; $160.5 million in 
securities and transportation investments. 

New investments brought mortgage and 
real estate investments to 35.5% of the 
total $3.893 billion assets, compared with 
13.1% of assets 10 years ago. 

Gross rate of return on the new 1958 
investments was 5.34%. Net interest 
rates on all investments, trending up- 
ward since the all-time low of 3.01% in 
1947, reached new highs in 1958. The 
return was 4.01% net after payment of 
all investment expenses except Federal 
income tax, compared with 3.90% in 


1957. 





Pacific Mutual Conference 
In Sun Valley, April, 1960 


Sun Valley, Idaho, has been named 
by Pacific Mutual Life as the site of its 
1960 conference for top star members 
of the Big Tree Leaders Club. Accord- 
ing to Ralph J. Walker, Pacific Mutual 
vice president, the meeting will be held 
in April 1960 and requirements for at- 
tendance will be qualification in the Top 
Star Division of the Big Tree Leaders 
Club. Field representatives will have an 
opportunity to qualify for attendance of 
their wives as well as themselves. 





THOMAS D. BLAIR DIES 


Thomas D. Blair, associate manager of 
Equitable Life Assurance  Society’s 
policy issue and service department, died 
recently at the age of 56. He had been 
with the Society for 41 years. 


Mr. Blair had been in policy issue 
and service work since joining The 
Equitable at the age of 15. After ad- 


vancing through a succession of posi- 
he he became associate manager in 
DZ. 


Connecticut Mutual General Agents Honored 





Banjo clock, symbol of Connecticut Mutual Life’s President’s Organization Trophy, 

is held by winning General Agent Robert B. Whittemore of Boston, flanked by 

President Charles J. Zimmerman. The other four winners, all of whom received 

plaques in lieu of the clocks won by their agencies in prior years, are (from left) 

General Agents David B. Fluegelman, New York; Edward B. Bates, Los Angeles; 
DeWitt Johnes, Jr.. Denver, and Paul C. Kaul, Omaha. 


(Continued from Page 3) 
the life insurance salesman. It’s nice to 
know that the economists think the 
outlook is good. What I think is more 
important to us is that there is increas- 
ing public acceptance of the desirability 
of owning adequate life insurance pro- 
tection.” 


Pointing out that the company, 
through its general agents, had set 
optimistic goals for 1958, and then far 


exceeded them, Mr. Zimmerman said “I 
think that something happened to you 


in 1958; that everyone reached out a 
little farther than he normally would 
have, and in so doing he found that he 
could stretch higher than he believed 
he could. I hope that he’s no longer 
going to be satisfied with his normal 
reach, and henceforth will want to be 
more worthy of his full capabilities; that 
all of us will not think of ourselves as 
routine or average, but rather as some- 
thing special, because we, all of us, 
are something special. And if we think 
so, and act so, then 1959 will turn out 
the way we'd like to see it turn out.” 





Maine-Fidelity Meeting 
Maine Fidelity Life, Portland, Me., 
of the first companies to adopt pre- 
contract training for new agents, intro- 
duced the program to a group of general 
agents at a two-day regional meeting 
held recently at the Ambassador Hotel, 
Washington, D. C. The program was 
presented by Leslie A. Higgins, agency 
coordinator, and was attended by: Gen- 
eral Agents, Reuben Young, Philadel- 
phia; Louis Boscia, Pittsburgh; Donald 
W._ Krecker, Harrisbur g; Wallace 
Farnes, Riverdale, Md.; Carter Graley, 
Charleston, W. Va.; Howard Hepinstail, 
Baltimore; Raymond Wright, Danville, 
Va.; Geane Gill, Arlington, Va.; Julian 
Crumpler, Norfolk; and by Donald Pink- 
ham and Ninus Papaz, superintendent of 
agencies from the home office. 


one 


House Passes Tax Bill 


The House on Wednesday passed by 
voice vote the Life Company tax bill 
after defeating, voice vote, a 
motion by Representative Curtis (R.- 
Mo.) to recommit the measure to the 
Ways and Means Committee. 


also by 





HOMESTEADERS LIFE GAIN 

New business of Homesteaders Life 
of Des Moines for January showed an 
increase of 37.8% over January 1958 
George L. Hamlin, superintendent of 
agencies announced, The leading agen- 
cy for the month was the H. Baird 
Whitaker Agency of Denver. Personal 
producer was S. G. Rose of Beverly 
Hills. 
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BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 
INCORPORATED 1891 


Old in tradition and sense of respon- 

sibility—new in our progressive 
approach to the constantly chang- 
ing needs of policyholders. 
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URGENT 


Now more than ever before do we have 
most unusual openings in all fields of in- 


surance. Here are but a few of them: 

Dir. of Agencies—Life $15,000 
H. O. Dir. Sales—A&H 14,500 
Assoc. Life Actuary 70,500 
Attorney—H. O. Ins. Exp. OPEN 
H. ©. Underwriters—tife 9,000 
Asst. to Agcy. Dir. H. O. 7,500 
Admin. Asst. Home Office 7,000 
Actucrial Trainees OPEN 


Contact us in Confidence. 
of course. 
experience. 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phiia. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 


2 May Li A. Mi Mi, Mi, Li, A, Mt, hl, Le, Mr, tn 


No obligation 
20 years of insurance recruiting 








“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
Riangle 5-7362 











St. Louis General Agent 





G. DANA KINSMAN 
G. Dana Kinsman has been named 
general agent for the Massachusetts 
Protective Association, Inc., and the Paul 
Revere Life at St. Louis. He succeeds 
Paul G. Watters who is now affiliated 
with the companies’ Oklahoma City 
agency. 

An Iowa native 
Illinois Wesleyan University, 
man entered the insurance business in 
1952 with State Farm Companies. He 
served them as district manager at Mon- 
roe, La., and, since 1954, as district man- 
ager of their New Orleans sales office. 

Active in fraternal and trade affairs, 
Mr. Kinsman is a Mason, a Shriner, and 
is a member of the Life Underwriters 
Association and the General Agents and 
Managers Association. 


and a graduate of 
Mr. 


Kins- 





LICENSED IN IOWA 

T. H. Neville, 
of Manufacturers Life, has announced 
that the company has been granted a 
license to transact business in the State 
of Iowa. The M: anufacturers Life has 
29 branch offices located in major cities 
in this country and is now licensed in 
30 States, the District of Columbia and 


agency vice president 


in the Territory of Hawaii, 
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FACTORS INFLUENCING 
LIFE INSURANCE COSTS 

With rising in almost 
aspect of the economy, 
that affect the net cost of life insurance 
protection are operating to reduce costs 
premium 


costs every 


the basic factors 


and give of lower 
charges to the policyholder of the future, 
an outlook with one ominous cloud— 


Under legislation pending be- 


promise 


taxation. 
fore Congress life 
income taxes would be increased more 
than fifty percent, would 
have to be passed on to the policyholder. 

The favorable factors tending to reduce 


insurance company 


costs which 


costs of life insurance were recently 
cited by T. S. Burnett, president of 
Pacific Mutual Life. Yields from in- 


increasing, interest rates 
indication of 


vestments are 
are firm and give every 
remaining so for the fore-seeable future. 
Mortality experience is good and several 
factors are at work to make the outlook 
even brighter. Great strides are being 
made in prevention. Dr. Salk’s vaccine 
for polio is an example. The Life Insur- 
ance Medical Research Fund supported 
by contributions from life insurance 
companies sponsors research in heart 
disease and a break-through in this field 
and in cancer is confidently expected by 
Specialists in those areas of the public 
health, 

Perhaps the most 
of cost reduction for company manage- 
ment is the effected in costs 
of operation. Burnett expresses 
it: 

Within the past five years great strides 
have been made in the direction of lower 
costs of operation. In spite of the fact 
that salaries and wages have spiraled in 
recent years the trend has been count- 
ered through the installation of large 
scale electronic data processing systems. 
While the task of conversion is tre- 
mendous, substantial progress is being 
made by most companies. The industry 
probably will not realize the full impact 
of this savings potential for another 
ten years. Not only do these new sys- 
tems eliminate millions of entries in 
manually-kept records, but they may also 
be adapted to policy issue, underwriting, 
actuarial and statistical work. In addi- 
tion to reduction of payroll there will 
be reductions in space requirements, 
furniture and other expenses that are 
a consequence of mere numbers of 
people. 

These favorable developments affecting 
costs of life insurance can be nullified 


satisfactory aspect 


savings 


As Mr. 


by mounting taxation of savings, which 
is what life insurance really is. Adding 
to the costs of life insurance discourages 
this form of saving. Economic prosperity 
and growth depend on savings. The post- 
war period has been one of growing 
money throughout 
the world. The proposal before Congress 
to increase life insurance company in- 
percent 


scarcity of savings 


come taxes by more than fifty 
has broader implications than nullifying 
the good work of management in reduc- 
ing costs in areas that are to some 


extent within its control. 





Lawrence Smith, who has served as 
director of education for the National 
Association of Insurance Agents for 
three years, has been named director of 
research. Under Mr. Smith’s direction 
additional personnel will be added to the 
department and an expanded research 
effort undertaken by the National Asso- 
ciation. A number of new research proj- 
ects are already under way, he said. Mr. 
Smith joined the NAIA New York 
staff in 1955 as administrative assist- 


ant. He was later named director of 
education for NATA. 
x * x 


Emil E. Brill, senior vice president of 
General American Life, has been elected 
chairman of the Charities Committee 
of the Chamber of Commerce of metro- 
politan St. Louis. In this capacity Mr. 
Brill is also an ex-officio member of 
the Chamber’s board of directors. The 
Charities Committee screens all sug- 
gested new capital fund drives, evaluates 
approved charity drives and publishes a 
book on the findings of the committee. 
This book is widely used by St. Louis 
area business and industry as a guide 
in making donations. Mr. Brill is also 
a member of the board of directors of 
the Health and Welfare Council of 
metropolitan St. Louis. He is chairman 
of the North County Hospital Study 
Committee for the welfare organization. 
In addition to these activities he is 
president of the Downtown Kiwanis 
Club. 

*~ * * 


Charles H. Woodhouse, insurance 
manager for the National Supply Co., 
has been appointed assistant treasurer 
and manager of corporate insurance for 
the parent company, Armco Steel Corp. 
He will have his headquarters in Middle- 
town, Ohio. Wade W. Wentzel will suc- 
ceed Mr. Woodhouse at the National 
Supply Co. headquarters in Pittsburgh. 
Mr. Woodhouse joined National Supply 
in 1952, after previous service with Jones 
& Laughlin Steel Corp. and as an inde- 
pendent insurance broker. Mr. Wentzel 
joined National as a planning accountant 
in 1952 


a New York 








JOHN A. MAYER 


John A. Mayer, former president of 
Reliance Life of Pittsburgh and well 
known throughout the life insurance 
business, has been made president 
Mellon National Bank and Trust Co. o 
Pittsburgh, it is announced by Richard 
K. Mellon, chairman of the bank. Mr. 
Mayer joined the Mellon Bank as vice 
president in 1951 being appointed exec- 
utive vice president in 1957. He is a 
director of Armco Steel Corp., Blaw- 
Knox Co,, Duquesne Light Co., Mellon 
National Bank and Trust Co., Westing- 
house Air Brake Co., Hospital Service 
Association of Western Pennsylvania, 
Western Pennsylvania Hospital, and 
Pennsylvania Economy League. He is 
also trustee of University of Pennsyl- 
vania and a member of the executive 
committee of Alleghany Conference on 
Community Development. 





United Press International 


Richard Bello, 13, of Glen Oaks, 
Queens, New York, pictured above with 

rs. Eisenhower, recently visited the 
White House in connection with the 
15th anniversary of the founding of the 
Eye-Bank for Sight Restoration, Inc., 
of New York City. Richard had a 
corneal transplant which was made pos- 
sible through the Eye-Bank and he dis- 
cussed his eyesight with the First Lady. 
Richard is the son of Timothy Ballo, 
a Colonial Life supervisor in the William 
H. Beake Agency, Mineola, Long Island. 


ok * * 


Theo. P. Beasley, president of Repub- 
lic National Life, has been elected vice 
chairman of the Dallas board of trustees 
of George Williams College, Chicago. 
The college specializes in professional 
preparation for leadership in the Y.M.- 

, an organiaztion in which Mr. Beas- 
ley has long been active. 


REESE. H.. HARRIS, JR. 


Reese H. Harris, Jr., executive vice 


president of Hanover Bank, New York 
City, has been elected a director of 
Yorkshire Insurance Co, of New York 


and the Seaboard Fire & Marine, mem- 
ber companies of the America Fore 
Loyalty Group. Mr. Harris has been a 
director of the Niagara Fire of the group 
since December, 1958. Born in La Plume, 
Pa., Mr. Harris attended Phillips Exeter 
Academy and received his A.B. degree 
in political science magna cum laude 
from Princeton University. He _ was 
graduated magna cum laude from the 
Harvard Law School in 1936. Admitted 
to the Connecticut bar in 1937, Mr. Harris 
practiced law in Hartford with Gross, 
Hyde & Williams from 1937 to 1950. 
He joined Connecticut Bank and Trust 
Co, in 1950 as vice president in charge 
of the trust department. He became 
senior vice president of the bank in 
1954 and in 1958 was elected a director. 

In June, 1958, Mr. Harris went with 
the Hanover Bank in New York City as 
executive vice president and a trustee. 
He is a director also of the Connecticut 
General Life. 


* * * 


William F. Crowley has been appointed 
by the American Foreign Insurance 
Association as branch assistant for 
AFIA’s Dallas office. Upon joining 
AFIA in 1957, Mr. Crowley was assigned 
to the association’s New York head 
office brokerage department. He attended 
Sacred Heart College in Pennsylvania 
and the School of Insurance in New 
York, and he served in the U. S. Ma- 
rine Corps. Prior to joining AFTA, Mr. 
Crowley worked for Benedict & Bene- 
dict, New York insurance brokers. 


* * * 


John N. Reid, who recently became 
a member of the law firm of Watters & 
Donovan, New York, is a graduate of 
St. John’s University and the Columbia 
University School of Law. In World 
War II he was a lieutenant in the U. S 
Naval Reserve. Mr. Reid joined Wat- 
ters & Donovan in 1951 after a year’s 
service on the legal staff of National 
Bureau of Casualty Underwriters. A 
member of the New York and Federal 
bars, he belongs to the New York State 
Bar Association and New York County 
Lawyers Association. 


* * * 


Vincent Freund has been elected to the 
board of directors and general secretary 
of the Justus Mulert Insurance Co., in 
Pittsburgh. Before joining the Mulert 
Co. a year ago, Mr. Freund had been 
active in the insurance field for several 
years. 
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Big Merchant Marine Ship 
Replacement Program 


The U. S. Merchant Marine is now 
engaged in a ship replacement program 
that, over a period of years, will cost 
something like $3.5 billion. Ships, like 
other physical things, wear out or be- 
come obsolete and new vessels must take 
their place. 

A short time ago a study was made 
of if economic effects connected with 
the construction of just two ships— 
passenger-cargo liners with a combined 
value of about $50 million. Compara- 
seeks few people will ever see these 
vessels, Yet the study found that not 
only every state but every community 
in the entire country benefited from 
their construction. Raw and _ finished 
materials of almost every conceivable 
kind had to be bought. The money spent 
by the builders through their purchase 
orders flowed out over the whole vast 
continent. One way or another, it found 
its way into the pockets of huge num- 
bers of Americans in the towns, the 
cities, and on the farms. One by one, 
the new merchant ships come down 
the ways and everyone has some kind of 
a stake in them. 


* * * 


Regulating Flood-Plain Development 


A comprehensive study of the prob- 

lem of “Regulating Flood-Plain De- 
velopment” has just been published by 
the Department of Geography of the 
University of Chicago. Francis C. 
Murphy is the author. This volume of 
over 200 pages goes deeply into the 
matter of flood loss reduction, taking 
up current practices in many states, pos- 
sibilities of integrated action, flood in- 
surance and other phases of the ques- 
tion. In his summary of findings in this 
interesting and well documented book 
Mr. Murphy includes the following: 

“Results of the extensive field investi- 
gations of past and present uses made 
of channel-encroachment laws, flood- 
plain zoning provisions, subdivision reg- 
ulations, building codes and other meth- 
ods of flood-plain regulation indicate 
conclusively that as now applied they 
do not halt the continued increase of 
flood losses. The framework of enact- 
ment and environment of operation are 
insufficient to fulfill their publicized and 
appropriate role in the family of flood- 
damage- prevention methods. 

“State laws preventing channel en- 
croachment are in force in only seven 
States. In several of these the criteria 
are so inadequate that regulation is 
sufficient to prevent only the most ob- 
vious channel constrictions, 

“Flood-plain zoning provisions, — al- 
though in force in over 35 localities 
throughout the country, usually attempt 
to restrict Pag ah gg i in only that por- 
tion of the flood plain that is unde- 
veloped. At least 98% of the area in- 
cluded in flood-plain district provisions 
is in this undeveloped state. In addition, 
a considerable number of those commun- 
ities with flood-plain district provisions 





























have designated on their zoning maps 
little or none of their area that has 
already been flooded, thereby having 
little or no actual flood- plain zoning in 
force. In numerous other localities the 
only area zoned is that which is subject 
to frequent flooding. In _no_ instance 
could flood-plain zoning be found in 
areas where the community had the 
benefit of an appreciable degree of pro- 
tection from levees. Those that had 
flood-plain zoning and later received 
flood protection removed their zoning 
restrictions. The restrictions in numer- 
ous other ordinances will be removed as 
soon as the area is supplied with a 
reasonable measure of flood control. 

“Widespread use is made of subdivi- 
sion regulations in restricting develop- 
ment on flood plains. However, the cri- 
teria for designating the area subject 
to flood usually cover only that area 
inundated by floods in the 15 to 35-year- 
frequency range. 

“Practically no instances of building 
codes being used to regulate develop- 
ment could be found, although such use 
has been long advocated. 

“Miscellaneous ordinances have an ex- 
tremely minor role in dealing with this 
problem, and few examples were brought 
to light. 

“Urban renewal has recent but increas- 
ing use in the regulation of existing 
blighted development of areas subject 
to flood. If continued and fostered, it 
promises to be the major technique of 
regulation in readjusting existing de- 
velopment that is subject to flood. It 
deserves every consideration and en- 
couragement. 

“Government acquisition of flood-plain 
land, whether at the city, county, state, 
or Federal level, has had marked suc- 
cess where such a program has been 
undertaken. Where applicable, it is a 
thoroughly satisfactory solution of the 
flood problem. The communities that 
have instituted such a program of acqui- 
sition are enthusiastic about its results, 
in part because many additional benefits 
not previously envisioned are forthcom- 
ing. 

“Flood warning signs have been little 
used and have encountered considerable 
opposition wherever tried. Except in 
specialized cases, flood warning signs 
as a means of flood-plain regulation may 
well be disregarded. 

“Flood insurance, if and when it be- 
comes available, could greatly increase 
flood losses or could be a major factor 
in reducing such losses. Its actual role 
will depend upon (1) how heavily the 
individual is subsidized in obtaining his 
insurance and (2) the extent to which 
other techniques of regulation are in- 
corporated into a Federal flood-insurance 
program. If administrative policies for- 
mulated after the 1956 Federal Flood 
Insurance Act had gone into effect, num- 
erous indications suggested that the pro- 
gram would have aggravated the nation’s 
flood problems. 

“The picture of past accomplishments 
in flood-plain regulation is bleak. How- 
ever, recent increased uses of some tech- 
niques of regulation — mainly zoning, 
urban renewal, and government acqui- 


sitions—enable one to view future ac- 
complishments more optimistically. To 
clarify the desired uses and limitations 
of flood-plain regulation and to stimu- 
late its wider use, the urgent need is for 
organized assistance, This action would 
not only promote fuller and more wide- 
spread use of regulating techniques, but 
it would be apt to prevent the enactment 
or use of unproductive regulatory meas- 
ures. All experience indicates that if 
action is to be speeded up, the Federal 
government will need to take the lead 
and bear the planning costs. The state 
and local governments, however, may be 
expected to participate actively in such 
planning and to develop organizations 
capable of detailed planning and admin- 
itration of regulatory measures. 

“The systematic preparation of flood- 
evaluation reports is basic ‘for ensuing 
action on any method of regulation. The 
lack of a clear understanding of the 
extent of flood hazard is a deterrent to 
planners and legislative bodies. 

“The flood plains of our country will 
continue to be developed. If we seriously 
want to reverse the trend of ever 
increasing uneconomic development and 
its resultant increasing flood losses and 


flood-damage-prevention costs, then a 
greater attempt needs to be made to 
guide this development. This implies 


adequate planning as to the appropriate 
use of the flood-plain land. Accom- 
plishing the desired planning objectives 
will involve fuller and more critical 
use of regulatory measures, integrated 
with other methods of flood-damage re- 


duction.” 
* * * 


Toledo Insurance Men Honor In- 
surance Superintendent Stowell 


Edward A, Stowell, 
Superintendent of Insurance for Ohio, 
was honored at a luncheon Wednes- 
day, February 18, in the Commodore 
Perry Hotel, Toledo. Mr. Stowell, a 
former life insurance agent in Toledo, 
was the guest of the Toledo Chapter 
of the American Society of Chartered 
Life Underwriters. Several hundred 
members of the insurance business in 
Toledo attended this luncheon. 

The principal speaker was the Com- 
missioner of Insurance for Indiana, 
Alden C. Palmer, All members of the 
Toledo Association of Life Underwriters, 
Toledo Association of Insurance Agents, 
Toledo Association of Accident and 
Health Underwriters, Toledo Life Man- 
agers Association, and Toledo Life Agen- 
cy Cashiers Association were invited to 
attend the luncheon. 


newly appointed 


* * * 


Lloyd’s Handling of Financial 
Difficulties of Members 
Lloyd’s of London has long manitained 


that a Lloyd’s insured, with a legitimate 
claim, will not be denied payment by 


virtue of the financial difficulties of any 
member or underwriting syndicate at 


the London insurance organization. How 
this is supported and how members who 
run into financial troubles are treated by 


the Committee of Lloyd’s is outlined 
by Norman Crump, London “Times” 
Sunday city editor, who wrote in a 
recent issue: 


“First and foremost, every member of 
Lloyd’s, whether a ‘working member,’ or 
a ‘name,’ is liable for his commitments 
to his last penny. Next, Lloyd’s has es- 
tablished a Central Fund, which in the 
last resort will make good any claim 
which any particular member of a syndi- 
cate is unable to meet: but it is hardly 
necessary to add that anyone who finds 
himself in this position will cease to be 
a member of Lloyd’s 

“Now, one can fairly draw a distinc- 
tion between a working member, who 
gives the whole of his life to Lloyd’s ; 
and a ‘name,’ who is a man of wealth 
who pledges his fortune and draws his 
underwriting income, but takes no active 
part. 

“At a meeting of members held 
recently it was decided that temporary 
loans at commercial rates of interest 
may be made by Lloyd’s Central Fund 
to those members of a syndicate who 








are actively engaged at Lloyd’s against 
the tax recoveries which their account- 
ants estimate they will receive in 
respect of underwriting losses, subject 
to immediate repayment of the loans 
when the tax refunds are received from 
the Inland Revenue Authorities. No loss 
in respect of these loans will therefore 
fall on the Central Fund of which the 
principal object remains the protection 
of the insuring public. 

“The above excerpt from the Lloyd’s 
Committee’s statement means exactly 
what it says. Working members are to 
receive a loan, not a grant, and so there 
is no question of the Central Fund 
subsidizing them. The loan must be 
repaid when the tax refunds are re- 
ceived, and as it bears interest, the 
Central Fund can regard it as an in- 
vestment. 

“This loan cannot be large enough to 
cover the whole of a working member’s 
losses. He, himself, will have to find 
the balance. And the ‘names’ involved 
will neither be offered nor will desire 
to receive a loan. 

“The Committee has also stated that 
all valid claims against a syndicate will 
be paid in full. So they will. It is to 
be hoped that every member, whether 
‘working,’ or a ‘name,’ will be able to 
do so under the arrangements described, 
if not, the member concerned will cease 
to belong to Lloyd’s.” 


* * * 


Federation of Insurance Counsel 
Meeting in Miami This Week 


The mid-winter officers’ meeting of the 
Federation of Insurance Counsel is being 
held in Miami on February 20-21. Fed- 
eration President George F. Woodliff, 
Jackson, Miss., reports that all members 
of the Federation were invited to the 
meetings in the Americana Hote!. Com- 
mittee reports to the meeting include 
plans for the Federation’s annual con- 
vention next summer. This report will 
be presented by convention co-chair- 
men William A. Gillen, Tampa, Fla., and 
Lowell L. Knipmeyer, Kansas City, Mo. 

In keeping with Federation by-laws, 
Insurance Commissioners atuomatically 
become honorary members during their 
period of office. Newest to become mem- 
bers are: Thomas Thacher, New York; 
Frank Blackford, Michigan; Carl A. 
Hulbert, Utah; John R. Long, Ten- 
nessee; Dean Musser, Oregon; Edward 
A. Stowell, Ohio. 


* * * 


Fire Prevention Should Come on 


Drafting Board 


The professional building magazine 
Architectural Forum charges that many 
structures now being built are “firetrap 
modern” in design. 

The magazine warns that terms like 
“fire-resistant and fire-retardant” have 
promoted the idea that all modern de- 
sign adequately recognizes the hazards 
of fire. This, Forum says, 
ous complacency.” 

The magazine states that many archi- 
tects have been “thoughless about fire.” 
3ut it adds that other parties with equal 
responsibility for human life are just as 
thoughtless, including “some of the most 
dedicated members of the school boards, 


“is danger- 


church vestries and industrial enter- 
prises.” 
Fire protection and prevention “must 


come on the drafting board,” the mag- 
azine holds. Rather than attempt to 
make buildings “fire-proof,” as in the 
past—Forum calls on architects to “de- 
sign for fire safety”. Buildings will still 
be vulnerable to fire, but will be better 
designed for rapid exit and better 
equipped for early fire detection. 

Forum notes that the American Insti- 
tute of Architects Committee on Hu- 
man Safety has studied hundreds of 
fires and has issued four reports, includ- 
ing scores of recommendations to archi- 
tects for improving fire safety in build- 
ings. These cover ventilators, air con- 
ditioning, exits and panic. 
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Great American Group 
Assets at New High 
UNDERWRITING LOSS LOWER 


Premium Writings Reduced Slightly; 
Fire Lines Began to Show a Profit 
After Mid-Year 1957 


Consolidated net income of the Great 
American Insurance Co. in 1958 amounted 
to $2,605,886 as compared with a net loss 
of $1,450,364 in 1957. Premiums written 
of $144,871,192 were $1,641,519 less than 
in 1957 due to the application of under- 


writing refinements and the elimina- 
tion of certain unprofitable production 





ACKERMAN 
Board Chairman 


DANIEL R. 


sources. Net investment income reached 
$10,871,689, an increase of 6%. 

Consolidated capital and surplus funds 
at the end of 1958 amounted to $185,182,- 
789 an increase of $47,411,181. Consoli- 
dated admitted assets for the . Great 
American Group reached an all time 
high of $371,043,724, up about $63,000,000 
in 1957. 

Practically all factors which caused 
adverse experience in recent years con- 
tinued in 1958 with the result that un- 
derwriting operations produced a statu- 
tory loss of $8,219,568. However, this 
was an improvement of $4,823,409 over 
the previous year. That part of the 
underwriting historically classified under 
the general heading of fire li-:es began to 
show a profit about mid-year. Although 
the results for the year developed a 
small underwriting loss, the trend in the 
last six months was encouraging, At the 
close of 1958 book value, per share, of 
Great American stock was $64.55 against 
$48.03 on December 31, 1957. 


Casualty Unprofitable 


Business classified under the general 
heading of casualty lines was responsible 
for practically the entire underwriting 
loss, automobile liability accounting for 
the majority of it. While this class of 


‘business continued to be just as much 


of a problem as it had been for several 
years nevertheless some improvement 
was noted, 

Merger of the Great American Indem- 
nity, Rochester American, Massachu- 


isetts Fire and Marine and Detroit. Fire 


and Marine into the parent Great Ameri- 
can, Insurance Co. became effective 
December 31, 1958. With the accomplish- 
ment of this important step means have 
been provided for achieving economies 


in operations. The American National 
Fire was not merged because the addi- 
tional production facility was desired in 
certain areas. 


Loss Ratios 


On the bases of premiums earned the 
overall loss ratio in 1958 was 65.2%, 
down from 67.8% in 1957. Auto liability 
was 84.7%, down from 93.4%; auto prop- 
erty damage 82.8%, a rise from 75.1%; 
fire was 58.2%, against 54.1%; extended 
coverage 49%, as against 62.1%; hail 
56.2%, against 65.8%; ocean marine 
74.1%, against 98.6%; inland marine 
59.8% against 68.9%; multiple lines 61% 
against 67.1%; auto physical damage 
61.1% against 68.4%; workmen’s com- 
pensation 74.7% against 74.8%; liability 





WILLIAM E. NEWCOMB 


President 


other than auto 61.5% against 65.1%; 
fidelity and surety bonds, 47.6% against 
39.9%: burglary, 60% against 48.8%. 

In the annual report to stockholders 
Board Chairman Daniel R. Ackerman 
and President William E. Newcomb 
state in part: 

“Our statutory underwriting figures 
were influenced unfavorably by substan- 
tial increases in loss reserves made 
during the year, warranted in our judg- 
ment, by the continuing high loss trend 
in the automobile business. We feel it 
is prudent to establish adequate loss re- 
serves to meet rising costs of physical 
damage repairs and. ever increasing 
awards for personal injuries. More than 
half of the total statutory underwriting 
loss is accounted for by these additional 
reserves. Until the motoring public be- 
comes sufficiently aroused to demand 
conformance with the good safety meas- 
ures, adequate law enforcement and 
reasonable awards for personal injuries, 
we can expect a need for maintaining 
substantial reserves to meet this serious 
condition. 


Fire and Allied Lines 


“The decrease in premium income for 
fire and allied lines is largely the result 
of the termination of agencies with un- 
profitable loss ratios, together with the 
continued growth of multiple line or 
package policies which include perils 
formerly insured by separate policies. 
More frequent and larger losses caused 
an increase in our fire loss ratio. The 
estimated total fire loss in the United 
States in 1958 was the highest in history. 
Progress has been made in securing 
needed rate increases. 

“Hurricane, tornado and other storm 


(Continued on Page 32) 


New Jersey Fire 
Rates Are Revised 


REDUCE DWELLING RATES 13% 


Some Boosts Up to 25% in Combined 
Buildings and Contents Rates for 
Classes Other Than Dwellings 


Charles R. Howell, New Jersey Com- 
missioner of Banking and Insurance, 
announced this week that he has ap- 
proved revised fire insurance rates filed 
by the Fire Insurance Rating Organiza- 
tion of New Jersey effective February 17. 
The filing, which has been under study 
by the Commissioner’s staff since Octo- 
ber, 1958, involves downward and up- 
ward rate changes in the brick and 
frame construction classes only. Revised 
term rule discounts identical to those 
in effect in most other states are also 
approved. 

After adjustments to reflect the changes 
in the factors for term 
average reduction of 13% in the dwell- 
ing buildings fire rates will result. This 
is the third reduction in dwelling build- 
ing rates in the last nine years. Prior 
to 1950 the annual brick dwelling rate 
in a Class “A” city was .115 per hundred 
dollars of insurance. The new rate for 
such a dwelling will be .066. This repre- 
sents a total reduction of 426%. A 
similar comparison of the rates for con- 
tents of dwellings shows thas. although 
these rates are now being increased, the 
new annual rate of .128 is 8.6% lower 
than the rate of .14 which was in effect 
prior to 1950. 

Certain increases up to 25% in the 
combined building and contents fire 
rates for those classes other than dwell- 
ing will also result. These increases have 
been necessitated by unfavorable loss 
experience. They can be tempered sub- 
stantially in various instances by elim- 
ination of charges which are developed 
under the rating schedule applicable to 
the risk. 

Term discounts for fire insurance poli- 
cies have been changed from 2.5 to 2.7 
annual premiums for a three-year term 
and from 4 to 44 annual premiums for 
a five-year term. Commissioner Howell 
noted that the revised term rule dis- 
counts have been approved in more than 
90% of the other states during the past 
18 months, 

This is the first major rate adjust- 
ment which has been approved in New 
Jersey since 1955, at which time fire 
rates for all classes were reduced ap- 
proximately 13.5%. Commissioner Howell 
emphasized that, in spite of the severe 
losses which have occurred in recent 
years and of the continued inflationary 
trend in our economy, the new fire in- 
surance rates in New Jersey are still 
about 54%4% lower than the rates in 
effect prior to 1950. 


insurance, an 





INSURANCE POST DANCE 


Insurance Post No. 1081, American 
Legion, will hold its 26th annual dance 
this evening, February 20, at the Park 
Sheraton Hotel in New York City. 





St. Louis Tornado Loss 


Estimated at $8,000,000 


The National Board of Fire Under- 
writers says that a temporary super- 
visory office has been set up here by 
the capital stock insurance business to 
facilitate the adjustment of losses re- 
sulting from the tornado of February 
10. It is located at 919-21 Pierce Build- 
ing, St. Louis. B. B. L. Carden, general 
adjuster for the National Board, heads 
the office staff. 

On the basis of current surveys, it 
is ee that there will be a mini- 
mum of 15,000 claims, with the aggregate 
dollar loss now estimated to be in excess 
of $8 million. Other estimates, including 
losses under auto, inland marine, acci- 
dent and health and life policies, boost 


(Continued on Page 25) 





Spring field-Monarch 
Gains Made in 1958 


ASSETS AND SURPLUS HIGHER | 


Underwriting Results for Property Risks 
Better, Casualty Unsatisfactory; 

Monarch Life Experience 

and tenth 


The one hundred annual 


report of Springfield Fire and Marine 
Insurance Co. covering 1958 and includ- 
ing the fifty-seventh annual report of 
Monarch Life was mailed to stockholders 


S. DWIGHT PARKER 


on February 13. 
report of the two companies which com- 
bined as of July 1, 1958, showed earn- 
ings for the year of $4,614,120 before 
taxes and earnings of $1.92 per share of 
Springfield common stock after taxes 


and provision for the dividends on the | 


preferred stock. 


The report states that “with a strong 





The first consolidated 





stock on alae and improved underwrit- | 


ing results, the assets of the combined 
companies increased $24,303,264 during 
the year to a new high of $222,864,403. 
And of greater significance as an indica- 
tion of the companies’ financial strength, 
there was an increase in the consolidated 
capital and surplus 


account in the | 


amount of $14,745,653 during the year to | 


reach an all-time high of $78,053,171.” 

Springfield President S. Dwight Par- 
ker reported that underwriting results 
for property insurance showed improve- 
ments while certain casualty lines, espe- 
cially automobile insurance, continue un- 
satisfactory. The property and casualty 
underwriting loss in 1958 was reduced 
to $1,035,824 as compared with $5,347,- 
179 in 1957. The loss and loss adjust- 
ment expense ratio to earned premiums 
was 59.3% in 1958 compared to 644% 
in 1957, while the expense ratio to writ- 
ten premiums was 43.8% in 
44.1% in 1957. 
insurance premiums increased 


imately $500,000 to a total of $58,952,440. 
Monarch Life Report 


President Frank S,. Vanderbrouk of 
Monarch reported that assets increased 
from $77,520,136 in 1957 to $87, 856,341 in 


1958. Health and accident premiums in- 7 


creased over $2 million in 1958 to reach 
a new high of $22,601,720, while total 
premium income, including life insurance, 
was $32,672,610. ‘The health and accident 
claim ratio to earned 
53.2% in 1958, down slightly from 53.3% 
in 1957. While the main sales drive in 
1958 was directed to health and accident 
production, life insurance in force in- 
creased from $444,729,097 at year end of 
1957 to $494,430,196 as of December 31, 
1958, and early in January Monarch 
pi issed the half billion dollar mark of life 
insurance in force, 

The report states that “plans are being 


(Continued ‘on’ Page 32) 
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Auto Underwriters 
Club 35 Years Old 


ANNIVERSARY LUNCHEON HELD 





Stocker Honorary Chairman; Kerr and 
Carlin Speakers; Haley President; 
Roome Original President 
The Automobile Underwriters Club of 
New York held a special luncheon meet- 
ing February 10, at the Drug & Chemical 
Club to mark the 35th anniversary of 

the founding of the club. 

Howard Stocker, retired deputy U. S. 
manager of the Northern Assurance, 
acted as honorary chairman, and intro- 
duced Gilbert Kerr, retired vice presi- 
dent of the America Fore Loyalty Group, 
who gave interesting and humorous side- 
lights on the problems of 35 years ago 
and of the present day. Art Carlin of 
the Royal continued the theme of the 
meeting, and added some humorous defi- 
nitions of well-known insurance terms. 


First Meeting in 1924 


Several charter members who were 
unable to be present sent congratulations 
to the membership. The club held its 
first meeting on January 25, 1924. There 
were 30 members in attendance. Many 
of those present at that first meeting 
rose to top-executive positions in their 
respective companies. 

The original officers of the club were: 
president, A. B. Roome, Westchester; 
vice president, W. F. Beyer, Home In- 
surance Co.; secretary, Mr. Stocker; 
treasurer, G. A. Bernard, Newark In- 
surance Co. 

The following members attended the first meet- 
ing 35 years ago: : ; 

T. Bennett, Commercial Union; G. Bernard, 
Newark; W. F. Beyer, Home; S. A, Blomquist, 
Boston; E. A. Drews, Great American; G. B. 
Falvey, North British; O. F. Gant, Norwich 
Union Fire; . T. Guinan, Maryland Motor 
Car; Charles W. Gunn, North America; A. E. 
Heacock, Globe & Rutgers; G. L. Kerr, Fire- 
man’s Fund; F. Law, Springfield; Chas. 
Link, Aetna; P. L. Louis, Queen; J. G. Macon- 
ochy, Niagara Fire; J. S. McGurk, Liverpool 
& London & Globe. 

Also Walter Meiss, London Assurance; A. A. 
Muller, Eagle, Star & British Dominions; L. H. 
F, Peck, Providence Washington; E, Peterson, 
London & Scottish; George Reaney, Automobile; 
J. N. Reid, New York Underwriters’ Agency; 
T. L. Rettie, Royal Exchange; R. J. Rice, Jr., 
Royal; Roome, Westchester Fire; F. E. 
Sammons, Hanover; N. Schmidt, American; 
W. W. Smith, London & Lancashire; H. C. 
Stocker, Northern Assurance; Leo Williams, 
Automobile. r 

Present officers of the club are: pres- 
ident, Frank G. Haley, America Fore 
Loyalty Group; vice president, Agar: 
McHaffie, Home; secretary, John L. 
Guggolz, Phoenix-London Group; treas- 
urer, Walter Brakstad, North British 
& Mercantile. 





NAIA ACQUISITION MEETING 





Committes Cites Comm. Gravey of Ga. 
Who Will Approve No Rate Filing 
Putting Ceiling on Commissions 
The acquisition cost committee of the 
National Association of Insurance Agents 
met recently in New York with members 
of the NAIA executive committee. John 
P. Wilson, Jr., Mobile, Ala., chairman, 
said the meeting was held to review and 
discuss developments. He pointed out 
that one of the highlights of the con- 
ference was a report on the subject by 

NAIA Actuary J. J. Smick. 

Mr. Wilson said one of the bright spots 
noted was the latest demonstration of 
the forward thinking of the Insurance 
Commissioners on the subject of rate 
filings. He said a letter from Georgia 
Insurance Commissioner Zack D. Gravey 
exemplified this thinking. : 

In Mr. Gravey’s letter to the Georgia 
Association of Insurance Agents, which 
a in the Georgia Bulletin, he 
said: 

“After carefully considering what your 
representatives had to say regarding the 
matter of agent’s commissions proposed 
or indicated in rate filings presently in 
my office, I wish to assure you that I 
will approve no filing that purports to 
fix agent’s commissions. 

“T, again, reiterate that the Insurance 
Commissioner has no control over agent’s 
commissions since that is a contractual 
matter between the individual agent and 





Home Insurance Companies’ Annual 


- Report Covers Wide Range of Facts 


The Home Insurance Company’s 106th 
annual report to stockholders, covering 
operations in 1958, is a most attractive 
as well as information packed document. 
The essential facts of 1958, as stated by 
President Kenneth E. Black, showing 
consolidated assets of $575,008,189 for 
the Home and Home Indemnity, and 
policyholders’ surplus of $275,327,257, 
were published in these columns _ last 
week. 

In a more detailed analysis of premium 


assets show the Home Insurance Co. and 
Home Indemnity having, on a consoli- 
dated basis, $233,313,672, or 40.58% of 
assets invested in bonds. These include 
U. S. Government, public housing, state, 
county, municipal, foreign government, 
public utility industrial and miscellaneous 
bonds. 

In the common stock field investments 
total $255,510,276, or 44.43%. These in- 
clude railroad, public utlity, bank, in- 
dustrial and miscellaneous stocks. In 











income and losses in 1958 the annual preferred stocks the investment is §$8,- 
report presents the following: 137,025, or 1.42%. The balance of assets 
Losses and Incurred Loss 
Home Insurance Co. Premiums Premiums Loss Expenses and Loss 
Written Earned Incurred Expense Ratio 
Bear Co cleerittictaistetiet ale vik ah dine wie ewe S bis $ 87,239,481 $ 90,402,424 $ 52,461,443 58.0% 
Extended Coverage .....2.cicccascee 31,115,538 30,591,702 14,069,574 46.0 
rer eee rere 18,578,792 19,178,039 11,570,757 60.3 
Automobile Physical Damage .......... 16,607,695 18,126,937 11,505,068 63.5 
ee a ae ae a 9,246,646 9,302,271 5,732,412 61.6 
MCC CATINNRIE Be eis cbc chs wa ita Caleit-ore let aitte 4,379,230 4,379,230 2,419,464 55.2 
NF, ee ee 13,165,706 9,581,789 5,524,153 57.7 
MISUOIRNOONIG: Gy s.< 41.4 .0's celrieis od tote tee 6,372,770 5,855,580 3,336,908 57.0 
NEMS Zoek orale etwins plarore $i katavere $186,705,858 $187,417,972 $106,619,779 56.9% 
Home Indemnity Co. 
FE EN rr Retr See arte $26,814,810 $25,883,162 $21,564,468 83.3% 
MPO AINA D 0s on 610 0.4.0 515:00. 6:99 5,917,286 5,702,718 3,989,680 70.0 
Workmen’s Compensation .......... 5,412,763 5,338,241 3,863,123 72.4 
Ginaes and BUrgery: cscs ceacicccvess 2,180,755 2,212,639 1,183,832 53.5 
Fidelity and Sarety occ <cweraeas t90 1,731,577 1,697,955 548,354 32.3 
BEISCENSREOMIS. »\.. Sic.tie sine sce aise cen Pea 1,849,658 1,798,102 885,061 49.2 
WORE os cineewewaticn bess a's. hme nen $43,906,849 $42,632,817 $32,034,518 75.1% 


Charts and tables present in easy to 
read fashion the growth of income, con- 
solidated assets and surplus to policy- 
holders of the last decade. 

There are several photographs of the 
conference held in New York City for 
the first national sales program, at which 
time the well known Thico Plan for 
premium payments was launched. 

Another chapter is devoted to “Auto- 
mating the Future” and the Home report 


states: 
“Since the close of World War II, 
the science of electronics has revolu- 


tionized our way of life. Through auto- 
matic controls and information-handling 
systems that cut from months to minutes 
the processing vast quantities of paper 
work, electronics has been applied to 
achieve new economies and efficiency. 

“Long cognizant of the large and grow- 
ing amount of routine and repet tive work 
encountered in our busines, The Home 
has gradually adopted the most modern 
equipment of this type to assist in col- 
lecting and processing data, in the sav- 
ing of space by replacing conventional 
machines, in freeing clerical help for 
more creative activity, and in the ad- 
vantage of doing several jobs simul- 
taneously. 

“In 1958 The Home considerably en- 
hanced this program by installing Inter- 
national Business Machines’ ‘705’ one 
of the most efficient processing and com- 
puting machines available. The use of 
this facility will assure faster, more 
accurate billing to our producer family 
while providing better service to Hom: 
policyholders. It will also make research, 
rate and control data more promptly 
available, and eventually result in con- 


siderable economy in the company’s 
operations.” 
Tables devoted to classification of 





his companies. I will not approve any 
rate filing that puts a floor or a ceiling 
on agent’s commissions insofar as I am 
able to ascertain such intent or purpose. 

“In the public interest, on the oth r 
hand, I will approve whatever rates 
appear to be equitable and that meet 
the requirements of the laws of the 
State of Georgia in that they be ade- 
quate, reasonable and not unfairly dis- 
criminatory.” 

Attending the meeting from Mr. Wil- 
son’s Committee were Robert E. Battles, 
Los Angeles; H. H. Nelson, Council 
Bluffs, Iowa; Arthur Schwah, Staten 
Island, N. Y., and Joseph H. Bandy, 
Nashville, Tenn 





is divided between cash, receivables, real 
estate and other admitted assets. 
Directors of Companies 

The strong boards of directors of the 
Home and Home Indemnity consist of 
the following leaders in insurance and 
other fields: 

Home: Lewis L. Clarke, banker; 
Harold V. Smith, chairman of the board; 
Robert W. Dowling, president, City In- 
vesting Co.; George Gund, president, 
Cleveland Trust Co.; Harold H. Helm, 
chairman of board, Chemical Corn Ex- 
change Bank; Charles A. Loughin, vice 


president and general counsel; Ivan 
Escott, Montclair, N. J.; Percy C. 


Madeira, Jr., Philadelphia, Pa.; Champion 
McDowell Davis, retired president. At- 
lantic Coast Line Railroad Co.; Henry 
C. Brunie, president, Empire Trust Co.; 
Harbin K. Park, chairman of board, First 
National Bank of Columbus, Ga. 

Also Thomas J. Ross, senior partner, 
Ivy Lee and T. J. Ross; Henry C. Von 
Elm, honorary chairman, Manufacturers 
Trust; John M. Franklin, president, 
United States Lines Co.; Lou R. Cran- 
dall, chairman of board, George A. 
Fuller Co.; Kenneth E. Black, president; 
Leonard Peterson, Maplewood, N. J.; 
Herbert A. Payne, vice president and 
secretary; J. Edward Meyer. president, 
Cord Meyer Development Co.; Arthur 
C. Babson, vice president, Babson’s Re- 
norts, Inc.; Robert G. Goelet, real estate; 
Walter F. Pease, Shearman & Sterling 
& Wright; Emil Schram, chairman of 
board, Butler Brothers. 

Home Indemnity: Mr. Black, presi- 
dent; Lewis L. Clarke, banker; Mr. 
Escott; John Glendening, vice president 
and secretary; L. Vaughan Grady, vice 
president and secretary; Felix Harerett, 
vice president and secretary; Mr. Helm: 
Arthur F, Herman, vice president and 
secretary; Mr. Loughin; Mr. Payne; 
Mr. Peterson; Mr. Smith, and Mortimer 
E. Sprague, vice president. 





St. Louis Losses 


(Continued from Page 24) 


the total to over $15,000,000. 

All losses, including allied lines and 
multiple peril policies, for which the 
National Board normally collects sta- 
tistics, will be cleared through this office. 
Automobile losses, Mr. Carden stated, 
would be cleared through regular com- 
pany channels. 

Mr. Carden pointed out that immedi- 
ately after the tornado struck, the Na- 


National of Hartford 
Shows Gains for 1958 


BIG INCREASE .IN NET INCOME 





Net Premiums Declined Due to Casualty 
Business Being Dropped; Under- 
writing Profit of $1,136,883 





President E. H. Forkel reports con- 
tinuing improvement in the operations 
of the National of Hartford Companies 
during 1958. The companies, National 
Fire and Transcontinental, show con- 





Moffett Studio 
E. H. FORKEL 


solidated net income from operations 
amounting to $5,173,481, or $10.35 per 
share, compared to $2,050,920, or $4.10 
per share, in 1957, Underwriting results 
improved materially and a_ statutory 
underwriting gain of $1,136,883 was re- 
corded as compared to an underwriting 
loss in 1957 of $1,968,164. 

Net premiums written by the companies 
were $55,076,026, or $2,991,692. less than 
in 1957. This decrease in writings is 
more than accounted for by the casualty 
classes which the companies ceased writ- 
ing during 1957. Premiums carned de- 
creased from $69,884,379 to $56,392,185. 
This large decrease is brought about by 
the substantial release of funds from 
unearned premium reserves in 1957, 
caused by the large amount of casualty 
business expiring in that year, whereas 
this factor was reduced in 1958. 

Losses and loss adjustment expenses 
incurred on all lines decreased to 54% 
of earned premiums compared to 64.2% 


in 1957. The combined underwriting 
losses and expenses amounted to 98% 
of earned premiums, a decrease from 


102.8% for the previous year 

Net earnings from investments, exclu- 
sive of capital gains and losses, amounted 
to $4,036,598, or slightly hieher than in 
1957 when earnings were $4,019,084. 

Total admitted assets of the National 
of Hartford Companies on a consolidated 
basis increased $9,686,141 and amounted 
to $144,379,412 as of December 31, 1938. 
Policyholders’ surplus increased from 
$47,742,480 at the end of 1957 to $65,525,- 
919 at the end of 1958. 





Mariners Hear Rauter 

The New York Mariner’s Club on 
February 18, at the Antler’s Restaurant, 
New York City had as their guest 
speaker Clarence R. Rauter, assistant 
manager of Multi-Peril Insurance Con- 
ference. He discussed the late develop- 
ments in the mu'tiple peril field with 
emphasis on residential insurance pro- 
gramming, 





tional Board put into operation its 
catastrophe loss adjustment procedure, 
the fundamental purpose of which it to 
achieve orderly adjustment of losses and 
dissemination of information helpful to 
the public in protecting and preserving 
property. 
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INA Opens New Washington Office 


insurance Co. of North America Com- 
panies formally opened their new Wash- 
ington, D. C. service office at 2133 Wis- 
consin Avenue, N.W., with a reception 
recently. More than 300 agents, Govern- 
ment officials and foreign dignitaries 
joined INA officers and service office 
personnel in observing the occasion. 

Among prominent guests were Major 


Gen. Melvin J. Maas, USMC (Ret.), 
chairman of President Eisenhower’s 
Committee for the Physically Handi- 
capped, who attended as _ President 
Eisenhower’s personal representative; 
Victor O. Shinnerer, president of the 


Board of Trade; A. L. 
Kirkpatrick, manager of the insurance 
department of the U. S. Chamber of 
Commerce; Jerome Sachs of the foreign 
insurance ‘staff of the Department of 
Commerce, and Stuart T. DeBell, chair- 
man of the board of county supervisors 
of Fairfax County, Virginia. 
Distinguished foreign guests included 
Sir Leslie Munro, Ambassador from 
New Zealand; Dr. L. C. W. Soutendijk, 
financial counselor of the Netherlands 
Embassy; Dudley Williams, second sec- 


Washington 


retary of the British Embassy; Air 
Vice Marshall Hely, representing the 
Australian Ambassador, and A. M. 


Grobler, representing the South African 
Embassy. 

INA officials from Philadelphia who 
attended the opening were: John A. 
Diemand, president, Insurance Co. of 
North America Companies, and Herbert 
P, Stellwagen and Edmund L. Zalinski, 
executive vice presidents, respectively, 
of Indemnity Insurance Co. of North 
America and Life Insurance Co. of 
North America. 

INA’s Washington, D. C. service of- 
fice, which was previously located in 
the Woodward Building, is managed by 
Moylan E. Smith for Insurance Co. of 
North America and Indemnity Insurance 
Co. of North America and by Donald 





St. Paul Plans New 
Home Office Building 


President A. B. Jackson of the St. 
Paul Fire and Marine announces plans 
for a new home office building to be 
constructed on the present site starting 
early this year, at a cost of over six 
million dollars. The steel, glass, marble 
and aluminum building, scheduled for 
completion by 1961, will run a full block 
on Washington, between West Fifth and 
West Sixth Streets, and will contain 
escalators instead of elevators. The 
front entrance will be in the center of 
the Washington side, facing the Federal 


_ Courts Building. 


When completed, the fire and marine’s 
home office operation will have 411,602 
square feet of space, an increase of 45% 
over what is available for that operation 
now, or 127,414 square feet more. The 
fire and marine company now owns the 
entire block in which its home office is 
located as a result of extending its hold- 
ings in recent years by buying up ad- 
jacent property. 





Luehring General Manager 
Western Adjustment Co. 


Walter R. L uehring has been appointed 
general manager of Western Adjustment 
and Inspection Co. at Chicago. He will 
succeed Ben M. Butler, when the latter 
assumes his responsibilities as president 
of the General Adjustment Bureau, New 
York, in May. 

Mr. Luehring began his career with 
Western at Chicago in 1934. He was 
subsequently transferred to Fond du Lac, 
Wis. and later to Peoria, Ill. He was 
assigned to Galesburg, Ill. as manager 
in 1947 and in 1951 became general ad- 
juster at the Chicago head office. Sub- 
sequently, he was named executive super- 
visor and in 1956 named assistant general 
manager. 


E. Beggs, Jr., for Life Insurance Co. 
of North America. 

The new office is a modern two-story 
brick building with ground floor, and 
features a terra cotta sun screen across 
the front. Completely air-conditioned, 
the building contains more than 18,000 
square feet of office space. INA occu- 
pies the entire first floor and a portion 
of the second floor. The remainder of 
the second floor and the entire ground 
floor will be leased to other tenants. 


Gerber of Illinois on 


Flood Cover Committee 


Director Joseph S. Gerber of the 
Illinois Department of Insurance has 
received notice of his appointment by 
Governor LeRoy Collins of Florida, 
president of the Council of State Gov- 
ernments, to the council’s Committee 
on Flood Insurance. The purpose of 
the committee is to cooperate with the 
Federal government and all other agen- 
cies interested in the control of floods 
and to find ways to protect property 
owners from flood losses, which in many 


instances are non-insurable. 
Other members of the committee are: 


Governor Luther H. Hodges, North 
Carolina, chairman; John A, Anderson, 
Jr., attorney general, Kansas; Harvey 
O. Banks, director of Department of 
Water Resources, California; State 
Senator Floyd R. Gibson, Missouri: 
William L. McGill, state coordinator of 
civil defense, Texas; Director F. Pit- 


kin, Bureau of Community Seicapnel 
Dep: irtment of Commerce, Pennsylvania; 
Robert Y,. Thornton, attorney general, 
Oregon, and State Senator John J, 
Wackerman, chairman, Water Conserya- 
tion Board, Vermont. 
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BOTH are maintained at the high- 
est standard to assure prompt deliv- 
ery of premium quality printing. 
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Assets of Company $27,045,694 and 
Surplus $9,595,694; Indemnity Co. 
Assets Are $21,525,618 
The 111th annual meeting of the Ohio 
Farmers Insurance Co. was held in Le- 
Roy, Ohio, on February 10-11. George 
S. Valentine, vice president and man- 
ager, and Vance Hines, assistant vice 
president and assistant manager of the 
Eastern department Philadelphia, and his 
field force were present; also Dana L. 
Jones, vice president and manager and 
LeRoy Hanson, assistant secretary, of 
the Pacific Coast department, Los 
Angeles; Beau Selman, president, and 
Harry Blackburn of Selman & Co., gen- 
eral agents, Tulsa; J. Boyd Hill, presi- 
dent of the Jas. B. Hill & Co., general 
agents, St. Louis, and approximately 350) 

local agents were present. 

The 12th Annual School of Insurance, 
under direction of Art Dannecker, adver- 
tising and sales promotion manager, was 
held February 10. The program was 
devoted to “An Inside Look at the New 
Homeowners.” 

The surplus of the Ohio Farmers as 
of December 31, 1958, was $9,595,694 in- 
cluding a voluntary general reserve of 
$3,378,212. Total admitted assets were 
$27,054,694. 

Combined capital and surplus of the 
Ohio Farmers Indemnity as of December 
31, was $4,305,205, and admitted assets 
$21,525,618. 

The 68th annual meeting of the Ohio 
Farmers agents’ association was pre- 
sided over by Lawrence Johnson, 
Circleville, Ohio, president of the as- 
sociation. New officers were elected as 
follows : 

President, Howard Hewit, Youngs- 
town, Ohio, vice president, Frank Copley, 
Sandusky; secretary and treasurer, C. 
D. Palmer, Columbus; executive com- 
mittee, Roy Donnelly, Marietta, chair- 
man; Verl Littman, Greenville; Hank 
DuPont, Canton; Don Strofer, Celina. 





Lynch, Meade 25 Years 
With Hartford Group 


Two staff members of the New York 
department of the Hartford Fire Group 
mark their 25th anniversaries with the 
company this week. Arthur V. Lynch, 
attorney of record for the metropolitan 
New York area, joined the Hartford 
Accident and Indemnity on February 
21, 1934. Special Agent Walter S. Meade 
of the Brooklyn office became associated 
with Hartford Fire February 19, 1934. 

Mr. Lynch was graduated from Ford- 
ham University and received his law 
degree from St. John’s University 
School of Law. He is a member of the 
New York State Bar and has been ad- 
mitted to the United States District 
Court and the U. S. Supreme Court. 
Author of the 1958 Survey of New York 
Insurance Law, Mr. Lynch is a lecturer 
at St. John’s University School of Law, 
Brooklyn College and for the American 
Hospital Association. He served as 
mayor in 1956 and 1957 of Greenwood 
Lake, Orange County, N. Y. where he 
maintains a home. His wife, Elizabeth 
T. Lynch, is a practicing attorney in 
Greenwood Lake. 

Mr. Meade was educated at St. John’s 
University. He is a member of the 
board of governors of the Federal Grand 
lurors Association, a member of the 
Kings County Grand Jurors Association, 
Casualty and Surety Club of New York 
and a former member of the Lions Club. 





RAMSDEN JOINS AMERICAN 
Edward W. Ramsden has joined the 
American Insurance Group’s Portland, 
re, branch office as a special agent. 
A graduate of the University of Wash- 
ington, Mr. Ramsden started in the 
Msurance business with the Central 
Insurance Agency of Seattle in 1950. 
€ is secretary-treasurer of the Oregon 
CPCU Chapter, a member of the Ore- 
gon Fire Underwriters Association, and 
the Blue Goose. 


NFPA Plans for Meeting 
In June at Atlantic City 


Plans for the 63rd annual meeting of 
the National Fire Protection Association 
are being developed. The convention will 
be held at the Hotels Dennis and_ Shel- 
burne at Atlantic City, N. J. beginning 
Monday, June 1 and continuing through 
Friday, June 5. It is anticipated that 
the program will follow the pattern_of 
recent NFPA conventions with the Fire 
Marshal’s Section meeting on Monday 
and general sessions throughout each of 
the following days. The Electrical Sec- 
tion will meet on Tuesday afternoon 


Grubbs New Nebraska 


Insurance Director 
William E. Grubbs, 32, has been ap- 
pointed Nebraska Insurance Director, 
succeeding John N. Binning, who had 
been in office 18 months. The latter re- 
turns to law practice at Lincoln. Mr. 
Grubbs is a graduate of the University 
of Colorado and was vice president of 
the Scottsbluff city council. 





and the Society of Fire Protection En- 
gineers is expected to meet also in an 
afternoon session, the day not yet es- 
tablished. 


Cardillo State Agent 
Phoenix London Group 


Phoenix of London Group announces 
appointment of Ralph C. Cardillo as 
state agent for eastern New York. He 
will be under supervision of William 
Streets, manager of the group’s Albany 
service office. A resident of Clifton, 
N. J., and a graduate of Hobart College, 
Geneva, N. Y., Mr. Cardillo has had 
extensive underwriting and field experi- 
ence in New Jersey with General Acci- 
dent and American of Newark Group 
as well as the Phoenix. 





YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Streneth, Service, Dependability 


America fore 


Loyalty Group) 





THE CONTINENTAL INSURANCE COMPANY..... onene teceaes eooeees Est. 1853 
FIDELITY-PHENIX FIRE INSURANCE COMPANY................ ....- Est. 1853 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J............... Est. 1855 
NIAGARA FIRE INSURANCE COMPANY...........ccseceeceecceceees Est. 1850 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 
NATIONAL-BEN FRANKLIN INSURANCE COMPANY...............++- Est. 1866 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............ Est. 1909 
THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y....Est. 1874 
MILWAUKEE INSURANCE COMPANY.............. a ee oobenedds Est. 1852 
ROYAL GENERAL INSURANCE COMPANY OF CANADA........ .. +. Est. 1906 
THE YORKSHIRE INSURANCE COMPANY OF NEW YORK.......... Est. 1926 


SEABOARD FIRE & MARINE INSURANCE COMPANY...............Est. 1929 





















N. J. AGENTS’ PROGRAM 


Forcier, Bashi, ** ‘Dr. Reinhold, 
Others Listed as Speakers for 
Mid Year Meeting March 9-10 

Valmore H. Forcier of : 
member of the National Association of 

Insurance Agents’ executive committee, 


heads the list of speakers for the New 
Jersey AIA’s 66th mid year meeting, 
set for March 8-10 at Asbury Park, 
y. J. Mr. Forcier will discuss general 
activities of the National Association— 
and the 1959 national advertising pro- 
gram. 

In addition to Mr. Forcier, the pro- 
gram includes Richard Layton, of “Rough 
Notes,” who will talk on “Agency Man- 
agement,” and Dr. Herbert E. Reinhold, 


an authority on the medical viewpoint 
of traffic safety. 

Business sessions will include the mid- 
term reports from President Milton H. 
Grannatt, Trenton, and State National 
Director Roy H. MacBean, Cranford. 
Two panels are oer on one on life 
insurance, with Ira Weisbart, Jersey 


City, as moderator, Re the other on the 
unusual aspects of common policies, 
with James L. Ryan, Paterson, pre- 
siding. Mr. Weisbart is chairman of the 
executive committee and Mr. Ryan is 
serving his first term as a member of 
the executive committee. 


first business 
after noon, 


The 


Monday 


session opens on 
with the second 


session on the following morning. The 
traditional dinner-dance will be ‘held 
Monday evening. The executive com- 


mittee will meet on the preceding Sun- 
day afternoon, 


Tooker and Morell 
Acquire Riehle & Co. 


A controlling interest in the John M. 
Riehle & Co., Inc., one of the oldest 
firms in the insurance brokerage field, 
has been acquired by its president, 
Joseph D. Tooker, Jr., and Gaspar J. 
Morell. Mr. Tooker, head of the com- 
pany since 1950, said that Mr. Morell 
firm associate for 10 year, would assume 
the vice presidency. 

The company, founded in 1896, will 
continue operations under the same 
name at its present offices, 41 East 42nd 
Street, New York City. 


Harry G. Ellis Dies 


Harry G. Ellis, well known and popu- 
lar secretary of the Fulton Fire Agency, 
Inc., of Brooklyn, died suddenly of a 
heart attack February 17 at his home 
in Richmond Hills, Long Island. He was 
about 62 years of age. Long prominent 
in Brooklyn production circles he was a 
past president of the Brooklyn Insur- 
ance Brokers Association, Brooklyn In- 








surance Agents Association and Insur- 
ance Square Club of New York. President 
of the agency is Alex Goldberger, one of 


the top figures in and 


brokerage circles. 


3rooklyn agency 


and 


Connecticut, 


BRADLEY EXCELSIOR V.P. 


Well Known Agent of Ann Arbor, 
Mich.; Other Directors Re-elected and 
Officers Continued in Office 
Russell A, Bradley of Ann Arbor, 
Mich., was elected v:ce president of the 
Excelsior Insurance Co. of New York at 
the annual meetings of stockholders and 
directors held at the home office in 
Syracuse, N. Y. Head of a large insur- 
ance agency in Ann Arbcr, Mr. Bradley 
is one of the best known agents in 
Michigan, having served as president of 
the Michiean Asscciation of Insurance 
Agents. He is a graduate of the Univer- 
sity of Michigan and started this insur- 
ance business in 1638. An _ Excelsior 
director since 1953, he served as chair- 
man of the company’s planning com- 
mittee several years. As the new vice 
president of the company, he fills the 
vacancy left by Lynn J. Bickelhaupt of 
Saratoga Springs, N. Y., who died last 
August. 
The 
had expired 


following directors whose terms 
were re-elected for three 
years: Frank H. Hawk, Peoria, IIl.; C. 
Mark McLaughlin, Rome. N. Y.; Claude 
D. Minor, Richmond, Va.; John C. 
Stott, Norwich, N. Y.: Edward L. Tor- 
bert, Syracuse, and Guy T. Warfield, 
Baltimore. Albert W. Kette, for many 
years head of an insurance agency in 
Marion, Ohio, retired from the board 
after serving since 1940. 


Others re-elected were Mr. Stott, 
chairman of the board; Harry God- 
shall, Atlantic City, chairman of execu- 
tive committee; Mr. Torbert, chairman 
of finance committee; Forrest H. Wit- 
meyer, president; Alfred C. Sinn, Clif- 


ton, N, J., executive vice president; C. 
Mark McLaughlin, Rome, N. Y., vice 
president; Donald P. Littlefield, vice 
president; Robert E. Miller, treasurer: 
Mildred T. Linn, secretary; J. Paul 
Pizor, assistant secretary; and Laura 
K. Morse, assistant treasurer. 





Rockefeller Gets Bill 
On Cooperative Agents 


The New York Legislature has passed 


and sent to Governor Nelson Rocke- 
feller the Condon bill to amend Section 
110 of the Insurance Law to provide 


that agents or representatives of domes- 
tic cooperative fire insurers appoint on 
or after June 1, 1959. and not licensed 
as regular agents, will have to take 
personal written examinations on fire 
and extended coverage insurance. Those 
passing will receive certificates permit- 
ting them to write these lines only. 
There are about 110 cooperative com- 
panies in New York State which write 
fire and extended coverage only and 
heretofore examinations were not re- 
quired as prerequisite to licensing. This 
hill was sponsored bv the New York 
State Association of Insurance Agents. 


A. J. Clarke, Inc., Winner 
In First Jaffe Contest 


A. J. Clarke, Inc., is the first winner 
in the series of golden anniversary con- 
tests being held each month in 1959 by 
Jaffe Agency, Inc., New York City in- 
surance underwriters. The prize, as an- 
nounced by Alfred I. Jaffe, vice presi- 
dent of the agency, is a three-day w eek- 
end for two at any resort of the winner’s 
choosing, plus 50 silver dollars. 

The judge for the January contests 
was Walter J. Christensen, executive 
vice president of the Firemen’s of 
Newark. Mr. Christensen selected not 
only the major winner, but also seven 
additional winners of the Jaffe “Lucky 
50th Policy” contest. They are Irving 
Dansker, Herman Goodman & Co., 
Hirschhorn & Schiff, Inc. Edward 
Taeger, Lippin Brokerage Co. Jack 
Schlossberg and Trey Brokerage Ca. 
each of whom receive a golden bag of 
50 silver dollars. To show appreciation 


to Mr. Christensen for offic‘ating in the 
drawing, Jaffe Agencv has donated $50 
to the Clara Maas Memorial Hospital 


of which he is a trustee. 

The contests are open 
and winners are. selected 
from eligible new fire lines. 


to all brokers 
each month 





Binghamton, N. Y. Honors 
Local Agent John Russell 


John F. Russell, secretary of the 
Couper- Ackerman- Sam- ‘son, Inc., agen- 
cy of Binghamton. N. Y.. ond president 
of the Broome County Association of 
Insurance Agents, was picked as Bing- 
hamton’s “Outstanding Young Man of 
1958” at a dinner on February 11, 

A native of Tremont, Pa., where he 
was born on February 15. 1929, Mr. 
Russell went to Binghamton in 1931 with 
his family. A graduete of the Bingham- 
ton Central High School in 1946 he 
served in the Armed Forces in Germany 
in 1951 and 1952. He entered insurance 
with the Security Mutual Life in 1950 
and went with the Conner-Ackermon- 
Sampson, Inc., agency in December, 1953. 

Among the many activities of Mr. 
Russell are the following: 

Participation in Broome County United 
Fund Campaign, Fall of 1958 chairman 
“B” Division: trevsurer, Community 
Ambassador Project; director, Broome 
County Chapter Americzn Red Cross; 
member, Youth Activities Committee 
YMCA: sergeant-at-arms and past pres- 
ident Binehamton Optimist Club; mem- 
ber of Elks Lodge and co-chairman of 
scholarship committee ; member and past 
officer of Binghamton Junior Chamber 
of jen re member Binghamton 
Chamber of Commerce: vice president 
Hamilton Collese Alumni Association of 
Southern New York: director and corre- 
spondine secretary of local chapter Na- 
tional Office Management Association. 


Mackey, Trice, Trigg 
Advanced by Davenport 


Davenport Insurance Corp., well known 
agency of Richmond, Va.. has elected 
G, Wilmer Mackey and J. Norvell Trice 
as vice president. Mr. Mackey. formerly 
secretary, has been with the firm since 
1946. Mr Trice joined Davenport in 
1941 and has been treasurer for about 
five years. 


Landon W. 


Trigg, formerly assistant 


secretary, was named _ secretary-treas- 
urer. He was recently named Rich- 
mond’s “Young Man of the Year for 
1958.” 
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Couper Named Trustee 
Of Hamilton College 


Richard W. Couper of Binghamton, 


N. Y., has been elected an alumnus 
trustee of Hamilton College to serve 
for a six-year term. He was one of 


two trustees elected by the alumni body 
of the college. Mr, Couper is treasurer 
of — Couper- Ackerman- Sampson, Inc, 
long-time Binghamton insurance agency. 

Prior to his election as a trustee, 
Mr. Couper had served on the alumni 
council of the college and had _ served 
as chairman of the alumni fund drive. 
He has been active for a number of 
years in various community enterprises 
in the southern New York area, par- 
ticularly the Broome County United 
Fund and its member agencies, He is 
the son of Edgar W. Couper, vice chan- 
cellor of the Board of Regents of the 
State of New York, a former trustee of 
Hamilton College and presently presi- 
dent of the First-City National Bank 
of Binghamton. 





QUEENS CO. AGENTS MEET 

George A. Kramer, Jr., regional vice 
president of the New York State Asso- 
ciation of Insurance Agents, addressed 
the meeting of the Insurance Agents 
Association of Queens County at Antun’s 
Restaurant. Queens Village, N. Y., on 
February 19. 
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Brown to Succeed Clark as Western 
Manager of the Loyalty Companies 


Vice President Herbert A. Clark, 
veteran manager of Loyalty companies’ 
Western department, is retiring April 1 
after 54 years’ service in the insurance 
industry, 34 of. which have been with 
the Loyalty companies. Vice President 
Lloyd W. Brown will succeed Mr. Clark 


as manager of Loyalty’s Western de- 





HERBERT A. CLARK 


partment at Chicago. The Loyalty com- 
panies are members of the America Fore 
Loyalty Group. 

Mr. Clark was born on a farm near 
Chelsea, Mich., was graduated from Ann 
Arbor, Mich., High School and attended 
the University of Michigan. He entered 
insurance in 1905 in the loss department 
of the Germania Fire, later known as 
the National Liberty. He advanced 
through various positions and in 1913 
Was appointed general adjuster. He was 
promoted to assistant manager of the 
Western department in 1917 and man- 
ager in 1921. He was elected a director 
and vice president of National Liberty 
in 1924 and transferred to the home 
office in New York in 1925. 

He resigned his position with the 

National Liberty in 1925 to join the 
Loyalty companies as manager of the 
group’s Western department in Chicago. 
In any he was appointed vice president 
and a director of the Firemen’s, Com- 
daeiciol: Metropolitan Casualty and Mil- 
waukee Insurance Co. of the group. 
_ Mr. Clark has been active in various 
insurance organizations. He is a trustee 
of the Underwriters Laboratories and a 
committee member of the National Auto- 
mobile Theft Bureau and the Marine 
Office of America. Because of his forth- 
coming retirement Mr. Clark recently 
resigned as chairman of the board of the 
Underwriters Adjusting Co., and _ presi- 
dent of the Cook County Loss Adjust- 
ment Bureau, Underwriters Grain Asso- 
ciation and the Underwriters Salvage 
Co. of Chicago. 

He is a past president of the Oil In- 
surance Association, was chairman of the 
Western regional committee of the Fac- 
tory Insurance Association and was vice 
president and chairman of the executive 
committee of the Uniform Printing & 
Supply Co. He was chairman of the 
managing committee of the Mountain 
States Inspection Bureau, served as a 
member of the governing committee of 
the Western Underwriters Association, 
and also as a committee member of the 
Chicago Fire Insurance Patrol. He has 
been vice chairman of the executive 
committee of the Western Actuarial 
Bureau, and a mémber of the Western 


regional committee of the National 
Automobile Underwriters Associat.on. 
He is a member of the Union League 
and the Lake Shore clubs of Chicago. 
Lloyd W. Brown 

3orn in Decatur, Ill., Lloyd W. Brown 
was graduated from the Lawrenceville 
School, Lawrenceville, N. J., and at- 
tended the University of Illinois. From 





BROWN 


ELOYD W. 
1919 to 1921 Mr. Brown was with a 
Dallas, Tex., real estate firm, and in 
1921 became a solicitor in a Decatur, 
Ill., agency. In 1923 he joined the Na- 
tional Liberty as a special agent, be- 
coming state agent in Illinois in 1924. 

He became associated with the Loyalty 
companies in 1927 as state agent in Il- 
linois. He was appointed an assistant 
secretary in the Western department in 
1931, a secretary in 1935 and a second 
vice president in 1936. He was appointed 
a_vice president of the Loyalty compa- 
nies in 1958. 

During World War I Mr. Brown 
served in the aviation section of the 
United States Army. He is a member 
of the Union League Club of Chicago. 
He is a past most loyal gander and a 
member of the Illinois Pond of Blue 
Goose. 


ADJUSTMENT BUREAU CHANGES 


Schwab N. Y. Territorial Mgr.; Williams 
Albany Branch Megr.; Eblin, Patten, 
Kannair Territorial Managers 
Irving A. Schwab has been appointed 
territorial manager and Vaughn R. Wil- 
liams named to succeed him as branch 
manager of the Albany, N. Y., office 
of the General Adjustment Bureau. Mr. 


Schwab joined the bureau in April, 
1926, and served in the Altoona, Pa., 
and Albany offices until 1950 when he 


was made branch manager of the John- 
town, N. Y., office. In April, 1954, he 
was appointed branch manager at Al- 
bany. 

Mr. Williams, who was educated in 
Minnesota, joined the bureau in Janu- 
ary, 1947, after having spent five years 
in the U. S. Army as an instructor at 
Fort Monmouth. For several years he 
has been senior adjuster at Albany. Mr. 
Schwab will make his headquarters at 
the Albany office and will ‘have super- 


vision of the entire State of New York 
with the exception of New York City 
and Long Island. 

C. Allen Eblin, territorial manager 
with headquarters at Pittsburgh, will 
have supervision of Pennsylvania, West 


Maryland, including the 


Virginia, and 
Columbia and the Falls 


D ‘strict vs 


Church, Va. office. A. W. Patten, terri- 
torial manager with headquarters in 
the Eastern departmental office, New 
York be will have supervision of 
New York City, Long Island, New 
ae and Delaware. 


J. Kannair, territorial manager with 
he: aa iarters at Bosto mn, will have super- 
vision of. the New England States. 


N. Y. Agents Seeking 
Rehearing on Allstate 


Herbert S. Brewer of Lockport, pres- 
ident of the New York State Association 
of Insurance Agents, writing in the 
“Forum,” the monthly association news- 
letter, has informed members of action 
taken by the directors to instruct coun- 
sel to ask for a rehearing of the recent 
Allstate commercial fire deviation. 

“In January, Allstate got a deviation 
for fire-and extended coverage of 15% 
for commercial and public building rates 
from the New York Insurance Depart- 


ment,” Mr. Brewer writes. “Allstate 
is a member of New York State Fire 
Insurance Rating Organization. Under 


law they cannot be denied membership. 
“At the last meeting of your state 
association directors it was unanimously 


passed that our counselor at law, Joseph 
Danahy, be requested to ask immed- 
iately for a rehe: ring of the Allstate 


deviation filing. I have today been in- 
formed by Mr. Danahy that he has 
been trying to set a date with the Super- 
intendent for a conference and that he 
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as now. 


But when the business you bring to the 
Jaffe office is properly homogenized, 
with the cream and milk in reasonable 
proportion, you'll find it much easier 


to place occasional difficult risks. 
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The cats that 
lick the cream 


Cats prefer cream to skim milk — and 
it’s no secret that’s what underwriters 
prefer, especially in tight markets, such 
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is thoroughly familiar with the minutes 
of the hearings and ready to proceed 
as soon as a date is set. 


General F. & M. Names 
Costello State Agent 


Appointment of George V. Costello of 
Woodbury, N. J., as state agent, southern 
New Jersey, for General Fire And Cas- 
ualty Co. is announced. Mr. Costello 
has been a field representative for sev- 
eral firms in the south Jersey area for 
15 years. General's Philadelphia office 
will be his headquarters. 








No. America Figures 


(Continued from Page 1) 
$52,991,000, causing an underwriting loss 
of $1,990,000 on a statutory basis. 

Consolidated statutory underwriting 
loss for the two companies was $1,809,000. 

Loss Ratio 

The loss ratio of Insurance Co, of 
North America, figured on the basis of 
losses incurred to premiums earned, was 
57.95%. Its expense ratio, based on ex- 
penses incurred to premiums written, 
was 38.7%, for a combined loss and 
expense ratio of 96.7%. Indemnity had 
a loss ratio of 63.5% and an expense 
ratio of 35.7%, for a combined total of 
99.2%. 

Consolidated loss and expense ratios 
(calculated as above) for the two INA 
companies were 60.4% and 37.4% for a 
total of 97.8%. 

Mr. Diemand said that much of In- 
demnity’s loss could be laid to automobile 
insurance, which he called ‘ ‘the problem 
child of the casualty business.” He noted 
that in 1958 Indemnity was assigned sub- 
standard business, (through the Assigned 
Risk Plan) involving premiums of over 
$2,000,000, which produced an_under- 
writing loss in excess of $1,000,000. 

“The sad fact is that hundreds of 
thousands of unfit motorists are allowed 
to continue on the highway merely 
because they have secured insurance 
under state compulsion,” Mr. Diemand 
said. 

Life Insurance Gains 

Life Insurance Co. of North America 
set a mnew-company industry record 
during 1958, its first full year of oper- 
ation, with $54, 660,000 of paid Ordinary 
Life ‘volume and Group Life volume of 
$65,088,376. On December 31 the total 
in-force life volume for both Ordinary 
and Group business was _ $139,981,000, 
placing the company well on its way to 
one billion dollars of life insurance in 
force within ten years. On the basis 
of the new Ordinary business placed 
in force during 1958, Life of North 
America ranked among the top 10% of 
life insurance companies in the United 
States. 

The life company’s cash income for the 
year was $3,109,153, of which $2,640,159 
represents premium income. Total 
assets of Life Insurance Co. of North 
America on December 31, 1958 were 
$12,132,000, against which there were 
total liabilities of $2,237,000, leaving capi- 
tal and surplus at $9,395,000, 
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Valuation For Insurance Purpose 


Held Basic For Proper Coverage 


Valuation work provides the corner- 
stone and foundation as well as the 
means to successful operation of a prop- 
erty insurance program, Vice President 
W. M. Young of the American Appraisal 
Co., told the New York Chapter of the 
American Society of Insurance Manage- 
He stated that the value 
of property at the time of loss is the 


ment recently. 


ultimate requirement for effectiveness of 
insurance coverage. 

“A loss may occur at any time—im- 
mediately after the policy has been 
issued, or many years thereafter,” Mr. 
Young pointed out. “It may also be 
a partial or complete loss. If the former, 
the buyer is faced with a dual require- 
ment—one, to furnish a proof of loss of 
the property destroyed, and _ secondly, 
and particularly where coinsurance is in 
effect, a complete statement of value on 
the entire property in a verification of 
the adequacy or inadequacy of the 
amount of coverage. In the rarer cases 
of a complete loss, the requirement is 
somewhat simplified as the insurance 
record of the property and its value can 
serve both as a coverage check and as 
proot of loss. In either case, accurate, 
supportable valuation data are essential.” 


Actual Cash Value 


Mr. Young stressed that definition of 
the term “actual cash value,” as the 
term of value used in reference to prop- 
erty value generally in all standard fire 
policies is important. 

“Tt is not book value, it is not historical 
cost, it is not purchase cost, not trended 
costs nor the result of cube or square 
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root computations. This information 
when properly applied can however assist 
in its determination. In accordance with 
the generally accepted insurance usage 
of today and as applied to commercial, 
industrial or private property which is 
in use for the purpose for which it 
was constructed or acquired, ‘actual cash 
value’ is considered to mean the present 
cost of reproduction new less a factor 
of accrued depreciation, representative 
of the degree of physical deterioration 
which is apparent at any given time, 
with such regard for functional and 
economic factors as are deemed relevant 
for insurance purposes. 

“Il would call your attention to two 
important qualifications which it con- 
tains. First, that “the amount of depre- 
ciation refers only to property service- 
able for the purpose for which it was 
constructed. Secondly, that it defines 
value at a given time, presumably some- 
time in the future. The depreciation to 
be determined in any case for insurance 
purposes should be expressed as a total 
accrued amount. The treatment is en- 
tirely different from the straight-line 
method of computation used for account- 
ing and tax purposes and should in no 
way be confused. As applied to insur- 
ance requirements, it is the means to the 
determination of value at a given time 
and should take into consideration that 
maintenance and repair may tend to 
offset physical deterioration at any point 
in the life of an insurable property unit,” 
Mr. Young stated. 


Continuous Checkups on Value 


“It is a common misconception of the 
requirement for the determination of 
insurable value that if initial steps for 
proper appraisement are taken, that is 
sufficient for the requirements of the 
policy when a loss occurs. If the period 
between these events is short and little 
change in the property itself or in values 
has occurred, proper evidence of value 
can undoubtedly be furnished. But today 
property changes occur rapidly and so 
do values. While appraisers are not 
forecasters, this trend from all present 
indications still appears to be upward. 
The problem of value for insurance pur- 
poses is, accordingly, not a static one 
but rather is continuous, if the insur- 
ance program is to be properly founded. 

It is frequently the case that the 
insurance program history pertaining to 
property values will consist of the as- 
sured spending large sums of time and 
money on fire protection methods of 
every conceivable description, which to 
be sure is entirely sound, but the effort 
put forward to establish a proper prop- 
erty record as a basis for the entire 
property insurance program will be 
largely omitted or will, frequently, con- 
sist of inaccurately trending up some old 
book costs which are in themselves inac- 
curate. Then at the time of a substantial 
loss, it is necessary to go to a great 
expense, trying unsuccessfully to build 
up a claim which can’t be substantiated, 
and then spend further time and expense 
finally reaching an unsatisfactory settle- 
ment. 

“To an increasing extent, insurance 
buyers have learned the insurance facts 
of life so that we appraisers are serving 
more widely and more effectively than 
ever before. The initial consideration 
should recognize the fact that every 
valuation problem is different and con- 
siderations exist in each case which will 
not be parallel in any other. In addition, 
there are no two properties or groups 
of properties which are identical. 

“Then, too, the current insurance situ- 
ation is rarely the same,” continued Mr. 
Young. “The former type of coverage in 
effect may be undergoing change and 
the requirements to be met under the 
new type of coverage may be quite 
different. Also the appraisal process for 
this consideration is not, as the layman 
so often thinks of it, a completely stand- 
ardized process of a routine nature, On 





the contrary, in the great majority of 

cases and to be most effective it is a 
specialized procedure which should be 
designed to meet the specific require- 
ments of the individual situation. 

“In the large cases, involving a wide 
variation of property devoted to many 
different types of operation and uses, 
there are considerations of procedures 
which could apply to one property but 
not to another. [ am thinking of such 
matters as the fire risk involved, the 
various types of building construction, 
the many different manufacturing proc- 
esses, factors of location and exposure, 
matters of property inclusion or exclu- 
sion—classification for proper insurance 
rating—whether we are dealing with 
new properties on which usable informa- 
tion is available or with older ones where 
possibly there is no property information 
which would be of use—whether the in- 
surance property record is to be tied 
in with the accounting property record, 
and additionally but certainly not lastly, 
the type of insurance coverage in effect 
or contemplated. 

“As to the appraisal process itself, 
there are of course the considerations 
of inventor ying, property location, con- 
struction analysis, classification of prop- 
erty details, descriptive identification, 
pr: cing analysis, application of deprecia- 
tion and ultimately the decision of form 
of property record which should be pre- 
pared. It is a procedure which involves 
the application not only of special train- 
ing but the development of techniques 
and standards which only wide experi- 
ence and constant application can create. 





Preparing Proof of Loss 


“Now we come to the second principal 
responsibility of the assured previously 
referred to. This relates to the final 
purpose of insurance protection, namely, 
the requirements for preparing and pre- 
senting the proof of loss in settlement 
of any claim. The conditions as stated 
in the standard policy read: ‘The in- 
sured shall give immediate notice to this 
company of any loss—furnish a complete 
inventory of the destroyed, damaged and 
undamaged property showing in detail 
quantities, costs, actual cash value and 
amount of loss claimed—and if required 
verified plans and specifications of any 
building fixtures or machinery destroyed 
or damaged.’ 

“The statement that a loss can be 
setiled in advance with the establishment 
of a proper appraisal record is in no 
way an exaggeration. In fact, I shall 
never forget the occurrence of the very 
first business experience I had when | 
started with my company, which was an 
example of just this. The assured had 
just received his appraisal report, had 
more than doubled his coverage as a 
consequence; a practically total loss 
occurred very shortly thereafter and he 
received the entire payment in settle- 
ment just a few days later. 

“[ do not mean to imply that the 
creation of an appraisal procedure will 
at all times automatically insure loss 
settlements, and that a check for settle- 
ment will be immediately forthcoming 
upon such presentation. Insurance ad- 
justers will question all substantial 
claims—it is their business to do so. 

3ut I do maintain that where a basic 
property record is properly conceived 
and executed and where it is currently 
maintained on a factual basis, it will 
very satisfactorily meet the requirements 
and, with no evidence to discredit it, 
will produce a prompt and equitable 
settlement. 

“It is my impression that greater 
efforts are being made today towards 
maintaining better property records than 
in past years. Business management is 
however faced with a greater added 
burden in the maintenance of such 
records than ever before due to the 
rapid inflationary trend of values. As 
a consequence, property records com- 
paratively recently established are be- 
coming out of date faster and their 
results are increasingly deceptive. 


Use of Trends 


“In an effort to keep pace with these 
fast changing conditions, the use of 
trends has become more widespread. 
Properly prepared, there is every prac- 


ticality in their use, but extreme caution 
should be exercised in the use of Most 
published average trends. Unless they 
are specifically determined and applied 
to a clarified base, the results can con- 
tain so great an error factor as to be 
useless. On the other hand, where q 
proper analysis of the property has been 
made, the procedure of periodically re- 
vising values by their use can be quick 
and accurate,” Mr. Young stressed, 
“Notwithstanding the growth and 
wide use of professional appraisal sery- 
ices in creating and maintaining improved 
property records, official and insurance 
company statements of coinsurance par- 
ticipation in the settlement of losses 
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reflect astounding amounts of dollars 
withheld from collection due to failure 
to comply with these requirements. This 
due to improperly prepared 


is in part . 
proofs of loss but principally to the 
tremendous amount of the insufficiency 


of insurance to value. These conditions, 
with the constantly increasing property 
values, are indications of the tremendous 
extent of valuation requirements which 
are not being properly serviced. ; 
“There appears to be a greater dis- 
rity between adequate insurance cov- 
erage and insurable value today than 
ever before. Many industrial concerns 
feel that they have successfully taken 
steps to overcome this situation by tak- 
ing out coverage tor depreciation or 
replacement cost endorsements. To some 
degree, this is true but we find that 
in many cases their base policy coverage 
is not only inadequate but that their 
endorsement is also. In addition, with 
these new types of polices, it is our 
observation that, in many cases, the in- 
sured not only does not understand the 
specific procedure involved but also fails 
to realize that to obtain full replace- 
ment in settlement, he must have good 
property records to prove the replace- 
ment cost. 

“To obtain the full benefits under re- 
placement cost types of coverage, it, is 
necessary for the assured to determine 
not only the full replacement cost on 
which the coinsurance clause is predi- 
cated, but also the accrued depreciation 
and the actual cash value, as this es- 
tablishes the amount which, upon proof, 
is payable immediately following the 
loss without reference to the eventual 
repair or replacement of the property. 
Where a separate depreciation insurance 
policy supplements the standard actual 
cash value policy, each will usually carry 
a coinsurance clause, and the coinsurance 
clause in the basic policy will refer to 
the actual cash value.” 


pa 





TWO RELIANCE PROMOTIONS 





Kilgour Secretary and Manager for 
Canada; Conway Ass’t Secretary in 
Charge of Casualty Claims 
The Reliance Insurance Co. of Phila- 
delphia announces that John J. Kilgour 
and Peter P. Conway are elected secre- 
tary and assistant secretary respectively. 
Mr. Kilgour, as manager for Canada, 
has for some years directed the com- 
pany’s operations in the Dominion. He 
presently serves on the council of the 
Canadian Underwriters Association and 
as president of the Fire Underwriters 

Investigation Bureau of Canada. 

Mr. Conway has been manager of the 
casualty claim department of Reliance 
since 1954. For six years prior to that 
he held the same position with Eureka 
Casualty (which was merged with Re- 
liance). Mr. Conway has held many 
administrative and executive positions 
in claim organizations. He will have 
responsibility for the nationwide cas- 
ualty claim activities for the company. 





Hanover Stockholders to 
Vote on Capital Boost 


Stockholders of the Hanover Insurance 
Co. of New York, at the 107th annual 
meeting will vote on a_ proposal to 
Increase the authorized capital of the 
company from $5,000,000 to $7,750,000. 
They will also vote on a restricted stock 
option plan whereby the directors would 
be authorized to issue to officers and 
employes options to purchase not more 
than 25,000 shares of the Hanover, sub- 
ject to certain restrictions. 





INS. WOMEN MEET MARCH 6-8 


Advance registrations for the National 
Association of Insurance Women, Re- 
gion 8 Convention, indicate a turnout 
of several hundred, according to the 
president of the hostess club, the Insur- 
ance Women of Los Angeles, Mrs. Tom- 
mie Ashford Von Peater. The conven- 
tion, the second such to be held in Los 
Angeles, is scheduled for the Los Ange- 
les Statler-Hilton Hotel March 6, 7 
and 8, 


Fire Rates Are Again 
Reduced in Wisconsin 


On the basis of a proposed filing sub- 
mitted to the Wisconsin Insurance De- 
partment fire insurance rates will on 
March 1, be reduced in the additional 
sum of approximately $450.000 annually 
as a result of a Supreme Court decision 
in June, 1958, involving fire and allied 
lines insurance rates, says W. L. Phelps, 
manager of the Fire Insurance Rating 
Bureau, Milwaukee. This amount, 
counled with the reduction in rates made 
in August, 1956, results in a total annual 


saving to policyholders in Wisconsin of 
$3,590,000. The new reductions involve 
several different classes of risks, notably 
automatic sprinklered risks, builders’ 
risks, lumber and log yards and certain 
public buildings. 

The Supreme Court decision of June, 
1958, while upholding the decision of 
Commissioner Paul J. Rogan that a rate 
reduction was in order, stated that the 
matter of ratemaking was strictly within 
the jurisdiction of the bureau, and further 
that there was no statutory authority 
for the Commissioner’s contention that 
a 3%% profit and contingency factor 
was to be used as a measure of allowable 
underwriting profit. 


Since the rate case started in 1956 the 
loss experience for both fire and ex- 
tended coverage has become increasingly 
unfavorable which, coupled with an in- 
crease in expense in line with generally 
higher business costs, makes it doubtful 
whether the low level of rates presently 
in effect in Wisconsin can be maintained 
should this trend continue. 





HOWLE AETNA SPECIAL 
Appointment of James F. Howle as 
special agent in the Columbia, S. C.,, 
office of the Aetna Insurance Co. is an- 
nounced. He succeeds Stephen Nettles, 
who recently resigned. 
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Annual Statements 


Balance sheet of THE HOME INSURANCE COMPANY : December 31, 1958 


a ae te en et eee 113,878,614.79 
ahaa ante a fake van vas 263,647,575.00 Ab : 
9 < | DIRECTORS 
CE a. OR Oe oe 16,529,333.64 | The Home Insurance Company 
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Banker 
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. $516,740,166.23 Atlantic Coatt Lin: 


Bonds carried at $6,457,216.06 amortized value and cash $58,100.00 in the above balance sheet are deposited as required 
by law. All securities have been valued in accordance with the requirements of the National Association of Insurance Com- 
missioners. Based on these values the stocks of The Home Insurance Company exceed the book value by $145,268,898.12. 


- $ 70,864,913.91 
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President 
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Bonds carried at $1,099,000.00 amortized value in the above balance sheet are deposited as require 
ties have been valued in accordance with the requirements of the National Association of Insurance 
on these values the stocks of The Home Indemnity Company exceed the book value by $7,519,136.24. 
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(Continued from Page 24) 


losses were the lowest in many years, 
after an extended period of severe losses. 
During the year, rate increases and re- 
strictions of coverage, all based on ex- 
perience, were put into effect and should 
be benefiical. 

“Hail insurance on growing crops de- 
veloped a satisfactory profit in 1958. 


Ocean Marine 

“A somewhat larger premium income 
and an improved loss ratio were recorded 
in ocean marine. Influences in the ma- 
rine business which have contributed to 
generally unsatisfactory results since 
World War II, appear to be easing. 
Underwriters believe that this favorable 
trend will continue and a profitable 
experience can be expected in the period 
ahead. 

“As in the fire lines, the premium in- 
come of inland marine declined slightly 
due principally to the continuing absorp- 
tion of some coverages into the new 
package policies. Our experience gener- 
ally improved. It is anticipated that the 
breadth and flexibility of inland marine 
contracts will continue to have a strong 
appeal to individuals, commerce and in- 
dustry. We are hoping to diversify and 
increase this class of business. 


Multiple Lines 

“A pronounced increase in premium 
income reflected the public’s acceptance 
of the attractive package form of in- 
surance. The personal types, principally 
‘Homeowners’ policies, which accounted 
for the majority of the premium income 
in this class, produced an improved loss 

ratio. Refinements in coverage, some re- 
duction in price and energetic merchan- 
dising should assure continued growth. 
Severe fire losses contributed to an un- 
profitable record in the commercial lines. 

“There was no evidence of any material 
abatement in the frequency or severity 
of automobile accidents or of any halt 
in mounting claim costs. Rate increases 
effective in the years 1957 and 1958 have 
tempered the agggegate amount of un- 
derwriting loss in these lines. It is evi- 
dent, however, that additional rate ad- 
justments must be made in 1959. Failure 
of our rating organization to obtain in- 
surance department approval of needed 
rate increases for automobile liability 
insurance in several important states has 
contributed to underwriting deficits in 
the past year. 

“Our rating bureaus adopted revised 
rate-making formulas last year in each 
of the three principal classes of automo- 
bile insurance. The new formulas appor- 
tioned a larger share of the premium 
for the pavment of losses and a corres- 
pondinely lesser share to the production 
cost allowance. Filings of these revised 
rating formulas have been approved and 
have become effective in several states. 

Casualty and Bonding 

“Casualtv classes generally were ad- 
versely affected by the prevailing infla- 
tionary trend in claim costs. This is 
particularly true in the miscellaneous 
liability lines. Premium income was 


slightly higher due principally to rate 
increases. 
“Workmen’s compensation insurance 


suffered a slight reduction in premium 
income, attributable primarilv to the 
business recession which continued in 
the early months of 1958 An _ under- 
writing loss was sustained because of 
increased benefits arisine out of legis- 
lative action and a continuing increase 
in hospital and medical costs. 

“Burglarv insurance suffered a prem- 
ium reduction due in the main to the 
absorption of these coverages into the 
new package policies. Our loss ratio 
reflected the current high incidence of 
crime. 

“Construction contract bond losses de- 
veloped a small underwriting loss in the 
surety field. Fidelity bond business 
showed an improvement over the under- 
writing results of the preceding year. 

“We are still concerned about the 
inadequacy of our rates although many 
state insurance authorities granted some 
measure of relief in the form of rate 
increases. Preservation of the financial 


strength of our insurance company to 
meet all risk contingencies is a respon- 
sibility we owe the public and this 
obligation makes it essential that our 
underwriting efficiency be maintained and 
adequate premium rates be applied. 
Premium rates which are actually sup- 
ported and scientifically used will provide 
policyholder security and investor profit. 
Investments 

“Investment income in 1958 amounted 
to $10,871,689, an increase of $631,717, or 
6% over 1957. Interest from additional 
bond holding as well as improvement in 
rental income from our home office 
building were the principal sources of 
the increase. Income from common 
stocks remained practically unchanged. 
Higher dividends on utility common 
stocks offset reductions in dividends paid 
by some industrial companies. 

“The net amount of new money in- 
vested in 1958 totaled $4,528,448. In large 
part, these funds were placed in various 
corporate convertible bonds and to a 
lesser extent in U.S. government bonds. 

“Market values of equity securities 
recorded substantial gains in 1958. How- 
ever, the economic recovery, as reflected 
by the stock market, was accompanied 
by higher interest rates and correspond- 
ingly lower bond prices. On the basis 
of values prescribed by the Insurance 
Commissioners, our consolidated invest- 
ment portfolio appreciated $48,945,714 in 
value during the year.” 
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Wayne Seaver, 68, Dies; 
Retired Agricultural V.P. 


Wayne Seaver, 68, retired executive 
vice president of the Agricultural, died 
February 13 at his home in Watertown, 
N. Y. Until his retirement in January, 
1957, he had been with the company 51 
years. For the last year he had been 
in failing health, and seriously ill since 
late December, 1958. Surviving are a 
sister, Miss Anna G. Seaver of Water- 
town, two nieces and a nephew. His 
brother, the late Earle R. Seaver, was 
a state agent for the Agricultural. 

A resident of Watertown nearly all 





AUTO, FIRE and CASUALTY AGENTS and BROKERS 






win your 
fight 
against \ 


SHR 


We'll show you how — 
and help you do it! 


Many general insurance agents and brokers are fighting— 
and winning—the battle of diminishing returns on Auto, 
They do it by selling 


Fire and Casualty lines today. 


IN 


Postal Life Insurance to their clients. So can you. 


Your clients are buying life insurance from someone every month. 
They should be buying from you. If not, we will start immediately 
to help you produce a substantial volume of life sales. 








LOOK AT THE MANY OTHER ADVANTAGES OF 
SELLING LIFE THE POSTAL WAY: 


| 
4. You get important, on-the-spot help 
| . . ° 
\| in closing sales from members of 
Postal Life’s experienced team. 
I 


|| @_ You get preparation of proposal forms 
designed for maximum selling impact. 


1 3. You can qualify for continuous serv- 
ice fees and up to $10,000 free group 
insurance. 


4, You get a top New York Agent’s 
contract. 


5, You get liberal underwriting, and 
special consultation and assistance on 
difficult cases. 

6. As important as anything, you get the 
advantages of working with Postal— 
a New York Company more than 
50 years strong .. . a Company grow- 
ing far faster even than the dynamic 
life insurance business itself. 














Start right now to improve your sales and profit position by selling Postal Life. 


Write fully, in confidence, 


about your situation to Donald L. Smith, Director of 


Agencies, suggesting a convenient time and place for a meeting that will give you 


complete details. 


For the present, Postal Life must limit this offer to general insurance agents 
and brokers located in Connecticut, Delaware, District of Columbia, Illinois, 
Indiana, Maryland, New York, Pennsylvania, and Virginia. 


POSTAL LIFE 
Cone 


_Preswrwce 


a 


GerorGE Kotopny, President 


511A FIFTH AVENUE, NEW YORK 17, N.Y. 





his life Mr. Seaver started with the 
Agricultural on January 15, 1906, at the 
age of 15. He became special agent in 
Ohio in 1919 and returned to the home 
office in 1925 as executive special agent, 
He became secretary in 1928 and vice 
president and secretary in 1934. He was 
elevated to executive vice president in 
1948 when Ervin J. Dickey was elected 
president. He retired on his 66th birth- 
day, January 19, 1957. 





Expect Magnusson to be 


Minnesota Commissioner 


In announcing appointments to execu- 
tive positions in the Minnesota state 
government, Gov. Orville Freeman did 
not include an Insurance Commissioner. 
The six-year term of Commissioner 
Cyril Sheehan has expired but he is 
continuing until a successor is named. 
The expectation is that Cyrus Magnus- 
son, now executive secretary to the 
governor, will be appointed Commis- 
sioner. Mr. Magnusson in private life 
has been in the insurance business. 

Meanwhile Governor Freeman has 
presented to the legislature a reorgani- 
zation plan of state government which 
would make the Insurance Department 
a division of the commerce department. 
The Workmen’s Compensation  Insur- 
ance Board also would be a division of 
the commerce department. This is the 
third time the governor has submitted 
this plan to the legislature which twice 
has rejected it. 


Springfield Cos. 


(Continued from Page 24) 





shaped rapidly to provide Springfield 
agents with life insurance and health and 
accident facilities and to make property 
and casualty facilities available to Mon- 
arch agents. As an ‘all-lines’ organiza- 
tion with facilities to write virtually 
every major form of personal and busi- 
ness insurance, the companies are geared 
to serve even better the insurance needs 
of our expanding economy in the years 
ahead.” 


Ship Loan Insurance 


(Continued from Page 24) 





ments and contracts of insurance of 
mortgages and loans entered into by the 
Maritime Administration since _ the 
amendments of 1954 and 1956 and _ the 
extent of the financing proposed in 
presently pending applications, it is evi- 
dent that Federal ship mortgage and 
loan insurance has provided a practicable 
means of obtaining private funds to 
finance construction, reconstruction and 
reconditioning of merchant vessels. 

A further extension of this new con- 
cept of ship financing is anticipated in 
the applicaton of Grace Line; Inc., Te 
questing Government insurance of a pro- 
posed public issue of first mortgage bonds 
in connection with the long-term financ- 
ing of two 300-passenger ships. This 
offering, to be made by an investment 
banking syndicate, will represent the first 
public offering of shipping securities 
under the 100% Government insurance 
provided by Title XI, as amended. Sev- 
eral other American shipping lines re- 
ceiving construction and operation sub- 
sidies under Merchant Marine Act, 1936, 
as amended, are also’ contemplating 
similar public financing of the costs 0 
their vessel replacement programs. 
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The industry’s broadest 
plan is your best ‘business getter’ 


New business begins with satisfied policyholders. And INA’s new premium plan* 
satisfies plenty —it takes the ‘pain’ out of the peaks. You can offer low, easy instal- 
ments. This lifts you above the trouble and expense of billing. It frees you, gives 
you precious time to interest policyholders in the complete package they can now 
budget comfortably. And here is your big door-opener to new accounts—just in the 
nick of time for ‘the agent with a future.’ Could you ask for a better opportunity? 


We’re telling your policyholders in ads in Life, Post, Reader's Digest and on TV 











* Sorry—not yet in 
Ohio or Virginia 
(Service mark application pending) 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America . Indemnity Insurance Company of North America . Life Insurance Company of North America . 
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U.S. Ship Mortgage, Loan Insurance 


Federal Maritime Administration Government Examiner 
Suggests a New Concept of Ship Financing Under 
Title XI in a Federal Law Journal Article 


By Raymonp A. Sgrvais 


The Federal statute which provides 
for Government insurance of privately 
financed ship construction costs was 
originally added to the Merchant Ma- 
rine Act of 1936, as Title XI of that 
Act, by legislation enacted June 23, 1938. 
Pursuant to this amendment, the former 
Maritime Commission was authorized to 
insure mortgages on certain types of 
vessels as defined therein involving obli- 
gations in principal amount not exceed- 
ing 75% of the estimated cost of con- 
struction, reconstruction or recondition- 
ing financed by the private loan or 
advanced and limited also to 75% of 
the Commission’s estimate of the value 
of the property when completed. 

In the years subsequent to enactment 
of the original Title XI provisions and 








Raymond A. Servais 


Raymond A. Servais is an examiner 
in division of contracts, Office of Gov- 
ernment Aid, Maritime Administration, 
Department of Commerce. 

A graduate of George Washington 
University he is admitted to the bars 
of Maryland and District of Columbia, 
and is a member of American Bar Asso- 
ciation and Federal Bar Association. This 
article was published in The Federal Bar 
Journal which says it does not purport 
to reflect the views of the Maritime 
Association or any other Government 
agency. 








preceding the amendments of September 
3, 1954, private ship mortgages insured 
by the Government aggregated less than 
$10,000,000. Public Law 783, enacted by 
the 83rd Congress on September 3, 
1954, gave the first real impetus to 
Government-insured private financing of 
ship construction by substituting mort- 
gage insurance aid under Title XI for 
the direct mortgage aid heretofore pro- 
vided under Sections 501, 502 and 509 
of the 1936 Act. 

As of January 1, 1958, the U. S. 
Department of Commerce, Maritime Ad- 
ministration, had in effect, an estimated 
$172,854,996 in Government mortgage 
and loan insurance contracts and com- 
mitments covering 25 ships. Fifteen of 
the applicants for Government-insured 
mortgages also applied for and were 
granted insurance of the loans advanced 
to the owners for payment to the ship- 
yards during the construction period 
prior to completion of the vessels, such 
insured construction loans aggregating 
just under $105,000,000. 

There were 15 applications for ship 
mortgage and loan insurance on 33 ships 
involving an additional estimated amount 
of $311,190,000 in process by the Mari- 
time Administration as of the same date. 


Statutory Authority 


Title XI, as amended, authorizes the 
Secretary of Commerce, acting by and 
through the Maritime Administrator, on 
application of a borrower or mortgagor, 
to insure the interest on and the unpaid 
balance of the principal of a loan or 
mortgage which meets certain eligibility 
requirements. The principal amount of 
such loan or mortgage is limited to 75% 
of “actual cost” but, in the case of 
vessels of a certain size and speed elig- 


ible for mortgage aid under Section 
509 of the 1936 Act, the principal amount 
of the mortgage may be increased to 
87'2%. However, where a construction- 
differential subsidy is provided or where 
an insured mortgage is placed on a 
reconstructed and reconditioned vessel, 
the 75% limitation also applies to the 
mortgage regardless of the size and 
speed of the vessel. Prior to August 7, 
1956, insurance to the extent of only 
90% of the principal amount of the loan 
or mortgage was provided except in 
certain cases where the vessels were 
determined to be special purpose vessels. 
Public Law 1017, enacted by the 84th 
Congress, removed the 90% insurance 
limitation so as to provide 100% insur- 
ance of the principal amount on all loans 
and mortgages approved for insurance 
thereafter. 


Eligibility for Insurance 


In order for a loan or mortgage to be 
eligible for Federal ship mortgage or 
loan insurance, the purpose of the loan 
must be for the financing of construc- 
tion, reconstruction or reconditioning of 
vessels owned by citizens of the United 
States which are designed principally 
for commercial use in the coastwise or 
intercoastal trade; on the Great Lakes, 
or on bays, sounds, rivers, harbors or 
inland lakes of the United States; in 
foreign trade; or in the fishing trade 
or industry, 

Another eligibility provision under the 
statute requires approval by the Secre- 
tary that the mortgagor possesses the 
“ability, experience, financial resources 
and other qualifications necessary to the 
adequate operation and maintenance of 
the mortgaged property.” The Act also 
requires approval of the mortgagee “as 
responsible and able to service the mort- 
gage properly.” 

Section 1104(c) of the Act requires the 
Secretary to make a finding of economic 
soundness of the project before entering 


into a commitment to insure or contract 
of insurance of the loan or mortgage. 
An applicant must, therefore, submit 
satisfactory evidence showing that if 
the operation is carried out as projected, 
it will produce earnings adequate to 
amortize the insured mortgage, to pay 
costs of financing and operation and to 
provide a reasonable return on _ the 
applicant’s investment. 


“Actual Cost” Determination 

As the principal amount of the mort- 
gage or the loan is limited to 75% or 
8714%, as the case may be, of “actual 
cost” as defined in Section 1101(f) of 
the Act, it is important to the borrower 
to know what items of cost are includ- 
able in the Secretary’s determination. 
The items which are properly includable 
have been set out in the Regulations 
governing Title XI insurance, recently 
published in the Federal Register. In 
case of an insured loan only, amounts 
paid or obligated to be paid for the 
construction, reconstruction or recondi- 
tioning (including designing, inspecting, 
outfitting and equipping) ofa vessel are 
includable in the “actual cost” determi- 
nation, In the case of an insured mort- 
gage, the “actual cost” determination 
may include additional items of cost 
covering commitment fees on the loan 
and mortgage paid to the lender, broker’s 
fees, interest on the construction loan, 
expenses incurred in the preparation and 
processing of the application and sup- 
porting documents, and commitment fees 
and interest on borrowings other than 
the construction loan proceeds of which 
are used to pay obligations constituting 
a part of “actual cost.” 

Items of cost which are excluded from 
the determination of “actual cost” both 
in the insured loan and the insured 
mortgage are payments made or to be 
made by the Government on account 
of national defense features and con- 
struction-differential subsidy, investiga- 
tion charges to be paid by the applicant 
to the Government, premium charges to 
be paid by the applicant for the Govern- 
ment insurance, interest on the mort- 
gage, predelivery vessel operating ex- 
penses, vessel insurance premiums and 
other items not generally considered as 
capitalizable costs of a vessel. 

Financial Qualifications 

In addition to the funds to be derived 
from the insured loan and mortgage, the 
applicant is required to submit evidence 
satisfactory to the Secretary, indicating 
that at the time of execution of the con- 
tract of insurance he will meet certain 
minimum working capital and net worth 
requirements. In the case of a construc- 
tion loan (75%), which will be replaced 
by an insured mortgage of 871%4% of 
“actual costs,” the net worth require- 
ment shall include 1214% of the “actual 
cost” of the vessel, one annual amortiza- 
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tion payment due under the mortgage 
and any additional amount determined 
to be necessary by reason of other activi- 
ties of the applicant. 

The minimum working capital shall in. 
clude, in addition to the aforementioned 
items required in net worth, an addi- 
tional 12%4% of “actual cost” (recover- 
able from the mortgage proceeds), funds 
sufficient to cover interest and commit- 
ment fees on the interim construction 


loan and on other borrowings included 


in “actual cost,” investigation charges, 
loan insurance premiums, broker’s fees, 
charges for preparing and processing the 
application and documents, commmit- 
ment fees on the mortgage, predelivery 
expenses, the first year’s interest on the 
mortgage, one year’s premiums for ves- 
sels insurance including Marine and 
Hull, Protective and Indemnity and War 
Risk Insurance, and the first year’s 
mortgage insurance premium charge. 


Processing and Final Approval of the | 


Application 


The Maritime Administration issues to 
interested parties a prescribed form of 
application to be followed in preparation 


of an application for Title XI insurance, | 


The Regulations require the filing of the 
application complete with all supporting 
documents and data at least 90 days 
before the anticipated date of closing of 
the transaction, Each application must 
be accompanied by a filing fee of $100. 
A charge for investigation of the appli- 
cation and related work, which charge 
shall not aggregate more than %% of 


the original principal amount of the © 


loan or mortgage to be insured. will be 
billed after preliminary consideration has 
been given to the application. 

Before the Secretary may approve for 
execution a contract of insurance or 
commitment to insure it, it is necessary 
that all of the documents to be executed 
in connection with the proposed financ- 
ing be finalized in form and _ substance 
acceptable to the Maritime Administra- 
tion, the lending institutions, the bor- 
rower and the trustee under any trust 
indenture arrangement. In the simplest 
case of insurance of a mortgage only, 
such documents will include the contract 
of insurance of mortgage, the ship mort- 
gage and the obligations secured by the 
mortgave. 

The Secretary of Commerce is author- 
ized to establish premium charges for 
the insurance of mortgages and _ loans 
within certain minimum or maximum 
rates as provided in the Act. The mini- 
mum and maximum rates are 4% and 
%2% per annum, respectively, for insured 
construction, reconstruction and recondi- 
tioning loans and %% and 1% per 
annum, respectively, on insured mort- 
gages. 
average principal amount of the loan 
or mortgage to be outstanding in the 
vear following the date of premium 
payment, are due at the time of the 
first advance under the loan or mortgage 
agreement. Subsequent premium pav- 
ments are due on each anniversary date 
thereafter. ; 

Considering the number of commit- 


(Turn Back to Page 32) 









The premiums, computed on the | 
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Standard Accident Did 
Better During 1958 


UNDERWRITING LOSS AT 68% 





President Kirk Reports New Highs in 
Policyholders’ Surplus, Investment 
Earnings and Assets 





An improvement in 1958 operating re- 
sults of Standard Accident and its 
affiliate, The Planet, is reported by 
President L. K. Kirk. , 

Due primarily to a $4,157,000 unrealized 
gain on stocks owned, Standard Acci- 
dent’s 75th annual report to shareholders 
showed a gain of $2,022,000 in policy- 
holders’ surplus, bringing the total to 
$29,903,000 at the year-end, even though 
underwriting experience was. still un- 
profitable for 1958, However, Mr. Kirk 
was glad to report a substantial improve- 
ment in underwriting experience. 

The 1958 underwriting loss was re- 
duced to 6.8% from 8.8% excluding spe- 
cial reinsurance accepted. Specifically, 
it was $5,163,000, which was partially 
offset by $750,000 profit on the special 
reinsurance so that the loss from all 
sources was $4,413,000. This compares 
with the 1957 underwriting loss of $8,- 
241,000 including the temporary loss of 
$1,925,000 from special reinsurance. _ 

Mr. Kirk further reported that ratio 
of loss and loss expense to earned pre- 
miums was 66.1% and ratio of under- 
writing expense to written premiums was 
40.7%. For the first half of 1958, he said, 
the combined loss and expense ratios 
were 109%, slightly higher than in the 
1957 period. Improvement began in the 
third quarter of the year with combined 
ratios of 105.4% and continued in the 
fourth quarter at 104.2%. 

Automobile loss ratio improved by 
42 points, yet it continued to be the 
largest single source of loss. Surety 
bond experience showed the greatest 
improvement in contrast to a sharp rise 
in loss ratio on general liability, both 
normally profitable lines. 

The companies’ net written premium 
volume increased 4.1% to $66,787,000 ex- 
cluding $8,000,000 of special reinsurance 
accepted in 1958. This modest increase 
was the result of planned control of 
business, Mr. Kirk remarked. 


Investment Earnings at New High 


Investment earnings for 1958 reached 
a new high of $2,718,000 in 1958, up 5%. 
The present annual dividend is covered 
nearly three times by such earnings, 
Mr. Kirk noted. He then explained: 

“In 1958 there was an indicated loss 
of $2.84 per share compared with a loss 
of $2.16 per share in 1957. However, 
the 1957 loss was net as to an increase 
of $5.52 per share in the equity in the 
unearned premium reserve and tax re- 
coveries of $3.80 per share. In 1958 the 
increase in premium reserve equity was 
only 60¢ per share and there were no 
tax recoveries. Investment earnings, at 
a new high of $5.52 per share in 1958, 
were more than offset by the under- 
writing loss.” 

Consolidated assets of Standard Acci- 
dent and Planet increased $8,338,000 to a 
new high of $133,925,000 as of last De- 
cember 31. Total invested assets and 
cash increased $9,518,000 to $116,811,000. 
“In accordance with long-standing pol- 
icy,” Mr. Kirk said, “cash and bond 
holdings alone more than covered net 
Insurance liabilities which allows for an 
equity in the premium reserve. Further- 
more, a liquid investment position con- 
tinues to be maintained. Cash plus all 
bonds due within five years amounted 
to $39,115,000 which was 39.2% of the 
total of reserves for unearned premiums 
and for claims and claim expenses.” 

Pilot Insurance Co., Standard’s Can- 
adian affiliate, reported its 21st consecu- 





ELECTRA PLANE CRASH COSTLY 


Many Companies Face Claims Totalling 
Millions on Travel Accident, 
Property, Life Policies 

Early estimates indicate that insurance 
companies will pay out over $5,000,000 
in claims recorded on the recent crash 
of the American Airlines’ turbo-prop 
Electra while coming in to land at La 
Guardia after a flight from Chicago. 

Liability claims are expected to reach 
further millions. Property insurance on 
the plane which is carried by Associated 
Aviation Underwriters (the 40-company 
syndicate) is estimated to be approxi- 
mately $2.2 million. AAU also has the 
liability coverage. 

Trip accident policies sold over the 
counter or bought at vending machines 
at airports are expected to involve claims 
totalling over $1 million. Associated 
Aviation Underwriters and Continental 
Casualty are among the writers of that 
business in this instance. 

Life insurance carried by some of the 
passengers and two crew members who 
lost their lives will account for over 
$2 million in claims, according to esti- 
mates by a number of large life com- 
panies, compiled from incomplete reports. 

The Travelers carried the Group in- 
surance on all American Airlines em- 
ployes, and also had over 20 holders of 
individual policies. A report estimates 
The Travelers losses at approximately 
$500,000. 

Five passengers killed had policies with 
Massachusetts Mutual Life totalling over 
$600,000. The largest of these policies, 
was reported as “very substantial” and 
taken out only a few days before the 
accident, 

The Equitable Society listed 15 passen- 
gers as policyholders with an aggregate 
of about $300,000. Other life company 
estimates reported are: Metropolitan 
Life, $250,000; The Prudential $175,000; 
Connecticut Mutual Life $125,000; New 
York Life, $55,000; Phoenix Mutual, 
$55,000, and Aetna Life $47,000. 





BOSTON TRANSFERS STACEY 


George Stacey, formerly at Lansing, 
Mich., has been transferred to the Los 
Angeles regional office as special agent 
by the Boston Insurance Group. Mr. 
Stacey will be associated with William 
L. McCurdy, regional manager at Los 
Angeles. 





tive year of profitable operations in 
1958. Its premium volume in 1958 was 
$4,140,000, and indicated underwriting 
gain was 10.7%. Pilot’s policyholders’ 
surplus increased $390,000 during the 
year to a new high of $3,002,000 at the 
year-end, 


NASBP 17th Annual 
Meet Here April 2-4 


SPEAKERS, TOPICS SELECTED 
J. A. Swearingen of Aetna C, & S. Feat- 
ured at Opening Session; Edward H. 


Cushman to Moderate Panel 








Notable leaders in the fields of con- 
struction, architecture, surety ship and 
credit management will address the Na- 
tional Association of Surety Bond Pro- 
ducers at its 17th annual convention at 
the Hotel Plaza, New York, April 2-4, 
1959, 

With NASBP President William R. 
Phillips, Birmingham, Ala., presiding, the 
sessions on the mornings of April 2 and 
3 will be joint with surety 
company executives, representatives of 
other producers’ groups and_ invited 
guests from business and government. 

The program for the opening session 
on April 2 will present the following 
speakers: J. A. Swearingen, secretary, 
Aetna Casualty and Surety, and chair- 
man of the executive committee of the 
Surety Association of America, who will 
discuss “What’s Trite and Obsolete in 
the Surety Business.” 

John Noble Richards, Toledo, Ohio, 
president of the American Institute of 
Architects, on “What’s Fresh and New 
with Architects as Related to Surety 
Bonds.” 

_ Major Gen, Louis W. Prentiss, Wash- 
ington, D. C., executive vice president, 
American: Road _ Builders’ Assn., on 
“What's Fresh and New with the Road 
3uilders as Related to Surety Bonds.” 

Al Mansfield, Portland, Ore., a mem- 
ber of the National Association of 
Surety Bond Producers, whose subject 
is to be announced. 

On the Friday morning program, 
April 3, a panel discussion, with Edward 
H. Cushman, Philadelphia, secretary and 
general counsel of the NASBP, as mod- 
erator, will bring together the following 
speakers to discuss “The Relationship 
between Contractors, Sub-Contractors, 
Credit Men and Sureties”: 

T. L. Sedwick, vice president, Standard 
Accident; James W. Cawdrey, Seattle, 
president, Associated General Contract- 
ors of America; John M. Rhoades, Sara- 
sota, Fla, president, National Association 
of Plumbing Contractors; Robert L. 
Roger, New York, assistant secretary 
and legislative director, National Asso- 
ciation of Credit Management; and 
Harold A. Webster, New York, vice 
president, National Electrical Contractors 
Association. 

Executive sessions of the NASBP wil! 
be held on the afternoons of April 2 and 
3 and on the morning of April 4. Sub- 
jects to be considered by the membership 
will include the report of the president, 
reports of committees and, at the con- 
cluding session, election of officers and 
program for 1959, 


sessions 
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Amer. Surety to Submit Stock 
Dividend Plan on March 16 


The American Surety of New York 
has declared a dividend of 25 cents per 
share, payable April 1 to stockholders of 
record March 6, it 
William E. McKell, chairman and presi- 
dent, following the monthly 
February 17 of the board of trustees. 

He also stated that stockholders will 
be asked, at the meeting on 
March 16, to approve a proposal per- 
mitting the board, at its discretion, to 


was announced by 


meeting 


annual 


utilize the company’s presently author- 
ized but unissued shares for payment of 
stock dividends, Payment of part of its 
dividends in stock would conserve cash 
for investment and surplus for expansion 
of underwriting capacity. This will be 
advantageous to the company 
Mr. McKell 


The proxy statement being sent stock- 


and its 
shareholders, said. 

holders will advise that if the proposal 
is approved, it is the present intention 
of management to recommend this year 
declaration of a further dividend 
of 25 cents payable July 1, and a stock 


cash 


dividend of 4%, or one share for each 
25 shares held, payable October 1. 

American Surety has an authorized 
capital of 2,000,000 shares of $6.25 par 
value stock, of which 800,000 shares are 
presently unissued. Cash dividends on 
the 1,200,000 shares outstanding have 
been at the rate of 224% cents quarterly, 
the last such payment having been made 
January 2 to holders of record Decem- 
ber 5, 1958. 


AETNA C. & S. PROFIT 





Underwriting Gain in 1958 Despite Auto 
Losses; $306,000 000 Premiums, 
$600,447,000 Assets 
Aetna Casualty and Surety Co. con- 
tinued to show losses in automobile in- 
surance lines, amounting to $3,000,000 
in 1958, its annual report shows. Favor- 
able experience in other lines, however, 
gave the company an over-all under- 
writing profit, compared to the severe 

underwriting loss of 1957. 

The combined operations of the Aetna 
Casualty and Surety and Standard Fire, 
which is 99% owned by the former, pro- 
duced a premium income of $306 million, 
an increase of $27 million over the pre- 
vious year. 

Assets of Aetna Casualty, member of 
Aetna Life Affiliated Companies, in- 
creased $87 million to $600,447,000, and 
surplus available for policyholders’ pro- 
tection was $205,767,000, a rise of $48 
million. Assets of Standard Fire rose 
$3 million to $30,695,000, and surplus 
available for policyholders’ protection in- 
creased more than $2 million to $14,- 
356,000. 

Premium income of the two companies 
was divided in classifications as follows: 
casualty and surety lines, $251,137,000; 
fire, $35,657,000, and inland and ocean 
marine $19,977,000. The underwriting 
profit was $841,304 and total earnings 
$11,735,983. After dividends there was 
transferred to surplus of Aetna C. & S 


$4, 134,775. 
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P. A. S. ROGERS RETIRING 


U. S. F. & G. Manager Has Served Com- 
pany 48 Years in N. Y. and N. J.; 
Gilbert Serbe His Successor 
United States Fidelity & Guaranty has 
appointed Gilbert Serbe, presently as- 
sistant manager, as manager of its north- 
ern New Jersey office at Orange, effec- 
tive March 1. Mr. Serbe succeeds P. A. S. 


P. A. S. ROGERS 


Rogers, who retires after 48 years of 
service. 

Mr. Serbe was employed at Newark in 
1930 and was subsequently assigned to 
the branch’s casualty department, rising 
to be its associate superintendent. He 
was appointed assistant manager in June, 
1950. 

Mr. Rogers, one of the 
oldest managers in point of service, 
started in the U. S. F. & G. branch 
office in New York City in 1911. After 
assignments in the fidelity-surety and 
claim departments there, he was trans- 
ferred in 1916 to the claim department of 
the Newark branch office. In 1922 he was 
promoted to assistant manager, being 
named manager in 1944. Under his 
leadership the branch grew to one of the 
largest casualty-surety offices in the area. 

In 1956 headquarters of the branch 
were moved to Orange, N. J. in order to 
serve the northern New Jersey area more 
effectively. This move was accomplished 
under Mr. Rogers’ direction. 

A past president of the Casualty Un- 
derwriters Association of New Jersey 
and the Surety Underwriters Associa- 
tion, Mr. Rogers has served on many of 
their important committees over the 
years. The Casualty Association in re- 
cent tribute to his service has elected 
him an honorary member. Mr. Rogers 
is currently a member of the Advisory 
Board Committee for New Jersey of 
the Association of Casualty & Surety 
Companies. For six years he served on 
the Irvington (N. 1 Board of Educa- 
tion and is a past president of its Coun- 
cil of Education. 


company’s 





B. F. Harris Promoted to 
Continental Assistant V. P. 


The appointment of Burton F. Harris 
as assistant vice president in the home 
office fidelity and surety department of 
Continental Casualty is announced by 
Vice President Robert T. Schaller, Mr. 
Harris had formerly been resident vice 
president of Continental’s Seattle branch 
office. 

Joining Continental in 1939, Mr. Harris 
served in liability agency, A. & H., in- 
land marine and underwriting depart- 
ments of the company before moving to 
Seattle in 1956. His 20 years with Conti- 
nental were interrupted when he served 
in the U. S. Army Signal Corps for four 
years during World War II. 

He was appointed Seattle branch office 
manager in 1956 and was named resident 
vice president in 1958. He and his fam- 
ily will move to Chicago in the near 
future 





Probe Swindles on Auto Insurance 


A three-way probe is underway in 
Buffalo, N. Y. into alleged insurance 
frauds involving upward of $100,000, it 
was learned. Three top investigators— 
two of them former F.B.I. agents and the 
third a former plainclothes policeman— 
have been working for more than five 
months, They represent surety and cas- 
ualty companies throughout the nation. 

The investigators have been joined by 
the district attorney’s office and Buffalo 
police in their investigation of swindles 
in auto accident claims. Rapidly reach- 
ing its peak, the investigation has in- 
volved interviews with doctors, attor- 
neys and other professional men. 

Neither police nor the district attor- 
ney’s office would comment, but the 
entire investigation has involved taking 
statements and uncovering many non- 
existent accidents, “souped-up” bonafide 
accidents and fraudulent claims. 

A reliable source said the investiga- 
tion has already turned up the follow- 
ing: 

1. Accidents involving one or more 
injuries which have been settled with 
claims for “added persons injured.” 2. 
Settlements involving accidents “home 


made” such as deliberate damaging of 
: vehicle with personal injury claims. 

Bonafide accidents where medical 
tests was altered to increase gravity 
of the injuries. 

The investigators contend a ring is 
behind the swindles and involves several 
“unsavory characters” and professional 
men. 

That the operations were on a large 
scale was evident in a report that the 
ab aging even Ww ent so far as to estab- 
lish a place of “entertainment” across 
the border in nearby Canada. 

“Primarily, this entertainment was 
provided for claim adjusters the swindle 
group had hoped to get into their fold,” 
the source said. The private investigators 
came to Buffalo at the request of a local 
insurance head. 

After considerable undercover work, 
the investigators took the problem to 
the district attorney’s office. The latter 
requested the co-operation of police. 

Extent of the probe and its importance 
were evident when it was learned that a 
former assistant district attorney joined 
the private investigators to accumulate 
evidence for presentation to a grand 
jury. 





Bills Propose “Flexible” 
Casualty Rates for Texas 


Proposed legislation to permit flexible 
rates to determine charges for casualty 
insurance was introduced in the Texas 
legislature by Senator Jarrard Secrest 
ind Rep. John T. Cox. 

This method of computing charges for 
coverage would save Texans $34 million 
a year over the present system of a 
single or uniform rate set by the State 
Board of Insurance, according to the 
sponsors, who said the flexible rating 
plan would permit competition among 
companies writing insurance on automo- 
biles, bonds, burglary, general liability, 
glass, boilers and machinery. 

Charging that the present plan is 
“antiquated and unfair to the insurance 
buying public” in that it does not per- 
mit competition among insurers and 
penalizes good drivers by making them 
pay the same rates as reckless drivers, 
Sen. Secrest said his bill would also per- 
mit insurance companies to offer merit 
rating plans and give the state board 
authority to prevent “trick” or confus- 
ing policies. 

Urged by the National Association of 
Independent Insurers, the bill has failed 
in past sessions of the Texas legislature. 





R & S Corp. Issues Handy 
Record of Meeting Dates 


A handy -combination calendar and 
1959 Meeting Dates card in convenient 
pocket size thas been prepared by Re- 
cording & Statistical Corp., 176 Broad- 
way, New York, for its many friends in 
the fire and casualty fraternity. 

A listing is shown of the annual meet- 
ings of 17 national and local organiza- 
tions and the city and hotel in which 
they will be held this year, Those de- 
siring a copy of the card can obtain it 
from Robert Vanderbeck, R & S vice 
president at 176 Broadway, New York. 





E. F. ZEITLER PROMOTED 

Eugene F. Zeitler has been promoted 
by the Indemnity Co. of North America 
to assistant manager of its Syracuse 
service office. He will be in direct charge 
of the company’s operations in the AI- 
bany field office. 

Mr. Zeitler joined Indemnity in No- 
vember, 1954, as a special agent in the 
Albany area after service with the Fidel- 
ity & Canes: He is a member of the 
Albany Casualty & Surety Club. 





Aldrich Joins Nat’! Council 
As Executive Staff Asst. 


William C. Aldrich, who has been a 
practicing attorney in Springfield, Mass., 
has joined the National Council on Com- 
pensation Insurance in New York as an 
executive staff assistant. He is a gradu- 
ate of Harvard College and Harvard 
Law School and is also a member of 
the Massachusetts Bar. 

Mr. Aldrich served as legal assistant 
to the Judge Advocate General of the 
2nd Logistical Command with the United 
States Army in World War II. In 
Springfield he was associated with the 
law firm of Bulkley, Richardson, God- 
frey & Burbank. 





Safety Council Reports 4% 
Drop in 1958 Auto Deaths 


The National Safety Council reports 
that 1,700 fewer persons died in traffic 
accidents in 1958 than in 1957, a drop 
of 4% across the nation. Auto deaths 
numbered 37,000 in 1958 compared to 
38,702 in 1957, the council said. 

“Since the 1957 toll was approximately 
900 below that of 1956, the result was a 
two-year saving of 2 2,600 lives—achieved 
in the face of a 5% increase in high- 
way travel over the period,” the council 
noted. 

Traffic deaths caused approximately 
1,300,000 disabling injuries in 1958 and 
property damage estimated at $1,850,- 
000,000, the council said, 





Nicosia Agcy., Monarch Life, 
Moves to Hempstead, L. I. 


Roger J. Nicosia, who was recently 
promoted by Monarch Life from super- 
visor to general agent, has just moved 
his Nassau agency to new offices at 
160 Baldwin Road, Hempstead, L. L, 
where the facilities are ample to accom- 
modate his full-time field staff of 11 
agents. Among them are several of the 
Monarch’s leading representatives in- 
cluding David Ludlow and S. J. Heller 
who, in 1958, were among the top 35 
in the Monarch field organization. 

General Agent Nicosia’s men are off 
to a good start this year in agency 
production, having paid for $300,000 of 
life insurance and sold $2,400 in A, & H. 
quarters. 

A graduate of Colgate University and 
an Air Corps navigator in World War II, 
Mr. Nicosia represented Massachusetts 
Mutual Life for four years (1948- 52) 
before joining Monarch in 1952 in its 
New York City agency. In the next five 
years he became an outstanding personal 


Compulsory Car Insurance 


Proposed in Rhode Island 


Identical bills calling for compulsory 
automobile liability insurance and setting 
up an unsatisfied judgment fund to 
cover damage caused by uninsured and 
hit-and-run drivers were introduced in 
both branches of the Rhode Island legis- 
lature by Rep. George C. Berk and Sen- 
ator Edward P. Gallogly, (Democrats), 

The compulsory insurance bill would 
require evidence of insurance as a con- 
dition for registering a vehicle, instead 
of the present law requiring insurance or 
a posted bond after an accident. 

The other measure would establish an 
indemnity fund, financed by assessment 
against all insurance companies doing 
business in the state. 

Insurance protection would be pro- 
vided for victims of cars operated by 
uninsured or hit-and-run drivers, those 
driven without the consent of the owner, 
stolen cars and cases where an insurance 
company disclaimed liability. 





To Amend Oregon FR Law 


An increase in the minimum financial 
responsibility law limits to $10/20/5 is 
proposed in a bill (H.B. 41) in the 
Oregon legislature. The proposal would 
extend the provisions of the responsi- 
bility law to vehicle owners as well as 
operators and would apply to accidents 
and offenses occurring in another state. 
Prior to reinstatement of a suspended 
operator’s license, the operator would 
be required to sign an affidavit or swear 
on oath that he had not operated any 
vehicle upon the public highways of the 
state during the period of suspension 
and would thhave to pay a reinstatement 
fee of five dollars. 





Norris P. Browne Moves His 


Ad Agcy. to 7 E. 47 St., N. Y. 


ha teietn Advertising, headed by Norris 

. Browne, has moved to larger quarters 
on the sixth floor of 7 East 47th Street, 
New York 17, N. 

This agency has ‘been located at 15 
West 44th Street, New York, since it 
was founded in June, 1957, by Mr. 
Browne, who is well known as an insur- 
ance advertising consultant. 





Named Standard Accident 
Chices o Branch Manager 


G. ae McAllister has been pro- 
moted to assistant manager of Standard 
Accident’s Chicago branch office. He 
joined the company’s home office as a 
messenger in 1941, served in the Navy 
during World War II and returned to 
the company as a junior casualty under- 
writer in its A. & H. department in 1946. 

He was transferred to Chicago as field 
representative in 1949, returned to serve 
in the Korean conflict during 1951 and 
1952 and then resumed as field repre- 
sentative in Chicago. He was promoted 
branch production manager in 1954, re- 
taining that position until his present 
appointment. 





BILLS OF INSURANCE INTEREST 

Bills which were introduced in the 
Indiana legislature would: (1) repeal 
the state’s guest statute which relieves 
operators of motor vehicles of liability 
for injury to passengers through negli- 
gent acts; (2) remove the $5,000 limita- 
tion of damages in actions against the 
estate of a deceased wrong-doer, and 
(3) amend the provisions for fees and 
examinations for issuance of insurance 
licenses. 





producer, qualifying for Monarch’s high- 
est honors. He was a member of the 
company’s Top 35 and President’s club, 
and in 1957 set a new Monarch record 
for a single H. & A. insurance sale. 

Promoted to supervisor in March, 
1958, he has excelled in all phases of 
Monarch’s management training  pro- 
gram, particularly in preparing new men 
for sales work. 
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Hartford S. B. Reports 
Record *58 Operation 

PRES. BRAINERD’S COMMENTS 

$700,791 Underwriting Profit Made; 


Surplus Reaches New Peak of $7,594,- 
585, Written Prem. Up $2,423,603 








In his report mailed to stockholders, 
President Lyman B. Brainerd of the 
Hartford Steam Boiler Inspection and 
Insurance Co. disclosed that, for the 
second year in succession, the company 
established new records in both written 
and earned premiums. It also made a 
statutory underwriting profit, for the 
seventh successive year, in spite of en- 


countering a marked increase in_ in- 
curred losses during the last half of the 


year. 
" Aided by the higher level of the stock 
market, surplus increased by $7,594,585 
to reach a new high. Premiums in force 
stood at $67,960,940, which is also a new 
high and which represents an increase 
of almost 35% since the end of 1953. 

Written premiums were $24,816,589, an 
increase of $2,423,603 over those of 1957. 

Earned premiums were $21,028,212, 
which bettered 1957 by $916,135. How- 
ever, incurred losses of $6,386,968 were 
larger in amount than in any previous 
year and produced a loss ratio of 30.4%. 
Earned premium exceeded underwriting 
expenses, including these losses, by $700,- 
791, leaving an underwriting profit of 
that amount. 

The company’s net income from in- 
vestments was $1,646,152, also a new 
high, and after provision had been made 
for $504,150 of Federal taxes, the com- 
pany had a net income of $1,810,752 
from the year’s operations. 

Dividends declared during the year 
totaled $750,000. Surplus to policyholders 
stood at $34,586,821 at the year’s end 


Reminder on Capital Increase Proposal 


Mr. Brainerd reminded stockholders 
that at the annual meeting on February 
17 they would be asked to vote on a 
recommendation by the board of direc- 
tors that capital be increased from the 
present $3,000,000 to $4,000,000 by the 
issuance of 100,000 additional shares of 
stock at $10 par value, such additional 
stock to be paid for in full by the trans- 
fer of $1,000,000 from the company’s 
surplus to the capital account and dis- 
tributed to stockholders by declaration 
of a 3314% stock dividend. He said that 
favorable action on the proposal would 
give recognition to the growth of the 
company’s business and to the profit- 
able operating results reported in recent 
years. 

In commenting on losses incurred 
under the company’s policies during the 
year, Mr. Brainerd explained that al- 
though there had been no material in- 
crease in the frequency of accidents 
there had been a continuance of the 
upward trend in repair costs and the 
marked rise in industrial production dur- 
ing the final six months created larger 
claims for losses involving use and oc- 
cupancy coverage. 

It was pointed out that a substantial 
portion of the new business the com- 
pany wrote in 1958 was in the form of 
large risks involving not only special 
coverages but special equipment char- 
acteristic of the modern trend to higher 
pressures, higher temperatures, larger 
capacities and increased automation In 
some cases the risks utilized processes 
previously proven only in pilot plants 
while in others there were boilers, tur- 
bines, transformers and other equip- 
ment of extremely large sizes, Risks 
of this kind usually bring with them 
special engineering problems in accident 
Prevention and control and call for the 
expenditure of much time and thought 
by the company’s engineering and in- 
spection staffs. 

In anticipation of even more exacting 
accident prevention requirements which 
seem to lie ahead, inspection procedures 
are under constant study and im- 
provement and full use is continuing to 
be made of methods involving ultra- 
sonic instruments, magnetic particles 





J. X. BRESLIN IN NEW POST 





Joins Metropolitan Insurance Co. of 
Chicago as Assistant to Its President; 
Previously With Phoenix of London 
- John X. Breslin has joined the Metro- 
politan Insurance Co. of Chicago as as- 
sistant to its president, John J, Fahren- 
bach, 
Since 1950 Mr. Breslin has been fidel- 
ity-surety manager in the Phoenix of 


London Group’s western division in 
Chicago. He is active in the Surety 
Underwriters Association of Chicago. 


Before 1950 he was associated for many 
years with Hartford Accident & Indem- 
nity as special agent. 

A graduate of the Loyola University 
School of Law and admitted to the 
Illinois Bar, he served 4% years in the 
Army in World War II, emerging as a 
major. 





Kuennen of F. & D. Heads 
St. Louis Surety Assn. 


The Surety Underwriters Association 
of St. Louis recently installed their 
officers for 1959 as follows: President, 
Wilfred A. Kuennen, Fidelity & Deposit 
of Maryland; vice president, Orville 
Sackett, U. S. Fidelity & Guaranty; and 
secretary - treasurer, George Jamme, 
Aetna Casualty & Surety. 

Members of executive committee are: 
Vincent Bayer, Maryland Casualty; 
Raymond Gabel, Traveler’s Indemnity; 
Paul Tuess, Massachusetts Bonding & 
Insurance; William Casey, Fireman’s 
Fund Indemnity, and D. F. MacCallum, 
American Surety. 





and liquid penetrants. Moreover, in 
recognition of the fact that some acci- 
dent-producing potentialities can be 
eliminated, if foreseen when a new plant 
or new process is being designed, the 
company’s engineers are conferring fre- 
quently with assureds and designers dur- 
ing the planning stages. Many such 
pre-design conferences are held with 
manufacturers of components for use 
in nuclear energy power plants. 

The report discloses that of the ap- 
proximately 1,600 persons now employed 
at the home office and in the field, 194 
have served the company for more than 
25 years. 











BALTIMORE 








“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 

LA ROCHEFOUCAULD. 


The present public awareness of 
the accident hazards of darkness 
is an opportunity to teach safety. 
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IAC Announces 7th Annual 
Adv. Awards Program 


For the seventh consecutive year the 
Insurance Advertising Conference is 
sponsoring an annual competition among 
agents and brokers demonstrating their 
successful use of advertising and promo- 
tion materials in their agencies 
during 1958. 

Winners in each of four premium 
classifications will receive “Oscars” at 
the LAC annual meeting in June at Wil- 
liamsburg, Va. ea ; 

The contest is split into four groups, 
by premium size, in order to give the 
smaller agencies an equal opportunity to 
compete. In fact, the IAC stresses that 
it is not the size of advertising budget 
that counts, but the advertising results 
obtained, } 

In addition “Oscarettes” will be pre- 
sented to the three agents or brokers 
in each of the premium classifications 
who show the best use of advertising in 
radio or TV, direct mail or newspapers. 

For information regarding the compe- 
tition, a letter should be addressed to 

- ah 
Art Dannecker, chairman, 410 Univer- 
sity Club Building, 40 South Third St., 
Columbus 15, Ohio. The contest entry 
deadline is April 1, 1959. 
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RETAIL CREDIT PROMOTIONS 





W. L. Burge Elected V.P. Replacing 
H. B. Harmon Retired; Stufflebeem 


and Brutzman new V.P.’s 


The board of directors of Retail Credit 
Co., Atlanta, have elected W. Lee Burge 
as vice president succeeding Howard B. 
Harmon who retires from this post after 
37 years of service. In tribute to him 
Preston C, Upshaw, president, said that 
Mr. Harmon had contributed greatly to 
the growth and development of Retail 
Credit Co. and its subsidiary companies. 

Mr. Burge will take over Mr. Har- 
mon’s responsibility for development and 
direction of the personnel, employe rela- 
tions and research departments at the 
home office. A graduate of University 
of Georgia, he joined Retail Credit in 
1937 and after thome office capacities 
until 1944 he entered military service. 
On his return in 1946 he managed the 
Greensboro, N. C. branch office until 
1951, then spent six years with Retailers 
Commercial Agency. Since mid-1957 he 
has been division manager of Retail 
Credit’s Allegheny division with head- 
quarters in Pittsburgh. 

William M. Stufflebeem, New York 
resident vice president, and Frank J. 
Brutzman, associate operating manager 
at the home office, have also been elected 
full vice presidents. 

Mr. Stufflebeem, graduate of Univer- 
sity of California, joined Retail Credit 
35 years ago as an inspector in San 
Francisco branch office, He served later 
as manager of the branch office in Oak- 
land and Los Angeles, then came into 
the home office as assistant operating 
manager. He was then selected as divi- 
sion manager, first in the southwest di- 
vision, later, of the southern and New 
England divisions. In 1951 he became 
resident vice president and _ regional 
sales manager in New York, responsible 
for sales and customer relations 
throughout the northeastern section. He 
was elected a director of Retail Credit 
Co. in 1953. 

As vice president Mr. Stufflebeem will 
continue his direction of sales and custo- 
mer relations in the northeast and handle 
other specific general assignments. 

Mr. Brutzman, graduate of Penn State 
College, joined the company in 1935 and 
served as an inspector and in managerial 
and sales capacities in branch offices in 
Pennsylvania and in Detroit. After 
brief service as head of the home office 
sales division for fire-casualty lines he 
became district sales manager in Omaha 
and Chicago, then regional sales man- 
ager in Cincinnati. In 1956 he was 
selected as division manager for the 
southern Pacific states, In late 1957 he 
was promoted to the home office post 
of associate operating manager. As vice 
president Mr. Brutzman will continue 
in this capacity. 





FOR UM IN AUTO POLICIES 

A bill to require motor vehicle insur- 
ance policies to cover damages from 
accidents caused by uninsured persons 
was introduced in the Texas legislature 
by Rep. Don Gladden of Fort Worth. 
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Clarifying Statement 


Made by Nat’] Bureau 


IN IOWA RATE CONTROVERSY 





NBCU Nor Insurance 
missioner Control Company- 
Producer Contracts 
The National Bureau of Casuaity Un- 
derwriters filed a clarifying statement 
with the Iowa Insurance Commissioner 
in regard to the controversy over ther 
rate filing in which the acquisition costs 

were reduced from 25 to 20% 

The clarifying letter was sent, it said, 
to “dispel any misinterpretations to tie 
effect that either the bureau or the Iowa 
Insurance Department has any control 
over commission contracts between pro 
ducers and companies.” 

Both NBCU and NAVA obtained rate 
reductions effective last October in which 
the acquisition costs in the formula were 
reduced to 20%. The lowa Association 
of Independent Insurance Agents re- 
quested Iowa Insurance Commissioner 
Oliver Bennett to reconsider the filings 
and to hold a public hearing on the 
matter. 

In its clarifying letter the Bureau 
touched on the competitive side of the 
business by noting that in recent years 
its companies have been obtaining a 
declining share of the total available 
automobile liability business and “this 
seems to result from lower insurance 
rates offered by competing companies 
due primarily to lower acquisition costs. 

“To Halt Decline in Writing” 

“It is, therefore, obvious that to bring 
a halt to the decline in writing and to 
companies with an oppor- 
share of the 


Says 


present our 
tunity to obtain a greater 
automobile business the policyholder 
must first be given insurance at a lower 
cost and secondly that a greater propor- 
on of the premium dollar must be allo- 
cated to loss payments.” 

The > letter pointed out that some lowa 

> had interpreted the reduction in 
on costs as requiring all bureau 
to reduce the agents’ com- 





ation is entirely incor- 


“This interpret ‘ 
95 “Neither this 


the bureau said. 


ireau nor the Iowa Insurance Depart- 
nent has any control over commission 

tracts between producers and com- 
panies. 


“We function only with respect to the 
provision for total production cost al- 
lowance, which is included as a budgetary 
item in the rate structure. Individual 
companies may pay for the acquisition 
of business, or higher or lower. per- 
centages, of commissions.” 

ON INSTALLMENT PREMIUMS 

Senator Henry A. Wise, Jefferson 
County Republican, has proposed a bill 
to provide that charge made in motor 
vehicle retail installment contract for 
premiums of insurance shall not exceed 
those chargeable in accordance with 
rate filings made with insurance super- 
intendent for such insurance by in- 
surer, instead of for similar insurance. 
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Zimmermann On Public Official Bond, 
Surety Loss Ratios In Recent Talks 


Peter 
tary of the Surety 
America, 
undertaking which must be furnished by 
the elected or appointed official as a 
prerequisite to taking public office and 
the official’s personal liability therewith 
in a talk fast week before the Association 
of Towns of the State of New York. 

Speaking at a panel session for col- 
lectors and receivers of taxes in the 
Hotel Biltmore, Mr. Zimmermann de- 
scribed the unique relationship between 
the bonded official and his surety. 

“There is probably no other business re- 
lationship so close, and paradoxically, so 
formal,” he stated. “It is formal because 
circumscribed by legal requirements and 
statutory limitations, but it is at the 
same time a working arrangement that 
has proved beneficial to the public officer 
and generé illy satisfactory to the surety. 
This is due in large measure to the fact 
that the interests of both officer and 
surety are identical.” 

Officers whose duties involve the re- 
ceipt or disbursement of money are 
generally required to furnish bonds guar- 
anteeing that the public will not suffer 
loss, up to the amount of the bond, be- 
cause of the failure of the bonded official 
to perform his duties honestly and faith- 


fully. “This bond is given by the official 
for the benefit of the municipality but 
does not,” the speaker pointed out, 


“exonerate him from his personal lia- 
bility and responsibility for the funds 
the laws provide shall be in his custody. 
In the absence of any law specifically 
relieving him, the courts have usually 
held the public official personally liable 
for any burglary, robbery, theft, forgery, 
mysterious disappearance or destruction 
loss. There is therefore the necessity of 
carrying burglary-robbery and other in- 
surance on public property in his care.’ 

Faithful performance of duty, said 
the speaker, is generally regarded as 
including responsibility for complying 
strictly with all applicable laws and for 
collecting, receiving and safekeeping all 
moneys and property coming into the 
control and custody of the official “Where 
duty is imposed upon_a public official 
to collect taxes, the Court of Appeals 
has held that upon failure to collect a 
tax which should and readily could have 
been collected in the proper performance 
of his duties an officer and his surety 
are liable.” This responsibility, added 
Mr. Zimmermann, is also regarded as in- 
cluding liability for acts and omissions 
of deputies and subordinates. 


Address to Bond Underwriters Assn. 


Another address, on fidelity bonds and 
fidelity loss ratios, was given by Mr. 
Zimmermann at the February 11 monthly 
meeting of the Association of Bond Un- 
derwriters of the City of New York, in 
which he described the rate-making pro- 


A, Zimmermann, assistant secre- 
Association of 
discussed the official bond or 


cedures employed by the Surety Associa- 
tion of America. 

Commenting on the unfavorable fidelity 
loss ratios of recent years, Mr. Zimmer- 
mann called attention to the tact that 
there were other similar periods in the 
history of suretyship during which loss 
ratios were as bad as or even worse 
than the current trend, “There is ampie 
justification for the conclusion that 
tiuctuations in the general economy have 
a direct bearing on the fluctuations in 
the loss ratio,” he stated. 

Mr. Zimmermann suggested that a 
tightening up of underwriting techniques 
and the development of more detailed 
underwriting data on individual risks 
are called for by present conditions. 
Countrywide reaction from all segmenis 
of the industry, producers, underwriters 
and insureds alike, he added, indicate 
that the Surety Associations formula 
for “How Much Honesty Insurance?” is 
the answer to a long-felt need. The ap- 
plication of this formula to every exist- 
ing bond and every prospective insured 
is a measure which could unquestionably 
prove mutually beneficial to both surety 
and insured. 

“We are often too close to the trees 
to see the forest or are apt to overiook 
the tools nearest at hand,” said Mr. 
Zimmermann. “Let us ‘make-do’ with 
what we have, while at the same time 
we at the Association continue our 
efforts at developing new techniques to 
attain our mutual and ultimate goal of 
a profitable fidelity loss ratio.” 





Luther E. Mackall To Repeat 
1948-53 Surety Lectures 


Luther E. Mackall, retired vice presi- 
dent of National Surety Corp., is again 
offering a surety lecture course similar 
to that he gave during the years 1948- 
1953 when some 1,900 students in 70 
classes in 40 cities were enrolled. 

The lectures will be given during a 
one-week period, Monday through Fri- 
day, from 4:30 to 6:30 p.m., and from 
7:30 to 9:30 p.m. The text book will 
be “Surety Underwriting Manual,” of 
which Mr. Mackall is the author and 
which was published in April 1958. The 
charge for the course, $25, will include 
a copy of the text book which will be 
made available to each student ten days 
in advance of the first lecture. 

The course will be offered during 
March and April in Atlanta, Houston, 
Dallas, Oklahoma City, Little Rock, and 
Jackson, Miss. In Jackson, where actual 
registration was first offered, 35 students 
have enrolled, and the enrollment in the 
other cities is approximately the same. 

It is expected that the course will be 
offered later in other sections of the 
country. Mr. Mackall’s headquarters are 
at 111 East 80th Street, New York 21, 
New York. 
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Auto Rate Filings 
Scored by N. Y. Broker 


IN LUNCHEON TALK TO YMBT 


Matthew Napear’s Comments on Com. 
mission Cuts, Improved ’58 Results; 
“Doom” of Small Producer 


Matthew Napear, president of the New 
York City brokerage firm of Matthew 
Napear & Son, commented on recent 
applications and increases granted on 
auto liability insurance in a talk this 
week. As luncheon speaker for a meet- 
ing of the insurance section of New 
York Young Men’s Board of Trade, Mr, 
Napear observed recent rate increases 
in Connecticut and an application for 
a 40% average increase in New York 
State. He then commented: 

“T am on record as favoring needed 
increases in rates . but a little shaken 
in my conviction when I note the disas- 
trous effect that commission cuts and 
unrestricted markets are having on the 
brokers and agents, while the companies 
are reporting improved results in the 
1958 financial statements, I do not be- 
grudge these improvements. I do not 
begrudge the good net results being 
recorded, nor the growth of surplus and 
capital,” "Mr. Napear declared. “I merely 
note that the brokers and agents appear 
to be expendable,” he added. 

Continuing, the speaker referred to 
what he called the doom of the small 
and marginal producer: “There is a 
recognition by many that the only chance 
lies in increased volume through com- 
bined operations or outright sale. There 
have been many more of these deals 
taking place in the last few years than 
the business seems to realize.” 


Quotes Carrol M. Shanks 


Mr. Napear also quoted a speech made 
by Prudential President Carrol M. 
Shanks to the Alumni Association of 
Bellevue Hospital in which Mr, Shanks 
warned that fees based on the existence 


of a patient’s insurance policy “tend 
to push voluntary health insurance a 
little more out of the general reach, 


and brings the threat of Federalization 
a little closer.” 

Mr. Shanks told the doctors: “You 
won't be able to save all of the people 
you treat, even under the benign eye 
of the government, so some of them, 
even with Federal Health Insurance, will 
die. But inflation is making the cost of 
dying outrageously expensive, too. So 
the next logical step is. Federal Life 
Insurance—and incidentally, the govern- 
ment is in this business already to an 
extent that would surprise you.” 

Mr. Napear said he _ forsees_ vast 
changes in the agency brokerage system 
in the next 25 years. The average agent 
or broker as he is known today will not 
exist. He predicted “the big metropoli- 
tan-type agent will almost be a _ lost 
breed. In the face of the pressures 
leveled against independent producers on 
markets as well as on the diversification 
of lines the move toward exclusive repre- 


(Continued on Page 39) 
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AMER. FIRE & CASUALTY REPORT 





1958 Premiums Exceed $11.5 Million; 
Pres. Walter L. Hays Announces 
Appointments ; Dividend D2clared 
Walter L. Hays, president, American 

Fire & Casualty, following a mecting of 

directors announced -the company’s an- 

nual cash dividend, appointment of an 
advisory board. member and a number of 
official promotions. 

The annual cash dividend is $1 payable 
quarterly ; the first quarterly payment 
of 25 cents per share is payable to stock- 
holders of record February 28. 

Mr. Hays reported that American F. 
& C. “experienced satisfactory growth 
during 1958. New premium writings were 
at an all-time high, passing the $11.5 
million mark,” he said. 

’ |. Greer, president and treasurer 
of Texize Chemicals, Inc., Greenville, 
S. C. was elected a member of American 
Fire & Casualty’s advisory board. 

Charles T. Williams, Jr., was elected 
to the new position of assistant vice 
president of the company. He is agency 
manager, a position he has held since 
it was created in 1955, with charge over 
15 southern states and the District of 
Columbia. 

Darrell G, Haass was elected assistant 
treasurer of the company. Mr. Haass 
is manager of the “American’s” surety 
bond division, and is personnel director. 
The bond department is reported as one 
of the fastest growing departments in 
the company. 


Ohio Comm. E. A. Stowell at 
Opening of Allstate Office 


Allstate’s new Ohio regional office 
building in the Cleveland suburb, Shaker 
Heights, was dedicated at an open house 
ceremony recently. 

Insurance Commissioner I. A. Stowell 
was a dinner guest and brought greet- 
ings of the Ohio Insurance Department. 
Allstate officials attended as well as 
Charles Kellstadt, president of Sears 
Roebuck. 

Allstate officers present were Board 
Chairman Calvin Fentress Jr., Pres- 
ident Judson B. Branch, and Vice Pres- 
ident G. H. Bartlett, Eastern Zone Vice 
President Henry M. Mereness, Vice 
President Paul Briney, Vice President 
and General Counsel George Kline and 
Property Director C. A. Potts. 

The New Shaker Heights building, 
fully air conditioned and with offstreet 
parking for employes, and employes’ 
cafeteria and space for a drive-in claim 
service operation, replaces leased space 
which Allstate had in downtown Cleve- 
land. 








Broker Scores Filings 


(Continued from Page 38) 


sentation to permit firmer control and 
selection of business will gather strength, 
particularly in the urban centers. Where 
it is impractical to establish branches,” 
he said, “the independent agent will 
continue to operate with some measure 
of success.” 

Concluding his talk, Mr. Napear said 
he did not believe “that the new order 
will be any better answer to the troubles 
of the insurance business. We are still 
dealing with people. And if the ex- 
clusive agent as an employe will be 
more subservient to the wishes of the 
Insurance company, he will also be a 
bigger burden in this expanding welfare 
State. The imagined savings in cost 
through the use of exclusive agents may 
Prove to be an expensive luxury, but 
the movement toward that method of 
Insurance distribution seems to be in- 
exorable.” 





Fireman’s Fund Promotions 
Harold M. Steele has been appointed 
manager of Fireman’s Fund’s southern 
California automobile and casualty de- 
partment at Los Angeles. He succeeds 

.W. McKay who has retired. New 
assistant managers are W. A. Richmond 
and G. L. Doubledee; W. R. Greenfield 
is underwriting head and W. D. Saun- 
€rs Is supervisor of compensation un- 
derwriting. 


INDUSTRY’S SAFETY INSTITUTE 


Board of Governors Includes Represent- 
atives from Stock, Mutual and 
Independent Company Groups 
- H; F. Swanson, pro tempore secretary 
of the recently formed all-industry In- 
surance Institute for Highway Safety, 
has 
ernors of the institute. They are as fol- 


released names of board of gov- 
lows: 

From the Association of Casualty & 
Surety Cos.—Guy E, Mann, vice presi- 


dent, Aetna Casualty & Surety, Hartford; 


J. Harry Bibby, vice president, United 
States Fidelity & Guaranty, Baltimore; 
James M. Crawford, vice president, In- 
demnity Insurance Co. of North Ameri- 
ca, Philadelphia; and ex officio member, 
Dorsett, general 
Association of Casualty & Surety Cos., 
New York. 

From the National Association of Au- 
tomotive Mutual Insurance Cos.—Dwight 
M. McCracken, vice president, Liberty 
Mutual, Boston; Arthur S. Johnson, vice 
president, American Mutual Liability, 
Wakefield, Mass.; Chase M. Smith, gen- 


J. Dewey manager, 





eral counsel, Lumbermens Mutual Cas 
ualty, Chicago; and ex officio Newell R. 
general manager, National 
Association of Mutual In- 


Johnson, 
Automotive 
surance Cos. 

From the National Association of In 
dependent Insurers—Thomas C. Morrill, 
president, State Farm Mutual, 
Ill.; Howard Hutchinson, 
vice president-operations, Nationwide In- 
surance Co., Columbus, O.; Alan E 
Spottke, vice president, Allstate, Skokie, 
Ill.; and ex officio Vestal Lemmon, gen 
eral manager National Association of 
Independent Insurers. 
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Big Strides by HIC 
Grass Roots Program 

REPORTED BY MORTON MILLER 

April 10 Date for pares Meeting; HIC 


Pres. Comments on Insurance 
Industry-Blues Relations 





A clear picture of the progressive work 


of the Health Insurance Council was 
shown today at the Biltmore by HIC 
President Morton D. Miller. He also 


announced the HIC spring meeting set 
for April 10 in the Conrad Hilton Hotel, 
Chicago, and emphasized that that meet- 
ing is open for attendance “not only to 
those engaged in HIC work but also any 
others who feel they or their companies 
would profit thereby.” 

Mr. Miller who is second vice presi- 
dent and associate actuary of the Equi- 
table Society, made a valuable contribu- 
tion by describing not only the hearten- 
ing achievements of the Health Insurance 
Council’s Operation Grass Roots designed 
to build up greater understanding and 
cooperation between health insurers and 
the providers of medical service, but by 
giving a break-down of the activities of 
one of the better-established state com- 


mittees. He also advised the HIAA 
Group Forum delegates on how they 


can help to further the work of HIC. 

He reported the establishment of state 
committees (The Eastern Underwriter 
January 23) in all states except Idaho, 
Mississippi and Utah where committees 
are now being formed with HIC staff 
providing the necessary assistance. These 
committees have already distributed the 
council’s booklet on simplified physicians’ 
claim forms to every practicing physi- 
cian. “Now that all the doctors have 
been told about simplified claim forms,” 
Mr. Miller advised, “it is more than ever 
important that all companies get behind 
them so that our performance will mea- 
sure up to their expectation.” 


Activities of a State Committee 


His listeners appreciated the following 
of activity in one state during a three- 
month period. 1. Meeting with county 
medical society. In a panel presentation, 
the discussion dealt with coverage of 
out-patient care, insuring the older ages, 
mis- statements by agents, cancellation 
of policies by insurance companies, and 
major medical. 

Talks with state medical association 
to arrange for participation in society 
meetings and discussions with the Medi- 
cal Economics Council of the Society. 

3. Liaison with state hospital associa- 
tions to arrange publicity for Health 
Insurance Council activity and invite par- 
ticipation in regional hospital meetings. 
+. Acceptance of invitation to participate 
in a meeting of private clinics and hos- 
pitals. 

5. Editing of guide to the purchase of 
health insurance distributed by hospitals 
so as to remove a number of unsatis- 
factory references to insurance company 
practices. 

6. Arranged to meet Society of Nuclear 
Medicine together with Blue Cross-Blue 
Shield representatives to explore an edu- 
cational program regarding proper rec- 
ognition of nuclear medicine by the in- 
surance industry. 

7. Contact with the Association of 
Osteopathic Physicians and Sugeons. 
&. Two meetings with local associations 
of accident and health underwriters to 
explain work of the Health Insurance 
Council. 

The speaker observed that while the 
above is typical of a fully-established 
HIC state committee all the committees 
are not at that point yet, but will be, 
before long. 

Continuing the report, Mr. Miller said 


$6,663,332 Profit Made 
By Cont’l Casualty 


TUCHBREITER POINTS TO GAINS 


Continental Assur. Made 1958 Net Gain 
From Operations of $7,001,581; Directors 
Vote for 25% increase in Capital 








Roy Tuchbreiter, board chairman of 
both Continental Casualty and Continen- 
tal Assurance, reports that both compa- 
nies had “an excellent year” in 1958, 

Continental Casualty produced con- 
solidated net premiums of $244,324,186, a 
gain over 1957 of $3,946,199. Underwrit- 
ing profit on this business was $6,663,332 
— with a 1957 underwriting loss 
of $2,548,576. Net investment income 
went up to $10,385,778. After providing 
for United States and foreign income 
taxes, there remained net income from 
operations of $12,398,103 as against 
$6,080,396 in 1957, 

At December 31, 1958, Continental 
Casualty’s consolidated capital funds 
were $192,880,483, an increase during the 
year of $46,771,710. Admitted assets were 
$419,761 ,432. 

The company’s regular quarterly divi- 
dend of 35 cents per share will be paid 
March 2 to shareholders of record Feb- 
ruary 16, 


Life Co. “In Force” $5,421,720,707 
Continental Assurance increased its 
life insurance in force last year by 


$514,599,377 to a total of $5,421,720,707. 
Net gain from insurance operations was 
$7,001,581, a gain of $2,019,005 over 1957. 
Surplus to policyholders at the year-end 
was $61,285,549, a gain of $9,115,931, Ad- 
mitted assets were $587,926,193. 

Mr. Tuchbreiter reported that directors 
of Continental Assurance have voted to 
recommend to shareholders at their an- 
nual meeting on April 1 that the com- 
pany’s articles of incorporation be 
amended to increase the authorized capi- 
tal of Continental Assurance by 25%. 

If the shareholders approve this 
amendment it is the present intention 
of the board to declare a stock dividend 
at the rate of one share for each four 
shares held of record at a date to be 
designated later. If the stock dividend is 
declared, it is contemplated that the 
present quarterly dividend of 25 cents 
per share will be continued on the in- 
creased number of shares and that, later 
in the year, consideration will be given 
to the declaration of an extra cash 
dividend. 

The regular quarterly dividend of 25 
cents per share will be paid March 31 
to shareholders of record March 17. 





that “a great deal of consideration has 
gone into the matter of supplying the 
state committees with the necessary tools 
for their proper functioning. A speakers 
kit is available to them and a monthly 
news letter on council and related health 
insurance activity is being sent to each 
committee member, in addition to being 
distributed to those on our company 
home office mailing list. We hope soon 
to release an operating manual to the 
state committees which will contain a 
statement of the general purposes of the 
council and of our state program, instruc- 
tive material dealing with critical health 
insurance questions, and a guide to the 
establishment and maintenance of a sat- 
isfactory program of hospital and medi- 
cal relations.” 


What Industry Workers Can Do 


Expressing the council’s appreciation 
of the companies’ active support of the 
grass roots program, Mr. Miller sug- 
gested areas in which company men can 
help: “For one thing, make sure the 
work of the Health Insurance Council, 


LIAMA Sets Theme For Its 
A. & S. Meeting April 20-22 


“A Challenging Decade” is the theme 
of the 10th annual accident and sickness 
meeting of the Life Insurance Agency 


Management Association to be_ held 
April 20-22 at the Edgewater Beach 
Hotel, Chicago. 


Dr. S. S. Huebner, president emeritus 
of the American College of Life Under- 
writers, is to be a guest speaker at this 
meeting. Among other featured speak- 
ers will be Raymond H. Belknap, pres- 
ident of the United States Life; Travis 
T. Wallace, president of Great American 
Reserve; Raymond C. Johnson, agency 
vice president of New York Life; John 
J. Plumb, vice president and director of 
agencies, Paul Revere; Alfred W. Per- 
kins, A. & H. and Group vice president 
of Union Mutual of Portland, Me., and 
LIAMA’s Managing Director J. Harry 
Wood. 

Forums on 
and disability 
tured. 

Program chairman for the conference 
is William B. Cornett, director of sales 
and service, A. & H. department, The 
Prudential of America. His committee 
includes John R. Carnochan, vice pres- 
ident in charge of agencies, "Union Mu- 
tual; G. Warren DeGelleke, supervisor 
of A. & S. sales, New York Life, and 
John W. Sayler, vice president in charge 
of sales, Business Men’s Assurance. 

The meeting begins Monday afternoon 
and concludes Wednesday noon. Details 
of all the sessions will be announced 
soon, 


training communications 
income will also be fea- 





GROUP SALES CHANGES 





Benefit Association of Railway Em- 
ployes, Chicago, Makes Four Home 
Office Appointments 
Four Group sales home office appoint- 
ments at the Benefit Association of Rail- 
way Employes, Chicago, have been an- 
nounced by George S. Harris, vice pres- 

ident of Group sales. 

Robert W. Burmeister ‘has been named 
manager of Group sales, and James C. 
Nettleton, manager of Group field serv- 
ice. Newly appointed Group supervisors 
are James M. Nelson and Walter P. 
Peterson. Specializing in a progressive 
brokerage program, the Group sales 
features a full-care hospitalization pro- 
gram for groups of 25 or more. The 
Benefit Association is a mutual legal 
reserve life insurance company. 





of Operation Grass Roots, and the story 
of health insurance is known and under- 
stood by your ‘home office official family. 
Carry the story further to your field 
organization including your agents. In 
particular, acquaint your salaried sales 
and claim representatives in the field, 
with the roster of state committee chair- 
men and encourage them to keep in 
touch with the activities of the com- 
mittee in their state if they are not 
participating in it. 

Mr. Miller then listed the council’s 
activities on the national level, as distinct 
from the activity between the industry 
and the medical profession and hospitals 
locally. “1. Following the meeting be- 
tween company presidents and the of- 
ficers and trustees of the American 
Medical Association last September, a 
small committee from each group was 
set up to meet from time to time. The 
first such meeting and a very satisfactory 
one was held February 4. 

“Discussion dealt with the need for the 
American Medical Association to lend 
further support to our state committee 
program by encouraging the state and 
local medical societies to set up insur- 
ance committees with whom we could 
deal as the counterpart of our commit- 
tees. 

“Two important resolutions adopted by 
the House of Delegates of the Ameri- 
can Medical Association at its Minne- 
apolis meeting in December were also 
discussed at some length. The first was 
the recommendation of the Council on 
Medical Service ‘that physicians agree 
to accept a level of compensation for 


(Continued on Page 41) 


HIAA Group Forum at 
Biltmore Hotel Here 


ATTENDANCE RECORD SET 





14 Workshops on Topics of Interest; 
Moderators Included R. W. Judd, H. V. 
Lyons, A. M. Thaler, J. W. Moran 





Some 600 insurance executives from 
the United States and Canada attended 
the Group Insurance Forum of the 
Health Insurance Association of Amer- 
ica at the Biltmore Hotel, New York 
City, February 16-18. This unprecedented 
registration, largest in the history of 
association meetings, resulted in the 
setting up of 14 more forum workshops 
and the addition of 13 moderators. 

The number of subjects to be covered 
at the workshops remained at 12, but 
in nine of the 12 subjects facilities were 
expanded. The workshops were held 
four sessions—Monday afternoon, Tues- 
day morning and afternoon, and Wednes- 
day morning, 

The additional moderators for the 
workshop on “Major Medical—Under- 
writing, Experience and Reserves” are 
Robert W. Judd, director of Group life 
and A. & H. underwriting and adminis- 
tration, New England Life, and Harold 
V. Lyons, actuary, Group division, State 
Mutual Life, Worcester. Alan M. Thaler, 
second vice president and associate actu- 
ary, The Prudential, joined the “Major 
Medical—Cost Control” workshop. Joseph 
W. Moran, assistant vice president and 
Group underwriter, New York Life, and 
William G. Williams, manager Group 
department, Provident Mutual Life, 
moderated “Major Medical—Benefit Pro- 
visions” workshops. 


Other Workshop Moderators 


Added to the “Long Term Disability 
Coverage” workshops as _ moderators 
were Harold R. Leidholdt, secretary, 
Group department, The Travelers, and 
John R. Bevan, assistant actuary, and 
Lewis Weldon, chief underwriter, both 
of Liberty Mutual. Richard Hoffman, 
assistant actuary, Equitable Society, was 
a moderator for “Conversion of Group 
Health Insurance” workshop. 

Abbott P. Allen, secretary, Group divi- 
sion, State Mutual Life, moderated a 
workshop on “Group Health Insurance 
for Retired Employes.” C. L. Massey, 
chief underwriter, accident and health 
department, Lumbermens Mutual Casu- 
alty, was a moderator for “Federal Dis- 
closure Act,” and E. D. Lord, Group 
manager, Life of Georgia, for the “Sales 
Management” workshop. Richard J. 
Learson, vice president for Group of 
Mutual Of New York, moderated on the 
“Experience Rating of Group Health 
Insurance” workshop, and John A. 
Resony, actuarial assistant, The Travel- 
ers, was named to the same workshop. 





W. G. Bilbrey to Oakland 
For Massachusetts Mutual 


Walter G. Bilbrey has been appointed 
general agent in Oakland, Calif., for 
Massachusetts Mutual Life. Prior to this 
appointment he was assistant superin- 
tendent of agencies at the company’s 
home office in Springfield, Mass. 

Mr. Bilbrey was born in Lima, Ohio, 
and was graduated from Manchester 
College in Indiana. He entered the life 
insurance field in 1951 and has since 
had extensive experience in sales and 
agency management, including a year 
as assistant general agent of the Massa- 
chusetts Mutual’s Toledo agency. He 
earned the CLU designation in 1955. He 
joined the home office agency staff last 
October. 

Mr. Bilbrey has done volunteer work 
for the Heart Fund and the Community 
Chest, served as president of both high 
school and college alumni associations, 
and taught classes in salesmanship at 
the University of Toledo. A Navy 
veteran of World War II, he is cur- 
rently a lieutenant in the Navy reserve. 
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HIAA Group Insurance Forum In New York February 16-18 





Charles G. Hill Opens HIAA Meeting Follmann Sees Progress In Interrelation 
Of Voluntary Health Ins. Approaches 


Charles G. Hill, vice president, Massa- 
chusetts Mutual Life, presided at the 
general session which opened HIAA’s 
third annual Group Insurance Forum 
February 16 at Hotel Biltmore, New 
York. Mr. Hill is chairman of the HIAA 
forum subcommittee. 

In extending a welcome to the dele- 
gates Mr. Hill noted with pleasure that 
registration for this gathering had topped 
600, a new record by a substantial mar- 
gin. He said: “We would hope that this, 
in some measure, reflects your approval 
of our program. Certainly it proves be- 
yond any doubt that there is a wide- 
spread and acute awareness of the issues 
with which we in the health insurance 
business are faced today. Also, it gives 
clear evidence of a sincere desire in all 
quarters to render even more effective 
our combined ability to meet the health 
insurance needs of every segment of our 
population. To this end, may we dedi- 
cate the 1959 Group Insurance Forum.” 

Mr. Hill then said: “Our opening ses- 
sion this morning is designed to bring 
sharply into focus the progress we have 
made and the problems confronting us 
in the dynamic field of health insurance. 
Those who will address us are especially 
well qualified to speak on their par- 
ticular subjects. Immediately following 
the presentations of our speakers, there 
will be a period during which they will 
answer questions from the floor.” 

Mr. Hill introduced Arthur M. Brown- 
ing, vice president, New York Life, who 





Arthur Johnson 
CHARLES G. HILL 


is chairman of HIAA’s Group insurance 
committee, as the keynoter of the meet- 
ing. Mr. Browning’s remarks appear in 
another column. 





Health Insurance Council Progress 


(Continued from Page 40) 


medical services rendered to persons over 
65 with modest incomes or low family 
incomes which will permit the develop- 
ment of insurance plans at a reduced 
premium rate.’ It is hoped that a meet- 
ing can be arranged shortly with the 
Council on Medical Services regarding 
the implementation of this recommenda- 
tion through insurance company plans. 

“The second resolution was the en- 
dorsement given by the House of Dele- 
gates at Minneapolis to the study of 
relative value schedules by local and 
state societies using the nomenclature 
and code numbers but not the values of 
the California Value Study. “This is a 
somewhat delicate area where, of course, 
we are most desirous of seeing some 
progress made. We expect to follow it 
closely and be ready to offer technical 
assistance, if our help is sought,” Mr. 
Miller reported. 

“2. The council was asked by both the 
American Hospital Association and the 
American Medical Association to desig- 
nate a group to discuss the problems 
of financing the health care needs of 
the aging, paralleling similar representa- 
tion from Blue Cross and Blue Shield. 
These talks culminated in the submission 
of a written statement in each instance. 

“It goes without saying that the his- 
toric action of the Health Insurance As- 
sociation of America at its special meet- 
ing in December to encourage the 
acceleration of the growth of improved 


Plans for health insurance with empha- 
Sis on coverage for the aging and the 
aged was prominently featured in our 
Statement. I would like to remind you 
of the injunctions on Group insurers ‘to 
develop and promote aggressively soundly 
financed coverages that will continue 
after retirement,’ and ‘to encourage the 
inclusion in Group health insurance con- 


MARTIN D. MILLER 


tracts of the right to convert to an 
individual contract on termination of 
employment.’ I need not emphasis how 
important it is for each company to do 
its part in carrying out the association’s 
program. 

“3. Discussions on a variety of sub- 
jects of common interest have also begun 
with the committee on prepayment of the 
American Hospital Association. This is 
something we had much desired for a 
long time but had been unable to ac- 
complish until now. Our efforts to talk 
about common problems had previously 
been resisted by some within hospital 
circles because of fear of encroachment 
on the position of Blue Cross.” 


Relations with Blue Cross-Type Insurers 


Mr. Miller then made an important 
statement on the question of relations 
and attitudes of company representatives 





The interrelation and interdependence 
of the various approaches to voluntary 
health insurance the theme de- 
veloped by Joseph F. Follmann, Jr., HI- 
AA’s director of information 
search, in addressing the opening session 
February 16 of the third annual Group 
Insurance Forum of Health 
Association of America. Speaking on the 
topic, “Service Plans,” Mr. Follmann 
pointed out that voluntary health insur- 
ance is written in the United States in 
many forms and by various types of in- 
surers. These include insurance com- 
panies, service p'ans like Blue Cross 
and Blue Shield, Group medical plans 
operating on a pre-payment basis, self- 
administered plans, community plans, 
fraternal societies, and rural and con- 
sumer health cooperatives. 

“Each type of insurer,” Mr. Follmann 
noted, “has a distinctive approach, pro- 
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about Blue Cross and Blue Shield. He 
said that there is still great suspicion 
in the Blue Cross-Blue Shield circles of 
insurance company efforts to find a com- 
mon ground for the promotion of vol- 
untary health insurance. The HIC presi- 
dent said: “We see the effects of this 
in some local areas where the efforts 
of our state committees to achieve co- 
operation with doctors and _ hospitals 
have been greatly slowed down. Neither 
the Blues nor ourselves could have 
achieved the spread of health coverage 
we have seen in this country each with- 
out the other. Neither the Blues nor our- 
selves is going to, indeed should want to, 
pre-empt the health insurance field to 
the exclusion of the other. The spur of 
the competition between us and _ the 
differences in our approach to serving 
the health insurance needs of the public 
are the strongest guarantees that the 
public will be served best. Yet it is of 
the utmost importance that we and they 
recognize fully our community of in- 
terest in furthering our objective of ex- 
tending voluntary health insurance on as 
broad a basis as possible, soundly and 
at a reasonable cost to all of our citizens 
who can afford to pay for it. You can 
help here by being sure this unity of 
basic purpose is thoroughly understood 
in the home office and field so that the 
heat of competition on a particular case 
does not distort the perspective of the 
participants.” 


On Chicago Agenda 


At the April 10 meeting in Chicago, 
Mr. Miller said, HIC standing commit- 
tees on hospital relations, medical re- 
lations, uniform claims and_ technical 
matters will be reported but that a major 
share of the program will be devoted to 
the state committees and the furtherance 
of operation grass’ roots. 

He concluded his speech as follows: 
“We have made great strides in our 
relations with the health care professions 
and they have made much progress in 
their relations with us, for this by its 
nature is a reciprocal relationship. Much 
remains to be done, but many people 
of good will are engaged in seeing to it 
that the doing continues at an accelerated 
pace. 

“T am confident that through the coun- 
cil, through heightened individual com- 
pany effort, and through the work of the 
Health Insurance Institute and the As- 
sociation the close order of partnership 
between voluntary insurers and_ the 
health care professions required to insure 
the continuance of medical care of the 
highest quality for the American people 
will be established.” 


viding the buyer of insurance the oppor- 

tunity to choose the kind of plan best 

suited to his needs and ability to pay. 
Monopoly Has No Place 

“While the resulting heterogencity 
can at times appear confusing and can 
present impediments to a ready, simpli- 
fied understanding of the subject, it is 
necessary to recognize that many of the 
aspects of voluntary health 
must still he looked upon as experimental 
and that this form of protection re- 
mains in a state of evolution. 
of this, has no place, 
should it have a place, in an area of such 
vital public and personal concern as 
modern medical care. Monopoly, whether 
public or private, tends to become irre- 
sponsive to changing needs and de- 
mands, to become complacent, to torm a 
fixed pattern, and to stagnate. 

“Hence, the keen competition which 
exists among insurers of all types in this 
country has spurred experimentation to 
devise new and better benefits and ap- 
proaches, It has made voluntary insurers 
responsive to changing needs and to the 
rapid evolution which proceeds in the 
provision of medical care.” 

Mr. Follmann pointed out how this 
interrelation and interdependence of the 
various approaches has called for recent 
evaluations of positions and opinions 
held for so long a time that they were 
becoming traditional. “This evaluation 
has been brought about by a gradual 
awareness of the fact that in the public 
mind all of voluntary health insurance, 
in the last analysis, becomes one great 
institution,” said the speaker. 

This was markedly brought out by the 
1958 consumer attitude study conducted 
for the Health Insurance Institute. 

In Mr. Follmann’s opinion all forms 
of voluntary health insurance in the 
U. S., while their philosophies and their 
approaches often differ, are engaged in a 
common endeavor. “If this concept can 
once be accepted, it would appear self- 
evident that the public will either choose 
or reject voluntary insurance, regardless 
of the form it takes, as a means of 
spreading the serious economic hazards 
inherent in illness and accidents. 

“Acceptance means further growth and 
expansion, continued development and 
refinement of the process,” he empha- 
sized. “Rejection can only mean a gov- 
ernment scheme on a broad compulsory, 
monopolistic basis and lacking the flex- 
ability necessary to meet the varying 
needs or desires of different people.” 


insurance 
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monopoly nor 


Liaison Conference Formed 


In full recognition of the importance 
of this developing interrelationship, rep- 
resentatives of Blue Cross and Blue 
Shield plans and the insurance companies 
got together last June during the NAIC 
annual meeting. “Out of this get-to- 
gether,” said Mr. Follmann, “came the 
formation of a liaison conference which 
met last November 13 and again in the 
course of the NAIC meeting in Decem- 
ber. 

“The insurance industry is represented 
at this conference by Arthur M. Brown- 
ing, New York Life, chairman of the 
HIAA subcommittee on uninsured and 


service type plans; C. Manton Eddy, 
Connecticut General Life, who is HI- 
AA’s board of directors; Albert Pike, 


Jr., actuary of the Life Insurance Asso- 
ciation of America; Thomas J. Gillooly, 
associate counsel of the American Life 
Conventions, and myself. The confer- 
ence will discuss problems common to 
all types of health insurers and will work 
toward creating a better climate in which 
voluntary health insurance might func- 
tion.” 
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The current picture of 1959 legislative 


3 developments as they affect the health 


insurance business, both at the Federal 
and state levels, was presented at the 
‘opening general session _of HIAA’s an- 
Forum February 
16 in New York by two keen observers 
R. Neal, general manager, 


‘ica, and John P. Hanna, HIAA’s general 
* counsel. 

As the first speaker following the key- 
) note address by Arthur M. Browning, 


© vice president, New York Life, Mr. Neal 


The 1959 A.& H. Legislative Picture 


| Neal and Hanna Give Size-up of Federal and State Bills Which 
Will Affect Health Insurance Business; Include Con- 


gressional Probes, Continuance of Coverage in N. Y. 


over a two year period. Its purpose, 
according to Senator Javits, would be 
“to determine the health service needs 
of all our citizens. . Particular refer- 


ence will be given to the coverage 
required by and actually extended to 
certain groups like the aged, unem- 
ployed, mentally ill by the many 


voluntary prepaid health insurance plans 
now in operation.” 

Mr. Neal said that at the end of its 
study the commission will make recom- 
mendations to the President and Con- 
gress as to what legislation “might be 





$90 per year to finance the plan. 


and members of his family. 


doesn’t provide adequate protection, 


Murray-Dingell Bills Introduced This Week 


Bills to establish a national health insurance plan were introduced Monday 
of this week in Congress by Senator James E. 
sentative John D. Dingell (D-Mich.). Described as substantially the same as the 
Wagner-Dingell bills of 14 years ago, the latest proposals call for equal con- 
tributions by employers and employes of 1.5% of earnings, but not more than 


Under the new bill, care would include preventive and diagnostic examina- 
tions, laboratory and X-ray services, as well as treatment in the hospital or home. 
Hospitalization would be provided for up to 60 days a year for the employe 
Dental services and more costly prescribed medi- 
cines, home nursing, special appliances and eyeglasses also would be provided. 
In a statement this week, Senator Murray charged that ‘ 
insurance, originally opposed by the American Medical Association, has brought 
comprehensive service to only about 8% of the American people,” 


Senator Murray accused the present Republican administration of being 
“unwilling to offer anything constructive in this field. The best thing the 
Administration has come up with has been a plan for reinsurance that even the 
insurance companies have rejected,” he said. 

It is to be noted that the A. & H. industry is also strongly opposed to these 
present bills, as it has consistently disapproved of any proposals for the Govern- 
ment taking over financing of health care. 


Murray (D-Mont.) and Repre- 
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I Feeance in Washington. 


1959 and 1960 will be 
periods of very active concern for health 
He pointed 
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' to the investigation which will be re- 


sumed about mid-March by the Senate’s 
subcommittee on antitrust and monopoly, 
delving first into ocean marine insur- 
ance and then into mail order insurance, 
and said: “It seems likely that a pro- 


tracted and extensive inquiry into all 
jacets of our industry will eventually 
result.” 


Mr, Neal then spoke of another Con- 
gressional inquiry which stems from the 
organizational meeting of the Senate 
committee on labor and public welfare. 
“As usual,” he said, “a subcommittee on 
health was created. In addition, how- 
ever, a special subcommittee was set up 
to look into problems of the aged and 
the aging. Its chairman is Senator Mc- 
Namara of Michigan. An advisory board, 
it is understood, will be appointed from 
industry and the public, and it is gen- 
erally believed that Dr. Wilbur J. Cohen, 
professor of public welfare administra- 
tion, School of Social Work, University 
of Michigan, will be chairman of this 
oard. 

“Hearings will be held in Washington, 
but these will be relatively brief in 
comparison with the proposed 20 hear- 
ings which the committee plans to hold 
in cities throughout the country. The 
hearings are to form the basis for 
legislation to be proposed in the general 
area of problems of the aged and the 
aging, and which may be introduced and 
considered in the second session of this 
Congress.” 


Health Study Services Commissions 


The speaker spoke of still another 
Congressional study under consideration 
—the establishment of a Health Study 
Services Commission, proposed by Sena- 
tor Javits of New York through Senate 
Joint Resolution 43, which would operate 





stimulate 
by 
pro- 


necessary to supplement or 
broader health protection coverage 
existing private and _ non-profit 
grams.” 


Sees Danger in Modified Forand Bill 


The speaker then noted that the 
Forand-type legislation of last session 
has already been introduced in both the 
Senate and the House. This is a 
“greatly modified” Forand bill, provid- 
ing only hospitalization coverage for 
OASDI beneficiaries and their depen- 
dents. “However, the eligible age for 
benefit payments would be 70 rather 
than 65,” said Mr. Neal. “Seemingly, the 
high cost figures presented by the De- 
partment of Health, Education and 
Welfare last year, and the even higher 
figures presented by the health insur- 
ance industry, have caused a retreat 
to this particular type of proposal.” 

In Mr. Neal’s opinion this could be 
an even more dangerous proposal than 
the former Forand-type bill “because for 
those who are looking for a compro- 
mise this approach might be a 
palliative which they might accept at 
first glance. It is a truism that legis- 
lation is the result of compromise. In 
this case the compromise could be just 
as serious an entering wedge in the 
governmental invasion of the voluntary 
health insurance field as the passage of 
the previous Forand bill.” 

Attention was next directed to a 
health insurance program for Federal 
Civil Service employes sponsored by the 
AFL-CIO Government Employes Coun- 
cil. Half a dozen such bills are in the 
hands of House and Senate committees 
on Post Office and Civil Service, with 
early hearings on them expected. Mr. 
Neal said that in yeneral, they provide 
for basic and major medical expense 
coverage for active and retired govern- 
ment employes and their dependents. 
The Government, in the role of employer, 





Forum In New _ York February 








JOHN HANNA 


“Speak Boldly, Vigorously on 
Health Care Costs,” Williams 


All the factors which influence the 
costs of health care should be placed 
continuously before the American people 


by all groups in the health care field, 
James R. Williams, vice president, 
Health Insurance Institute, said on 


February 16 in addressing the HIAA’s 
annual Group Insurance Forum at Bilt- 
more Hotel, New York. 

As a participant in the panel discus- 
sion on “Progress and Problems” Mr. 
Williams emphasized that “the public 
will pay more for its medical care only 
so long as it feels that the services are 
necessary to obtain the best possible 
treatment.” He urged expansion of vari- 
ous informational programs to report 
to the public on all facts relating to the 


better medical care available today and 
what it costs to onetide this care. 
While noting that medical care ex- 


penses accounted for the single sharpest 
rise in the Government’s Cost of Living 
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Index, Mr. Williams cautioned against 
jumping to hasty conclusions. He de- 
clared that high costs do not necessarily 
mean unreasonable costs. “The better 
medical care we enjoy today requires 
complex and costly equipment, health 
restoring devices and services of all 
kinds,” he said, 


“It calls for expensive medical and 
hospital facilities, and salaries and wages 
of at least two hospital employes for 
every patient . hospital payrolls ac- 
count for more than 60% of the total 
of all hospital expenses. More informa- 
tion on these and other factors influ- 
encing health care costs is not only 
needed but must be broadcast to the 
public.” Mr, Williams concluded: 


“Those responsible for distribution of 
this care, and for payment, must make 
sure that the public is convinced that 
these services are not being used inef- 
ficiently or wastefully, To this point the 
health insurance business—and all other 
health care groups—must speak boldly 
and vigorously.” 





would share part of the premium costs 
with the employe. The employes would 
have the option to choose the form of 
health cost program, including cash in- 
demnity, service type, national Federal 
employe associations, and Group practice 
prepayment. Major medical deductibles 
would be based on annual salary. 

Mr. Neal also pointed out that in sign- 
ing the Welfare and Pension Plans Dis- 
closure Act last year President Eisen- 
hower was critical of it in several re- 
spects. To meet those criticisms, he said, 
Senator Hugh Scott of Pennsylvania has 
proposed a bill which would give the 
Secretary of Labor the powers of an 
administrator of the act, allow the Secre- 
tary to prescribe the forms to be used 
to carry out investigations of violations, 
and enable him to bring suit on behalf 
of beneficiaries when deemed necessary. 
“How seriously this measure will be con- 
sidered is not known,” said the speaker, 
“but it may be that before this session 
of Congress closes, the whole subject 
will again be reopened.” 

In closing Mr. Neal said: “These are 
the major legislative problems which are 
before us. In addition however, there 
are bills to eliminate age 50 as the basis 
for disability benefits; to increase Social 
Security benefits by 10%; to provide 
benefits for everyone over 65 regardless 
of OADSI qualifications; to create a 
Bureau of Older Persons in the Depart- 
ment of Health, Education and Welfare; 
to provide a ‘baby and medicare’ pro- 
gram for retired members of the Armed 
Services and to create a National In- 
stitute of Geriatrics. While not proposed 
this year by the Administration, the 
‘pooling’ bill, which has been with us 
for several sessions of Congress, may 


again require attention. This would 
allow small insurance companies and 
voluntary associations to combine their 
resources to make prepayment coverage 
more readily available. 

“A new bill of this type has 
referred to the House Interstate and 
Foreign Commerce committee. If en- 
acted, the legislation would provide for 
an appraisal of the plans by the Secre- 
tary of Health, Education and Welfare.” 


been 


Hanna’s Size-up of State Legislation 


Mr. Hanna devoted much of hus atten- 


“ 


tion to “continuance of coverage” bills, 
citing in particular New York <A.736 
(S. 531) which requires among other 
things, that Group coverage on indivi- 


duals whose insurance is terminated for 
any reason, be continued for life at the 
same benefit level and at the same 
rate. This bill, Mr. Hanna said, con- 
tains essentially the Metcalf Committee’s 
proposals introduced in the New York 
legislature in 1958. 

In the passing he noted that bills in 
Missouri and West Virginia would pro- 
hibit cancellation of any A. & H. policy 
except for non-payment of premium, 
and that a North Dakota bill prohibits 
cancellation and requires lifetime cov- 
erage, but so far it would apply only 
to individual A. & H. 

HIAA’s general counsel then said: 
“Our association recognizes the import- 
ance and desirability of making more 
permanent forms of coverage widely 
available to the public. Our member 
companies at a special meeting last De- 
cember 8 resolved to redouble their 
efforts in this direction. Subsequent 


(Continued on Page 49) 
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Group A. & H. Underwriting Problems 
Panel Here Moderated By H. E. Bliss 


Panelists were Donald D. Cody of New York Life, Brooks 
Chandler, Provident L. & A. and Paul H. Rinker, Conti- 


nental Assurance; Detail Handling of New, Renewal Plans 


New York, February 17—Group health 
underwriting problems were discussed 
at the Biltmore Hotel, today, by a 
panel of experts moderated by H. E. 
Bliss, manager, Group underwriting, Em- 


ployers Mutual Liz ability. 
The panel members were: Brooks 
Chandler, assistant vice president, Prov- 


ident Life & Accident; Donald D. Cody, 
second vice president and Group actu- 
ary, New York Life and Paul H. Rinker, 
vice president, Continental Assurance. _ 
Mr. Chandler handled the problems of 
underwriting new Groups and gave de- 
tailed pointers for underwriters. He 
said that the underwriter in such cases 
is subject to many influences and often 
in an unenviable position, explaining: 
“Pressure for liberality from his com- 
pany’s own sales organization has always 
been heavy and continues unabated in 
an always more competitive market. 
Management expects growing premium 
volume to offset the effect of constantly 
increasing overhead expenses. Added to 
these is the need to answer criticism 
by the social planners of the job being 
done by the insurance industry through 
extension of health insurance benefits, 
particularly by means of the Group in- 
surance mechanism, to as great a seg- 
ment of our population as possible. 
The A. & H. underwriting rules and 
premium calculation procedures used by 
most companies have been designed pri- 
marily to place reasonable limitations 
on benefits and produce premium rates 
taking into consideration a few of the 


own 


basic characteristics of the group in- 
volved. Except in the case of loss of 
time benefits, too little attention has 


been given to effective coinsurance. 


“The underwriting information re- 
quired has usually been limited to the 
type of industry, number of employes 


and female content,” Mr. Chandler ob- 
served. “During recent years, for the 
larger Groups at least, most underwriters 


have insisted on some information re- 
garding the claim experience of any 
carrier or carriers previously on the 
risk.” 


Suggests Rules Procedure for 
Re-examination 


The speaker then listed rules and pro- 
cedures which might profitably be re- 
examined, changed to meet current con- 
ditions or strengthened. “Many com- 
panies have generally unsatisfactory ex- 
perience with Groups of public employes 
(particularly yrs me ilities and = coun- 
ties) and with (¢ sroups of seasonal work- 
ers, such as construction companies, 
food processing companies, or resort 
hotels,” the speaker pointed out. 

“Insurers active in the 10 to 25 life 
field, where rules must be strictly ob- 
served and great reliance placed on the 
field underwriter, should probably be 
particularly interested in proper under- 
writing of groups which, as a class, can 
be expected to produce relatively un- 
satisfactory claim ratios.” 

Experience of Previous Carriers 

On requesting that experience of pre- 
vious carriers be furnished to the under- 
writer of a new Group, Mr. Chandler 
suggested that adequate information and 
more careful analysis of the information 
secured can well serve to avoid accep- 
tance of many Groups at inadequate 
premium rates, Replacing Blue Cross or 
Blue Shield-type plans involves special 
problems, also, he said. 

“Some maintain separate experience 
records and claims charged to the par- 
ticular group are available. Information 
of this sort must be used judiciously, 


however, in estimating losses under an 
insured plan because of the manner in 
which Blue Cross payments to hospitals 
are calculated,” the speaker advised. 
The most effective initial underwriting 
is done by those who are entire!y fam- 
iliar, and vitally concerned, with renewal 
problems, Mr. Chandler believes. 
“Mere knowledge that the chain ex- 
perience has been satisfactory or unsat- 
isfactory, of course, is not sufficient for 
underwriting purposes. Paid claim totals 
must be adjusted to reflect both out- 


standing liability and any proposed 
changes in benefit levels or plan pro- 
visions, The resulting figures should 


then be related to the premium rates 
which would ordinarily be charged. 
“Even though a _ previous carrier’s 
experience may have been unsatisfac- 
tory,” the speaker explained, “in some 
cases correction can be made by revising 
the benefits, securing a more satisfactory 
spread of risk through improved enroll- 
ment, or by other means. Few companies 
these days are able to risk the losses 
which inevitably result from blind ac- 
ceptance of transferred business.” 


Remarks on Coinsurance in Group 


Speaking on effective coinsurance and 
the growing aw areness of the importance 


of coinsurance in medical care pro- 
grams, Mr. Chandler pointed out that 
a number of Blue Cross plans, which 
historically have emphasized the full 
service concept, now offer plans with 
initial deductibles, Unions, too, par- 
ticularly at the local level, seem more 


willing to accept the fact that abuse of 
insurance plans by a small percentage 
of the persons covered is reflected di- 
rectly or indirectly in the cost to the 
group as a whole. 

“The initial or front end deductible 
is particularly important in plans which 
provide substantial benefits for hospital 
confinement but do not cover phy- 
sicians’ services, diagnostic expenses and 
similar items outside hospitals because,” 
he explained, “by their nature such plans 
have the effect of encouraging excessive 
utilization of hospital facilities for care 
which could be secured elsewhere.” 

Mr. Chandler then turned to the 
question of developing new techniques 
in establishing adequate premium rates, 
or devising benefits which can be admin- 
istered at reasonable cost. He urged that 
to the greatest extent possible every 
underwriter will want to give weight to 
certain factors which he listed as fol- 
lows: 

“(1) Use of area rating methods—In 
the operation of major medical and com- 
prehensive medical care insurance, under 
which benefits are directly related to 
charges for the services received, it was 
soon apparent that uniform premium 
rates could not be used nationwide and 
that adjustment would have to be made 
to reflect the variation in medical care 
costs between different sections of the 
country. 

“Recent experience indicates that area 
cost levels may be very important in 
establishing premiums for basic benefits. 
Of equal or perhaps greater importance 
is the medical care pattern in the par- 
ticular locality. 

“A number of companies have sus- 
tained serious losses under plans offered 
at standard rates to Groups who had 
become accustomed to over-utilization 
of hospital facilities previously available 
under service arrangements with doctors 
and hospitals. The underwriter cannot 
afford to ignore the medical care habits 
of the community, 


Policyholder Help With Costs 


“(2) Interest on the part of the Group 
policyholder in controlling costs—It is 
essential to the insurance carrier that the 
Group policyholder, and any union or 
other Group representing the individuals 
covered, be directly concerned with the 
ultimate cost of the plan. 

“Where a policyholder has year after 
year responded to requests for adequate 
renewal premiums by changing carriers, 
the underwriter will want to think 
carefully before adding the name of his 
company to a list of dissatisfied alumni. 

“Many situations may appear almost 
hopeless. Where benefits cover the full 
cost of services, coverages are arranged 
in such a way that the insured persons 
are encouraged to use more expensive 
treatment facilities than should be re- 
quired, and all or most of the cost of the 
insurance is paid by the Group policy- 
holder, there al seems little possibility 
that the plan can be operated at pre- 
mium rates comparable to those nor- 
mally used.” 

However, in these cases, Mr. Chandler 
said, “the policyholder or union may 
finally face reality and accept the neces- 
sity of introducing effective coinsurance 
through use of deductibles or other 
limitations on benefits. With the Blue 
Cross plans adopting the deductible idea, 
and with growing support from medical 
groups, the insurance industry should 
certainly not diminish its efforts to con- 
vince those it serves that health insur- 
ance benefits defeat their own purpose 
if they increase the over-all cost of med- 
ical care by encouraging excessive utili- 
zation of medical care services.” 


Non-Duplication of Benefits 


“(3) Non-duplication of benefits pro- 
visions — Multiple coverage of hospital 
expenses, physicians’ charges and other 
medical care costs is an increasingly 
important problem, serving as it does to 
encourage over-utilization and promote 
legitimate dissatisfaction on the part of 
doctors. Non-duplication provisions are 
being used to a greater or lesser extent 
by all companies writing major medical 
or comprehensive medical insurance. 
Adoption of similar provisions in basic 
plans can be very helpful in claim cost 
control,” he suggested. 

“(4) The increasing importance of age 
as an influence on claim costs—The ne- 
cessity of reflecting in premium rates t'1c 
higher cost of benefits for older per- 
sons under major medical and compre- 
hensive has been apparent from _ the 
beginning, Emerging experience under 
these plans, as well as under plans pro- 
viding basic ‘hospital-surgical benefits 
for retired employes, has directed at- 
tention to the necessity of determining 
whether, even though only active em- 
ployes are to be covered, employes at 
advanced ages constitute a sufficient per- 
centage of the group to require higher 
than normal premiums. Many companies 
now routinely require the age distribu- 
tion or the percentage of employes over 


55 or 60 years of age, before quoting 
firm rates for new Groups. 
, ee : 
“(5) More realistic volume discount 


procedures—Volume discount tables re- 
flecting the expense savings to be ex- 
pected on the larger Groups have been 
used by all companies for a number of 
years. Recently, many companies have 
refined their volume discount tables to 
reflect the less favorable claim exper- 
ience under certain lines of coverage, as 
well as other characteristics of the par- 
ticular plan which affect expense charges, 
such as the average premium per em- 
ploye. 

“(6) The credit standing of the em- 
ployer—The recent recession, which we 
hope is now behind us, resurrected a 
problem which had been of little con- 
sequence during recent years. The under- 
writer must necessarily be concerned 
with the question as to whether the 
prospective Group policyholder will con- 
tinue in business and pay premiums as 
they become due. Many companies rely 
on their field representatives, but credit 
investigation and publications of credit 
rating organizations have been used 


































PAUL H. RINKER 


with good results. 

“(7) Multiple employer Groups—B 
cause of the political pressure to expan) 
our service and as a means of findin’ 
new sources of business,” the Speaker 
pointed out, “almost all companies hay 
ventured to one extent or another inj 

E 















the field of multiple employer and ass 
ciation Groups.” 

Concluding his talk, Mr. Chandle} 
stated: “Greater understanding on the 
part of doctors and hospitals of th 
true nature of health insurance, veal 
ing from effective work being carrie” 
on by individual companies and by th 
industry, gives us reason to hope the 
many of the abuses to which our plan} 
have been subjected during recent year 
will be reduced in the future. This cam: 
not, however, furnish the complete an) 
swer, and the underwriter must continu) 
to face his basic responsibilities—firs)” 
to see that plans are arranged in suc 
a way as to give everyone concerned ; 
direct interest in controlling cost, ani 
second to assure that premium rate! 
are adequate to cover the risk assume, 
and to provide a reasonable margin for) 
reserves and expenses of administri 
tion.” 3s 


Remarks of Paul H. Rinker ( 


Mr. Rinker said that renewal unde 
writing actually starts with the accep: 
tance of the new case. It is necessary)” 
he said, to get the background facts ti)” 
avoid having to correct trouble tha 
may develop on the first renewal. 

The first renewal provides an oppor 
tunity, he said, “to review and_ fac 
either our wisdom or our mistakes oi 
12 months ‘previous, especially as to the 
kind of plan approved and the rates a 
which it was written. Mr. Rinker then 
described the process of preparing for 
renewal: 

“Ninety days before 
of a case, a work sheet is prepared bil 
the statistical department. This  work® 
sheet shows all of the various coverage, 
the number of employes insured under? 
each type of coverage, the total volume 
of coverage, the earned premium fof] 
nine months, the paid claims for nine 
months, the premiums charged for eat 
unit of coverage, and the manual pre: 
miums which ordinarily would be applied 
at the renewal time of the case. 

“In addition to the paid claims, a re 
serve is calculated at the first renewal 
by the actuarial department and as thert 
is no previous experience of ours on ay 
first year case, the general average * 
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the renewal date 












serve established by our company 
used at the first renewal. At taacaill 
renewals (especially on larger cases), 


we use the actual run off of claims for 
the previous renewal to determine the 
reserve needed for the current renewal 

“Tn addition to the statistical data com- 
piled by the actuarial department, the 
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Supplementary Coverage Being Sold In 
Ontario To Offset Gow’t Hospital Plan 


Cc. A. Naylor Points to Substantial Drop in Hospital Premiums 
But Hopes Loss “Will be Replaced in Short Time”; 
Appraises Immediate Effects of Government Program 


The introduction of government hospi- 
tal plans in Canada has resulted in a 
“substantial reduction” in hospital prem- 
jum volume, but because of the degree 
of acceptance of supplementary coverage 
and increasing interest in comprehensive 
and major medical plans, losses in prem- 
ium income “should be replaced in a 
short time.” This was the hopeful report 
brought to HIAA’s annual Group _Insur- 
ance Korum on February 16 by Carman 
A. Naylor, Group actuary of the London 
Life of Ontario. en 

Mr, Naylor in appraising the imme- 
diate effect of the introduction of gov- 
ernment hospital plans, estimated that 
the premium income loss to his company 
in Ontario will be between 20% and 
25%, and in all of Canada about 15%. 
Other companies, he said, have made 
estimates of premium income loss in 
Ontario ranging from 20% to 30%. 
“However, the loss of the hospital in- 
surance may not be entirely an unmixed 
evil, since in most companies the em- 
ploye and dependent hospital benefits 
have had the highest loss ratios.” 


Highlights of Ontario Plan 


At the outset Mr, Naylor said that 
seven ot the ten Canadian provinces now 
have government hospitai pians. we- 
cause the Ontario plan 1s typical of the 
other programs, he dwelt on the main 
features ot its plan which became etfec- 
tive on January 1, 1959. He noted that 
benefits were available immed.ately .o 
all persons enrolled under this plan 
whether or not they were in hospitals on 
the effective date. 

The Ontario plan, he explained, covers 
the full cost of room and board charges 
for standard ward care as an in-patient 
and practically all special services, but 
not the cost of the anaesthetist’s fee. 
There benefits are unlisted as to dura- 
tion. Emergency out-patient hospital 
services are also covered within 24 hours 
following an accident. 

The premiums payable are $2.10 
monthly for a single person and $4.20 
for a married person. 

“The plan is compulsory only for per- 
sons working for an employer with at 
least 15 employes,” Mr. Naylor said. 
“An employer with less than 15 but at 
least six employes may voluntarily enroll 
his people on a group basis, and all other 
residents may enroll as individuals. How- 
ever, it is important to note that the 
Ontario government assumed exclusive 
occupancy of the basic hospital insur- 
ance field on and after January 1. In 
other words, no employer or individual 
may purchase hospital insurance up to 
the public ward level from any insurer 
other than the Ontario government, and 
the payments of benefits in the area 
covered by the Ontario plan is prohibited 
by law under all other contracts. 

“This of course,” said the speaker, “is 
a strong encouragement to enrollment 
under the plan, since a resident must 
either enroll or do without basic hospital 
insurance entirely.” 

Mr. Naylor then explained: “The fact 
that the payment of benefits up to the 
ward level was prohibited under existing 
contracts meant that all of these con- 
tracts should be changed by January 1. 
lhis was essential in the case of hospital 
benefits on a payment basis, which for- 
tunately now represent a very small pro- 
Portion of our business. However, it 
seemed most desirable to change bene- 
its On a reimbursement basis as well. 
since the amount which could be paid 
would be limited to room and_ board 


charges in excess of public ward, and 
the anaesthetist’s fee.” Continuing he 
said: 
Necessary Changes in Existing 
roup Plans 

“Details of the Ontario plan were 
known about a year in advance of its 
introduction, so early in 1958 we dec.ded 


to embark on a program of chiaiiging 
existing Group pians. We concuded 
that the simplest and most. straight- 


forward approach was to ask all policy- 
holders to sign an amendment form com- 
pletely cutting off the existing hospital 
benefits at December 31, 1958. This was 
possible since the Ontario plan covered 
all hospital confinement on and after 
January 1, 1959, even if the confine- 
ment commenced before that date.” 

London Life in its letter to policy- 
holders stressed the need for coverages 
supplementing the government benefits 
and outlined the benefits which the com- 
pany had available. 

Many hospital plans in force covered 
better than public ward accomodation, 
and the first obvious gap to be filled, said 
Mr. Naylor, was the difference between 
ward and semi-private or private charges. 
“We therefore offered a supplementary 
daily hospital benefit of $3 to $6 per day 
without any special hospital services, and 
with maximum limits of 31, 70, 120 and 
180 days. * * * 

“In writing a suplementary hosp.ta 
benefit, we have in almost ali cases 
used a daily hospital beet OF a uxed 
dollar amount, rather than a_ service 
benefit covering the cost of semi-private 
accommodation, whatever that lay wr. 
The service type ot suppiementary vene- 
fit has been necessary in a lew yrvudps, 
particularly where this type of wosp.ta 
benefit has been in force previous.y. 
However, we have endeavored to use the 
fixed dollar benefit as far as puss.wic, 
since it provides a greater measure ot 
control on claim costs and can reau.., 
be adjusted with changes or approve. 
charges.” 

The speaker pointed out that another 
gap in coverage was the anaesthetists’s 
tee, “previously covered under the special 
hospital services part of our plans. Most 
insurance companies offered a separate 
benefit for this item, with benefits 
either related to the allowance under 
the surgical schedule, or limited to one 
maximum amount for minor operations, 
and a higher maximum amount for other 
operations. 

“One other small area to be considered 
is the expense of X-rays required fol- 
lowing an accident, These are usually 
covered under our plans, whether taken 
at a hospital or a doctor’s office, but 
the Ontario plan covers such X-rays 
only at the hospital and within 24 hours 
of an accident. This gap may, of course, 
be covered by taking the diagnostic 
X-ray and laboratory expense benefit. 

“An alternative to the supplementary 
daily hospital benefit without special 
services plus the anaesthetist’s fee bene- 
fit was to take a supplementary benefit 
of $3 or per day on the regular 
hospital plan, including 10 times, that 
is, $30 or $40, for special services. This 
amount would then be available to cover 
the anaesthetist’s fee, and in addition 
any charges for out-patient services not 
covered by the government plan. 


Comprehensive Major Medical Promoted 

“We thought that the communications 
to all our policyholders and all the con- 
tacts by our Group field men with policy- 
holders during the year would provide 





an excellent opportunity to promote the 
sale of comprehensive major medical in- 
surance. This was an ideal plan, we felt, 
to supplement government hospital plans, 
particularly for an employer with em- 
ployes in a number of different provinces. 
This plan could readily be adapted to 
variations in the different provincial 
plans, in order to produce uniform total 
coverage across the country. 

“We therefore developed premium 
rates for a comprehensive major medical 
plan superimposed on only the govern- 
ment hospital plan. According to our 
calculations, the existence of the govern- 
ment plan as a base, which covered ward 
care on an unlimited basis and_ all 


special hospital services, permitted a 
reduction of about 40% in the basic 
comprehensive premium rates.” 
Although it is still close to the transi- 
tion period in the province of Ontar.o, 
Mr. Naylor was able to give an approxi- 
mate picture of the potential] market for 
coverage supplementary to the govern- 
ment plan. “In our own company,” he 
said, “80% of our Ontario groups which 
had hospital insurance have already 
taken some form of supplementary cov 
erage, and 67% have taken a supple- 
mentary daily hospital benefit. Pract - 
cally all of these have also taken the 
anaesthetist’s fee benefit, wh'le about 
(Continued on 


Page 49) 





Mr. Broker: 


Diabetics 
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Heart Cases and many 
other physical impairments are 


NOW INSURABLE 


EVEN FOR RECURRENCES 


Our Substandard Accident and Health and Hospitalization 
Division has accepted more than 97% of applicants. This 
record is important to you; it means clients you have pre- 
viously considered uninsurable may now qualify. Policy- 
holders in our Substandard Division all have physical 
impairments or medical histories which normally would 
have prevented their obtaining accident and health and 
hospitalization insurance elsewhere. 


For all modern Accident and Sickness coverages, cancell- 
able or non-cancellable, or for Individual or Group 
Major Medical Plans, call or visit— 


W.L. Perrin & Son 


GENERAL AGENTS AND UNDERWRITERS 
“A Friendly Office” 


75 MAIDEN LANE, NEW YORK 38, NEW YORK 
HAnover 2-4044 


Member of New York City Insurance Agents Association, Inc. 


* * 


* * 
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HIAA Group Insurance 


Ideas for Efficient 
Group Department 


GAINED THROUGH FIELD MEN 
Recruitment, Canmniutinn, Discussed 
by HIAA Panelists Bernhard F. Kalb, 
Kenneth C. Nichols, T. A. Watson 





Methods for establishing and main- 
taining a highly efficient Group depart- 
was the subject of a panel dis- 
moderated by John Hill, 
president, New England Mutual Life, at 
the HIAA Group Forum at the Biltmore 
Hotel, New York. 

Panelists on “Selection, 
Supervision and Compensation of Group 
Field Men” were as follows: Bernhard 
F. Kalb, Jr., CLU, regional Group man- 
ager in Chicago for Massachusetts Mu- 
tual Life; Kenneth C. Nichols, executive 
director, Group insurance, The Pruden- 
tial; T. A. Watson, second vice president 
and Group sales manager, Lincoln Na- 
tional Life, Fort Wayne, Ind. 

Mr. Watson spoke on “the problems 
of developing a Group department from 
four persons re- 


ment 


cussion vice 


Training, 


and said the 
sponsible for 
the company personnel director, the East 
Coast and West Coast managers, 
and the Group sales manager. 

His company uses the regular agency 
test, Mr. Watson reported, add- 
high on the Wonderlic 
successful in 


scratch” 


recruiting new men were 


sales 
aptitude 


are 
the 


ing, “we 
test.” If 
these 


prospect is 
sent to the company 
industrial psychologist, Mr. Watson 
added, and from there to the home office 
for another round of interviews. 

“In recent years,” continued the 
speaker, “we have used an almost nega- 
tive approach rather than trying to sell 
the man a job... For the wrong man 
it can lead only to frustration and failure 
and the whole purpose of our interviews 
is to help him determine whether our 
Group insurance job is the right job 
for him.” 

Mr. Watson summed up his company ’s 


tests, he is 


method in one word—self- reliance. ‘All 
through our training program,” he said, 
‘even into the first year of the man’s 
field work, we keep pushing him off 
the nest, asking him to make his own 
decisions and to Operate in a way that 
proves most successful to him.” 

The Lincoln National training pro- 
gram is entirely informal, Mr. Watson 
told fiis audience. After the trainee 


visits the various departments in home 


office, he works with the underwriters 
on the more difficult cases before be- 
coming an assistant to the manager in 


one of the company’s local offices. He 
added that the average duration of the 


sales training program was approxi- 
mately a year and that “our supervision 
follows very much the same line as our 


training program.” 

Kalb on Ingredients of Compensation 

Discussing the basic ingredients of an 
effective compensation formula, Mr. 
Kalb said the star salesman “will react 
most favorably and efficiently to an in- 
centive-type compensation plan; with 
very little floor and still less ceiling. 
And he is much happier if given indi- 
vidual financial recognition in contrast to 
an Office or district-type bonus arrange- 
ment.” 

Mr. Kalb felt that the compensation 
plan should provide incentive credit for 
both aspects of the salesman’s job “if 
we expect our Group field men to not 
only sell new business but also service 
and conserve existing cases in force.” 

He declared that “the star salesman 
will readily trade the security of a 
guaranteed salary for the chance to be 
paid in direct proportion to what he is 
worth. He does not relish the thought 
of helping hold up the less successful 
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members of the sales force. He knows ae 
that if one of his associates is overpaid, 
he must be underpaid. He will go along 5 2 
with that concept, but not very far.” 1907 1959 
Further along, Mr. Kalb suggested 
that the mathematics of the formula FIFTY-TWO YEARS OF INSURANCE SERVICE 
should be reasonable and readily under- 
standable. “The Group man should be e ACCIDENT-SICKNESS-HOSPITAL-MEDICAL e 
able calculate his credits and keep a 
roradinadgeninet of his pedeanelintaoae. COMMERCIAL SPECIFIED DISEASES SPECIAL RISKS 
Check this against the incentive quotient MAJOR MEDICAL SUB-STANDARD RISKS VOLUNTEER FIREMEN 
of a plan that provides undeterminable men gd i "TOURINGSURANCE” 
amounts at the year’s end. UE GROUP 
The speaker said that the star sales- e AUTOMOBILE LIABILITY e 
man appreciates taking an active part 
in expense control if the cost factors H 
are related to his activity and made T Cc Cc ; 
known to him. The manner in which HE OOSIER ASUALTY OMPANY a 
he handles controllable expenses should HOME OFFICE: 333 North Pennsylvania Street, Indianapolis, Indiana 
have a direct bearing on his over-all 
compensation. “The high spender should A Stock Company Best's Rating A+ 
expect his expenses to affect his earn- 
ings negatively, and the prudent spender OPERATING IN 
should be recognized -for his positive INinois—Indiana—lowa—Kentucky—Michigan—Missouri—Nebraska 
contribution to expense ratios,” Mr, Kalb New Jersey—Ohio—Pennsylvania—West Virginia 
advised. 


Nichols on Incentive Objectives 

Mr. Nichols talked on “Objectives for 
an Incentive Plan Program,” and _ said 
the objectives of a good bonus formula 
“must reflect three basic measures of 
performance, namely—production, con- 
servation and control of expense.” 

He suggested that a fourth objective 
of any bonus arrangement “is to have 
a simple formula which will not become 
an administrative nightmare or which 
will not cost $2 to calculate the correct 
payment of each $1 of bonus.” 

Mr. Nichols then said that 
credits for production should be a side 
result of some regular calculation, “such 
as new business premium of first year 
commissions. Then the factors for con- 
servation ratios and expense ratios can 
be applied to the basic production credit 
scale, 

“Some of the areas to consider in the 
production area are: What weighting 
should be given to (a) new case produc- 
tion vs. policyholder service; (b) new 
case production vs. policyholder plan 


basic 





revision; (c) number of new cases sold; 
(d) amount of Group life volume sold, 
and (e) amount of A. & H. premium 
sold.” 

Speaking of ways to cut expenses as 
much as possibie, in the belief that good 
conservation ratio is an important objec- 
tive of incentive payment plans, Mr. 
Nichols suggested the establishment of 
“a lapse percentage which covers the 
area of cancelling policyholders which is 
beyond the control of the Group repre- 
sentative, such as cases that become too 
small or go out of business, or merge 
with association type of plans, etc. 

“In establishing this percentage ob- 
jective,” he pointed out, “you reward the 
man whose lapse percentage is smaller 
than this figure and penalize the man 
whose percentage is larger by an in- 
crease or decrease in the total bonus 
credits produced from new business.” 

Still another point considered by the 
speaker was that in establishing expense 
ratios, it is important to take into con- 
sideration the difference in territories 


At Work on Phila. Program 


Program makers for the annual meet- © 
ing of Health Insurance Association of 7 
America, set for May 4-6 in Philadel- 
phia, are hard at work, it was learned | 
this week at HIAA’s meeting in New | 
York. Chairman of the program com- 
mittee is Raymond F. Killion, second 
vice president, Metropolitan Life, who 
is receiving fine assistance from 
Faulkner, president, Woodmen Accident 

Life, and Armand Sommer, “ 
president, Continental Casualty, both of 
whom served on this committee a year 
ago. In fact, Mr, Faulkner was program 7 
chairman for 1957 and 1958 annual meet- | 
ings. 














‘ 


over which the individual has no control. 
He suggested, as one method, to rank [> 
expense ratios into five sub-divisions | 
with the top 20% getting the maximum 
percentage in bonus credits and the bot- 
tom 20% getting the maximum decrease 
in production credits. 
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Raymond C. Williams 
40 Years with MONY 


HELPED ENTRY INTO A. & Hz. 





Completed Secondary Education After 
Joining Co. at 14; Gained LL.B in 
1932; Industry, Civic Activities 





A well-known A. & H. industry figure, 
Raymond C. Williams, director of A. & 
S. insurance at Mutual Of New York, 
this week celebrated his 40th anniver- 
sary with the company. Mr. Williams 
was recent past president of New York 
A. & H. Clab. 

He joined Mutual Of New York, when 
he was 14 years old, on February 19, 


RAYMOND C. WILLIAMS 


1919, which was just one month after 
the World War I Paris Peace Con- 
ference. In the years since then, Mr. 
Williams has served his industry and 
his community equally well. In a recent 
interview he emphasized that voluntary 
health insurance, faced with a threat of 
restriction, must diligently bring to the 
public the story of its remarkable ad- 
vances in coverages through the years. 

Predicting continued progress of A. 
& H., Mr. Williams said complete ac- 
ceptance of the voluntary system of 
health care is assured “especially if 
every segment of the business does its 
utmost to inform the American people 
that the philosophy of the accident and 
sickness business is based upon their 
own inherent rights. 

“We are, in every sense,” said Mr. 
Williams, “the instrument by which 
the American people provide for them- 
selves in periods of financial need without 
at the same time forfeiting the right 
to guide their own destiny.” He called 
for vigilance on the part of everyone 
in the A & H. field and cautioned: “If 
we relax our vigilance we harm not 
only ourselves but the democratic society 
in which we live.” 

Availed of Evening Classes 


Mr. Williams began with MONY in 
a minor clerical job. However, it en- 
abled him to complete his education 
With evening classes. He entered Boro 
Hall Prep and completed his secondary 
education within two years. He went 
on to gain a pre-law school certificate 
from Fordham University. In 1929, he 
enrolled at St. John’s University School 
of Law, graduating in 1932 with an 
L A year later, he was awarded a 
master of laws degree and admitted to 
the New York State Bar. Mr. Williams 
is presently a member of the American 
Bar Association. 

With MONY, Mr. Williams was made 
a life insurance underwriter in 1927, was 
Promoted to the disability claims de- 
Partment as a special reviewer in 1939 
and when his company entered the 
A. & H. field, he was appointed assistant 
manager of the A. & S. department in 
November 1951. Earlier this year he was 
Promoted to his present post. 


Williams was elected 
president of Mutual Of New York’s 
Employes Association. From 1953-1956, 
he was a member of the health insurance 
subcommittee of the Bureau of Accident 
& Health Underwriters, holding the post 
of subcommittee chairman during the 
final year. During the same period, he 
served as a member of the Health In- 
surance Council’s uniform claim forms 
committee. 

An active member of the International 
Claim Association, Mr. Williams served 
on the ICA’s law committee and has 
been a member of the association’s per- 
sonal A. & H. committee since 1956. He 


In 1951, Mr. 


is currently a member of the standing 
committee of claims superintendents of 
the Canadian Life Insurance Officers 
Association and serves on the New York 
professional relations committee of the 
Health Insurance Council. 

Mr. Williams was born in Brooklyn 
and was active early in community 
affairs there. He is still a trustee and 
director of Boys’ Welcome Hall, one of 
the oldest boys’ clubs in Brooklyn. 

He has lived at Rockville Centre since 
1943. As the result of an independent 
study conducted by Mr. Williams toward 
civic improvement of Rockville Centre 
in 1950, he was invited to run for elec- 


tion as trustee of the Village Board. He 
is now completing his third term as 
trustee and has been unopposed at each 
election. 

Commenting on his activities, Mr. Wil 
liams once remarked: “Unless we con- 
tribute in some way, we have no right 
to consume.” 


DECLARES DIVIDEND 


Standard Accident’s regular quarterly 
dividend of 50 cents per share has been 
declared by its directors, payable March 
5 to shareholders of record February 


7 
20. 


Ready to Make the Move 
You've Dreamed About? 


Combined’s Home Office Needs 
More Sales Executives — NOW! 

















* SENDA RESUME 
in complete confidence, to 
= MR. JACK OLSON, 

Vice President, Disability Dept., 

he Combined address below. 


pod de a recent photo. 


Please include 
Your resume will b 
edged upon receipt an 
to you personally. 


e acknowl- 
d returned 


That once-in-a-lifetime opportunity 
is here! 

It’s knocking mighty loud for men 
with a sound background in accident 
and health sales, sales training and 
administration. 

At Combined you will be associ- 
ated with an organization that 
thinks, talks, acts and is successful! 


Here you will be a part of manage- 
ment, helping to guide the destiny 
of the world’s second largest exclu- 
sive accident and health company. 

As a Combined man you will 
become imbued with the philosophy 
that here is your opportunity for 
whatever you seek in life. 

The men we need are: 


% AGENCY SUPERVISORS 


For inside and outside work. Preferably men who have sold A & H 
on commission. Background should include hiring, training and 
sales supervision, planning and conducting local and regional 
sales meetings. If you've come up through the sales ranks, you 
probably have the experience to qualify. 


%* AGENCY ADMINISTRATORS 


To handle an ever increasing volume of agency correspondence. 
Should be able to talk and write in an agents language, know 
how to conduct effective negotiations by mail — and in person, 
coordinate agency sales incentive programs and overall activities. 
Should be a first-class organizer, with a good follow-through. 
Some field experience working with agents would be helpful. 


still available. 


Note To General Agents 


The experienced, top-level men we will employ as a result of 
this advertisement represents additional proof that Combined 
is vitally interested in providing you with the finest service. 
It will pay you to write to us about the few choice territories 
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Panel On Group Underwriting 


(Continued from Page 48) 


reports of our regional office service and 
salesmen resulting from their periodic 
visits to the account, are found to be 
most helpful in our renewal underwriting 
considerations. The importance of the 
man on the spot, either our own field 
representative or the producer, cannot 
be stressed too strongly,” Mr. Rinker 
declared. 

“He can tell us many things about the 
case, the history of layoffs or strikes in 
the past 12 or 18 months, the level of 
local hospital and medical costs—special 
problems concerning the type of serv- 


ices offered in the area (whether ab- 
normally high, for instance). And if a 
Contributory Plan, he can learn and 


advise the kind of participating we have, 
as well as the feeling of the employes 
toward the plan. (Is it a well accepted 
plan?—Does it do a lot of good or are 
there areas of criticism and claims of 
inadequacy ?)” 

Role of Fieldmen of Renewal 

Once these facts and data are assem- 
bled, the underwriting department can 
determine the necessary renewal under- 
writing action. Mr. Rinker said that 
Continental Assurance tries to have its 
own field representative deliver the re- 
newal in person and explain the manner 
in which it was devised. 

The regional managers, apparently, 
have considerable leeway in their pre- 
sentation of the renewal. He said that 
it is within the authority of the field 
representative to present the renewal 
rates in the manner which best seems 
to suit the needs of all concerned. 

The company believes every field man 
should be fully acquainted with and 
should never make a call on a client 
without knowing all the details relative 
to experience, plan, local needs and new 
procedures or ideas which may have 
come into the industry and with which 
the employer and employe should be 
acquainted. It is the company’s ultimate 
aim, Mr. Rinker said, to give its field 
men periodic reports as to the trends on 
cases within their jurisdiction so that 
they may discuss even prior to renewal, 
any potential changes either in plan or 
rate structure which may be necessary 
at renewal time. Fore knowledge of 
what might be expected, if given in an 
appropriate manner, makes the subse- 
quent formal presentation easier and 
more effective. 

Mr. Rinker said that the claim de- 
partment of his company makes an im- 
portant contribution, especially in cases 
where adverse experience indicates the 
need for an increase in premium or a 
change in plan. 

“This department is always 
sented in the consideration of 
action on our cases and will, at the em- 
‘ployers request (or ours) investigate 
local claim conditions and offer or pro- 
vide whatever other services are pos- 
sible to correct an unusual development 
affecting the loss ratio.” 


Need for Claims Analysis Stressed 


In mentioning claim investigation, Mr. 
Rinker also remarked that Continental 
Assurance feels that “it is extremely im- 
portant to us and to the industry as a 
whole, that we make rapid progress in 
developing claim analysis information. 
We bdelieve that nothing more injurious 
can affect our industry than the blind 
acceptance of claims as a matter of 
course with an automatic increase in pre- 
mium rate to the employer and the 
employes. 

“Some of the 


repre- 
renewal 


things we feel should 
be considered in such claim analyses 
are; the number of employes benefiting 
from the plan—Is the plan reaching mos} 
of the employes and their dependents in 
respect to illness and injury, and how 
good a job does the plan do with respect 
to major illnesses, even minor ones and 
maternity claims? 

“After all,” Mr. Rinker observed, “our 
entire Group accident and health en- 
deavor is a service and we believe it is 


of the greatest importance for the indus- 
try to make apparent to employers and 
employes and the general public, how 
carefully we are considering the prob- 
lems on each case and how closely allied 
with their interests are ours. A Group 
account which is suffering because of 
adverse experience is like a sick person. 
We must create in that person’s mind an 
image of the know-how and resourceful- 
ness of our industry, and we must give 
him pills suited to his particular malady 
and not a general panacea designed for 
every known group ailment.” 


Estimates Early ’59 Loss Ratios 


Donald D. Cody, in his remarks, dis- 
cussed what he called the “most difficult 
problem besetting Group health insur- 


ance,” the levels of loss ratio, In 1958 
most companies moved to higher pre- 
mium scales for Group medical care 


coverages. Mr. Cody made a study of 
the range of these new premium rates 
and inquired of a number of companies 
as to their emerging claim levels. From 
this scrutiny, he set to estimate for his 
audience tod: iy, the levels of loss ratios 
emerging in early 1959 in relation to the 
manual premium rates in use at the end 
of 1958. The following are the calcula- 
tions in the smaller case area (25 to 100 
lives cases) giving the percentage in 
the range of loss ratios in early 1959: 

Hospital 80-100%; Surgical 75-85%; 
Basic Medical Care Packages (without 
home and office doctor calls) 80-90% 
Basic Medical Care Packages (with home 
and office doctor calls) 75-85% ; Compre- 
hensive Major Medical 70-90%; Supp!e- 
mentary Major Medical 65-100%. 

Mr. Cody made these comments on 
the findings: “The lowest figures are 
realized by companies with the highest 
rates and/or with operations in the 
lower cost areas; the highest figures 
are realized by companies with the low- 
est rates and/or with operations in the 
higher cost areas. 

“Such loss ratios would seem to imply 
that some companies could not operate 
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Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 









Expansion program provides openings for 
qualified General Agents in selected areas 


Lovat Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 





their medical care insurance on small reflect this trend annually. And _ woe 
cases without loss even if all in-force betide the underwriter who ignores this 
business were at new manual rates— fact,” he cautioned. 


unless, of course, they are able to oper- Mr. Cody also commented on the prob- 
ate at phenomenally low expense rates. 
Such companies are faced with the prob- 
lem of rerating in-force business to a 
premium level in excess of the rate level 
in use for new cases. 

“The industry has been led into this 


“Statistically,” he said, “a 25 to 50 life 
Group case is not necessarily a sub- 
standard case just because it has had 
a high loss ratio in the previous policy 
year and because its present carrier is 


problem by the rapid and steady in- requesting an increase in rate. How 
crease in the utilization and unit cost ever, the aggregate of all such cases is 
of medical care. The cost of medical statistically substandard because the law 


of large numbers will then apply. There 
is a float of several thousand cases an- 
nually transfering from company to 
company and many of these cases are 
being treated uniformly as standard new 
issues by the new carrier with adverse 


care per capita for many years appears 
to have been increased at the rate of 
about 5% per year, split about equally 
between real cost and inflation. 

“This increase in costs represents some 
abuse and some unnecessary utilization 


but more importantly reflects better effects on the loss experience of the new 
medical care by more highly trained carrier and the industry generally. The 
personnel using better techniques, facil- willingness of carriers to underwrite 


transfer business in this manner natu- 
rally increases the lapse rate of the old 
carrier and presents a serious obstacle 
scientific underwriting.” 


ities, and equipment. We feel the in- 
sidious effects of these increases on our 
loss ratio year after year and we must 
look to our renewal underwriting to to 
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PERSONAL PROTECTION SINCE 1903 
COMMERCIAL «© WEEKLY PREMIUM 
ORDINARY « GROUP 


sa ee8 for Things that Matter 


New forms of personal protection, as families grow, become 
_increasingly necessary in an expanding economy. 


Inter-Ocean, ever cognizant of the need for better family 
protection, offers an effective line of life, accident and sickness, 
and income protection policies. These policies are competitive, 
; ingured for risks inherent in the future of a developing country. 
For example: Inter-Ocean’s One-For-All 
family plan that insures the entire family 
under ONE single policy. It’s TIME 
For Things That Matter. Why 
not write today for more 
& information? Brokerage in- 
bd quiries invited, also. 
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INSURANCE COMPANY 


CINCINNATI 2, OHIO 
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bctivity indicates that they are rising 
o the challenge. 


“at the same time, we well realize 


hat the aforementioned _ legislation 
- would freeze all experimentation and 
progress by requiring all companies to 
d offer just one type of policy and by 
. Fequiring all persons to purchase that 
, dype or none. Such legislation is not 
: the public interest and the com- 
Delling reasons for opposition must he 
‘Clearly pointed out to legislators in 


“etates where such bills are introduced. 
Jn the meantime, the industry continues 
jo demonstrate its increasing ability to 
provide necessary and desired continuity 
pf coverage on a voluntary basis. 



























Requirement of N. Y. Bills 
Mr. Hanna 


discussed 


NY 


Further along, — cuss 
quirements ot New York Metcalf bills, 
vhich legislation becomes effective July 

1959, “Among other requirements,” 
“he explained, “new individual A. & H. 
d woe | policies must be offered to dependents 
es this “who are no longer eligible to continue 
coverage under a family policy. Simi- 
> prob- larly, Group insurers will be required 
“io make conversion programs available 






50 life @if requested to do so by Group policy- 
1 sub- holders. In both family and Group con- 
is had | versions, the statute requires that certain 
policy “minimum benefit levels be offered. 


“Following enactment of the New York 





rier 1s 

How- | continuance of coverage legislation last 
ises js | April, HIAA’s statutory conformance 
ie law | language subcommittee held meetings 
There hroughout the summer to prepare policy 
es an- | language which would comply with the 
iv to | new statutes. The resulting drafts were 
Ss are ubmitted to the New York Insurance 
d new Jepartment on September 30 with a 
lverse | request that the Department designate 


he earlist convenient date to initiate 
: industry-departmental conferences so as 





“write | to mimimize the issues on which each 
natu- | company individually would have to work 
.e old | out imterpretations of the law with the 
stacle epartment 


“special New York steering com- 
mittee was formed to effect liaison and 
’ coordination between HIAA and the two 
ife associations, LIAA and ALC, on 
/ matters arising out of the 1958 legisla- 
F tion. The actual conferences with the 
' Department have been conducted by 
' this steering committee which reports 
‘to both our full steering committee and 
‘the statutory conformance language sub- 
committee. Eleven all-day meetings have 
been held with the Department since 
* November 6, and we hope that the re- 
»sulting advisory forms and explanatory 
materials may be approved by the De- 
‘partment for release to all companies 
this week. Standards for over-insurance 
'and duplication of benefits probably will 
> be promulgated by the Department. Other 
© items which we hope can be distributed 
© with an HIAA explanatory bulletin im- 
mediately after Departmental approval 
> 's secured, include the following: 
| 1. Advisory notice of ten day right 
> to examine policy. 

2. Advisory brief descriptions and re- 
newal provision captions. 

_3. Advisory Group policy conversion 
rider, 

4. Advisory Group certificate descrip- 
tion of conversion privilege. 

_9. Advisory family policy conversion 
rider, 

6. Advisory language for implementa- 
tion of limitations on pre-existence and 
Prevention of duplication of insurance. 

. Advisory grace period, cancellation, 
non-renewal amendment. 
_ “It should be noted that these advisory 
lorms are not regarded by the Depart- 
ment or by the industry committee as 
the only way in which compliance with 
the 1958 legislation may be effected, but 
they will represent one method accept- 
able to the New York Department.” 


Multi-State Regulation of Group Ins. 


Before closing Mr. Hanna spoke of the 
growing concern in many states in con- 
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“The 1959 A. & H. Legislative Picture 


(Continued from Page 43) 


nection with a master Group contract, 
executed outside of the state, but cover- 
ing some persons within the state. He 
said the tendency of some Insurance 
Departments to consider asserting juris- 
diction over the Group certificates held 
by resident certificate holders, regardless 
of where the master policy is issued, 
could materially hamper, if not destroy, 
many of the benefits and economies of 
the Group insurance method of coverage. 

“Furthermore,” said Mr. Hanna, “mul- 


ti-state or duplicate regulation would 
seriously impair the value of Group 
insurance to the insuring public. Insur- 


ance laws should be administered so as 
to provide the public with the best, the 
most efficient, and the most economical 
coverage possible. This end can be 
attained only through the continued ex- 
pansion of Group coverages rather than 
inhibiting them. Failure to provide such 
economical coverages can only encour- 
age Federal or state governments to 
enter the insurance business on a mas: 
basis. * * 


“Attempts at multi-state regulation could re- 
sult in larger groups being handled as two or 
more smaller groups, with resulting higher costs 
to the public. An desirable result 
could be the selling of individual policies in 


place of the Group coverage. 


even less 


“The present formula for payment of taxes 
on a pro rata basis, depending on the number 
of state residents covered under a master policy, 
If licensed 
writing multi- 
non-licensed 
with 
states 


equitable to all states. 
companies are prevented 
groups on a_ practical basis, 
will attempt to fill the 
loss of tax revenue to 


is fair and 
from 
state 
companies void, 
resulting the 


which impose such restrictions. 


“Finally, in addition to the public good and 
the welfare of insurance Insurance 
Commissioners should consider the great harm 

may do to the cause of state 
Undue regulation of Group insurance 
certainly would tend to stifle competition 
thereby reflect adversely on state regulation.” 


carriers, 


which they 
regulation. 
and 









(Continued from Page 45) 


13% have taken 
medical insurance. 
“Information has also been received 
from five other large Canadian com- 
panies. One of these has written supple- 
mentary coverage on ahout 90% of its 
Ontario groups, with about one-fifth of 
this total taking a comprehensive plan, 
and the balance a supplementary hospital 
benefit. This company observes. that 
there is a greater tendency for the 
larger employers to move to the com- 
prehensive plan, and therefore the per- 
centage of individual employes covered 
by this plan would be higher than 20%. 
“Among the other four companies the 
percentage taking some form of supple- 
mentary coverage varied from 50% to 
70%. the great part of this being a 
supplementary hospital benefit. 

“We were pleasantly surorise by the 
extent of the acceptance of the supple- 
mentary coverage, and it appears that a 
zood market for this remains. How- 
ever, the hospital insurance area left for 
us is certainly very much smaller than 
previously.” 


comprehensive major 


Ontario Blue Cross Continuing 


Mr. Naylor then noted that the Ontario 
Blue Cross is continuing in existence, 
hut the only coverage it is now providing 
is a supplementary hospital benefit cov- 
ering the extra cost of semi-private 
accommodation without any limit. The 
monthly premium rates charged for this 
in groups are 55 cents for a single em- 
nloye and $1.10 for a married employe, 
he said. While it appears that these 
rates will be adeauate to cover the 
current charges. he felt that the premium 
rates “will have to be verv sensitive to 


anv future upward trend in_ hospital 
charges which would have a_propor- 
tionately large effect on their loss 
ratios.” 

He was glad to note the close cooper- 
ation existing between the Ontario 


Hospital Services Commission and the 
Ontario Blue Cross, and said that con- 
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siderable assistance has been given to 
the Blue Cross in writing supplementary 
coverage. 

As to government 
provinces other than Ontario, Mr. Nay- 
lor said: “All provinces other than Que- 


hospital plans in 


bec, New Brunswick and Prince Edward 
Island now have government plans, and 
it is anticipated that New Brunswick 
will introduce its plan on July 1, 1959, 
In all provinces excepting Ontario the 
government coverage applies to ail resi- 
dents qualifying under the eligibility re- 
quirements. Manitoba is the only proy- 
ince other than Ontario which has 
specifically excluded private insurers 
from the public ward area. In Manitoba 
and Saskatchewan, as well as Ontario, 
premiums are charged for the govern- 
ment plan but in all other provinces it 
is financed by a provincial sales tax or 
out of general revenues, together with 


the subsidy from the Federal govern- 
ment. 
“In the provinces where _ specific 


premiums are charged, many employers 
have regarded these premiums as a tax 
which should be paid by the employes 
and have directed their contributions 
toward other benefits. This should help 
to retain a more direct interest on the 
part of employes in the cost of the 
government benefits, and where the em- 
ployer also has employes in provinces 
not charging specific premiums it is the 
more equitable arrangement. 

“In the provinces of British Columbia 
and Alberta the government plan does 
not cover the full cost of public ward 
accommodation, as there are coinsurance 
charges to the patient of $1 per day 
in British Columbia and $1.50 to $2 per 
day in Alberta. Where comprehensive 
major medical plans have been written 
covering employes in these provinces as 
well as in other provinces, we have 
recommended that these daily coinsur- 
ance charges be excluded.” 

In closing Mr. Naylor said: “We have 
been greatly encouraged by the degree 
of acceptance of supplementary coverage, 
and by the increasing interest in com- 
prehensive and major medical plans. 
Our business should continue to grow, 
and the loss of premium income should 
be replaced in a short time. We there- 
fore look forward to the future with 
confidence and with the fervent hope 
that government activity in the field of 
health insurance will be limited to the 
hospital insurance area.” 





HIAA HEARS DON I. ROGERS 


Financial Editor of New York Herald- 
Tribune Gives Luncheon 
on “Outlook for 1959” 

A last minute shift in plans for HIAA’s 
annual Group Insurance Forum luncheon 
became necessary on Monday when it 
was learned that the scheduled speaker 
for Tuesday, Milton J. Goldberg, F.S.A., 
director of research, Equitable Life As- 
surance Society, would be unable to at- 
tend because of sickness in his family. 

The association was fortunate in ob- 
taining Donald I. Rogers, financial editor, 
New York Herald-Tribune, who gave 
a thought-provoking luncheon address 
on “The Outlook for 1959.” Mr. Rogers 
was an ideal selection as he has demon- 
strated his appreciation of. the value 
of both life insurance and A. & H. in- 
surance in various articles and speeches. 





Edward L. Springer Leaves 


Pa. Insurance Department 

It is announced by Pennsylvania Com- 
missioner Francis R. Smith that Edward 
L. Springer, former general counsel of 
the Pennsylvania Insurance Department 
has returned to Pittsburgh to engage 
in the private practice of law and to 
serve as vice president and legal counsel 
of the Hospital Service Association of 
Western Pennsylvania. 

Mr. Springer for the last four years 
has been Deputy Attorney General of 
Pennsylvania representing the Insurance 
Department as well as the Departments 
of Banking, Commerce, and the Securi- 
ties Commission. 
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IAAHU Executives Are 
Encouraged by Progress 


13-15 


Chairman Rennest, — Shoup, 
Managing Director Gifford Report; 
Zone Chr. Point to Membership Gains 


CONFER FEB. iv bee) al Coin oo 


By Wattace L. Crapp 


Meeting in an atmosphere of optimism 
and determination to make 1959 the best 
year in the history of the International 
Association of A. & H. Underwriters, its 
executive board, headed by Earle R. 
Bennett of Tampa, general agent there 
of Provident Life & Accident, were in 
session at the Waldorf-Astoria Hotel, 
New York, from February 13 through 
February 15. The gathering was well 
attended by all of IAAHU’s officers and 
many of its executive board members. 

President Gail L. Shoup of Grand 
Rapids, representing Lincoln National 
Life in that city, presented his report 
at the Saturday morning session. He 
took a realistic view on the need for 
constant emphasis on membership build- 


ing and a healthy financial condition. 
He was particularly happy over the 
successful launching of a new associa- 


tion in New York City and, in this con- 
nection, he and his fellow officers ex- 
tended justified praise to William Steiger, 
IAAHU membership director, who was 
assigned to New York in January and 
obtained over 100 members by dint of 
much pavement pounding. 

Tentative schedule for Mr. Steiger 
will be to go to Philadelphia where the 


& H. association there needs a shot 
in the arm, then to Baltimore and 
Florida for membership cultivation. 


The midyear report of Bruce Gifford, 
managing director of the International, 
was also given on Saturday morning, 
and it indicated the sizable amount of 
activity which he directs at TAAHU’s 
headquarters in Chicago. Mr. Gifford 
has done a creditable job out in the 
field and always his visits to local and 
state associations have a beneficial effect. 
Reaffirm Support of Amer. Agency 
System 


At their final session on Sunday the 
IAAHU executive board adopted a reso- 
lution reaffirming their belief in and 
support of the agency method of oper- 
ation. The strong hope was expressed 
that companies would respect this tradi- 
tional system of operation in connection 
with the merchandising of new cover- 
ages in the health insurance field. 

Another action taken to set up a new 
committee to study the advisability of 
creating a persistency award for IAAHU 


members. This study will be made by 
Richard Plasschaert, zone chairman of 
New Jersey. 


The report of J. W. Paull of Detroit 
Mutual, chairman of Leading Producers 
Round Table, resulted in the decision 
to maintain present qualification rules 
for membership in this top production 
unit. The LPRT insignia will be avail- 
able, it was decided, as a lapel pin in 
addition to the present tie bar and chain. 
Mr. Paull said that qualifiers are ahead 
of 1958 for the year to date. 

Reporting for Disability Insurance 
Training Courses, John G. Galloway of 
Birmingham, Ala., was successful in get- 
ting the IAAHU board to adopt a sug- 
gestion made by E. H. Magnuson, Federal 
Life & Casualty, and Harold Petersen, 
American United Life, current DITC 
chairman, that the liaison man in TAAHU 
and DITC should have the status of vice 
president. This will be finalized at the 
June annual meeting. 


Zone Chairmen’s Reports 


Reports of zone chairmen, presented 
on Saturday, gave a_ bird’s-eye view 
of association activity in all parts of 
the country. Among those heard from 
were John R. Cottrell of Denver, Colo.., 
who is connected with State Life of 
Colorado and who reported “great plans” 
for DITC in his area; Ernest E. Cragg, 
CLU, Washington National, zone chair- 
man for Virginia, Maryland and Dis- 
trict of Columbia; Glenn M. Brooks, 
Southland Life, Dallas, reporting for 





The first A. & S. policy issued in the 


state of New York by Security of New 
Haven was written through the Press 
Underwriting Agency, 500 Fifth Ave- 


nue, New York. Shown examining the 
policy in the picture above are (I. to r.): 
Louis Parker, Press Agency manager: 

Louis Press, owner, and Milt Orme- 
rod, director, accident and sickness di- 
vision of the Security. 

The Security is enlarging its A. & S 
portfolio of policies, and will soon an- 
nounce the addition of franchise and 
association group plans, major medical, 
and an over-the-counter program. Pres- 
ent contracts encompass broadly written 





individual commercial income and _ hos- 
pitalization packages. 
Texas; Malcolm Bryant of Portland, 


who presented progress in Oregon and 
Washington State; John M. Forrest, 
Mutual of Omaha, Akron, who gave an 
encouraging run-down of membership 
results in his state; Frank Gabor of 
Miami, who called attention to the 
Florida State Association’s annual sales 
congress to be held May 22-23; Herman 
Hoskins, Educators Mutual Life, Charles- 
ton, W. Va., who advised that the West 
Virginia state association meeting is 


scheduled for May 8-9; Paul M. Klein 
of Mid America Agency, Kansas City, 
who said that locals in Missouri and 


Kansas are doing well. 
Medill on New York Progress 


Also reporting was Louis Medill, Con- 
tinental Casualty, New York, who put 
on the record that the new association 
in his city has already enrolled over 
100; that it plans to put on a DITC 
course this year, and will join with the 
Southern New York chapter of IAAHU 
in staging a sales congress in Septem- 
ber. J. Will Paull, Detroit Mutual in 
Detroit, then pin-pointed association 
activity in Michigan including the DITC 
courses completed by the Tri-City and 
Flint associations, plans for a new local 
in Muskegan and Ann Arbor, and for 
the Michigan state association’s annual 
sales congress in the Spring. Mr. Paull 
is also chairman of Leading Producers 
Round Table. 

Richard LL, Plasschaert, American 
United Life, Newark, N. J., in reporting 
for New Jersey, pointed to its well at- 
tended sales congress last fall, the recent 
completion of two DITC courses and a 
membership increase. Paul R. Raines, 
Hoosier Casualty, Des Moines, spoke 
encouragingly of membership gains for 
Central Iowa Association, formation of 
a new association in Waterloo, and hopes 


that Cedar Rapids will affiliate with 
IAAHU in the near future. 
Fred T. VanUrk 

Reporting for Pennsylvania, Fred T. 


VanUrk, Mutual of Omaha-United Ben- 
efit Life manager, Philadelphia, said the 
local group there is taking a new lease 


on life with 50% membership increase 
achieved. Speakers for meetings are 
lined up for three months; a DITC 


course is scheduled. A reactivated Pitts- 
burgh association held its first meeting 
this month with 56 attending. In Read- 
ing steps are being taken to form a new 
association, he reported. 

J. J. Symanitz, Inter-State Assurance, 


St. Paul, associate zone chairman for 
Minnesota, called attention to the state 
association’s sales congress to be held 
April 24 in St. Paul, of which he is in 
charge of registration and tickets as well 
as afternoon chairman. He pointed to 
a setback in the Minneapolis association 
and its planned reactivation, to member- 
ship drive in St. Paul, to newly formed 
Lake Superior District A. & H. Under- 
writers and the Red River Valley Asso- 


ciation. An A. & H. Week proclamation 
will be made by the Governor, it is 
hoped, for the sales congress week. 
DITC courses have been held in the 


Twin Cities. 

Nat H. Robb, Colonial Life & Acci- 
dent, Raleigh, said that the Columbia, 
S. C. association is now firmly en- 
trenched; that Charlotte, N. C. associa- 
tion is doing an excellent job, and that 
the North Carolina state association will 


hold its convention May 15-16 in Chi 
lotte with some fine speakers. 4 


Galloway and Baskin 


John G. Galloway, Provident Life # 
Accident, Birmingham, Ala., also ga 
a good progress report for his Sta 
and so did Oakley Baskin, Mutual J 
Omaha, Buffalo, who joined with TAAHS 
Vice President Kenneth Stoakes, Loy, 
Protective in Los Angeles, in urging 
that zone chairman pass along to thes 
local state associations a full run-doyh 
of the executive board’s meeting in Ne 
York, emphasizing the “positives” sy 
as membership increases, sales congre 


plans, ete. 

Finally, C. T. Tollefson, Mutual , 
Omaha in Fargo, reported for Nor 
and South Dakota. The annual state cop, 
vention will be held in April at Tames 
town, N. D., membership is-on the in) 
crease, new locals are getting under Wa} bi 
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IAAHU Officers Welcome New Y ork 
Assn.; Chartering Meeting Held 


The newly formed New York Accident 
& Health Underwriters Association was 
welcomed into the International A. & H. 
organization on February 13 by Gail 
L. Shoup, IAAHU president, general 
agent of Lincoln National Life, Grand 
Rapids; Earle R. Bennett, IAAHU 
board chairman, general agent of Prov- 
ident Life & Accident, Tampa, Fla., and 


Bruce Gifford, TAAHU managing di- 
rector. Also on hand to extend con 
gratulations to the New Yorkers were 
Oakley Baskin, IAAHU president-elect. 
general agent of Mutual of Omaha in 
Buffalo, and Jay DeYoung, Interna 
tional’s controller, who heads DeYouns 
& Associates of Oak Park, Ill. The 
meeting was held in Waldorf-Astoria 
Hotel, New York. 

In an impressive ceremony Mr. Ben 


nett presented the charter for the New 


York association to Howard Rosan, 
provisional vice president, who repre 
sents Continental Assurance in New 
York. Mr. Bennett joined with the 


other TAAHU officials in the tribute: 
“This is a real achievement to get organ- 








Starts Monthly News-Sheet 

The New York association is off to 
a good start with the publication of a 
monthly news-sheet, “Step Forward,” 
edited by William J. Hill of Triangle 
Underwriters, Inc., first issue of which 
featured association activity, trends and 
legislation, and a word of encourage- 
ment to send commentary and items of 
news interest to the editor at 161 William 
Street, New York. 

Under New York bills Mr. Hill pointed 
to H.114 on advertising which would 
require prior permission and authoriza- 
tion of Insurance Superintendent for ad- 
vertising and other public announce- 
ments of companies issuing life and A. 
& H. policies, and H.115 on agent and 
broker commissions. It would authorize 
the Superintendents to regulate amount 
of commissions paid agents or brokers 
by insurance companies. 





RE A RED FEE a 
ized in Greater New York. It has been 
a mark to shoot at for IAAHU former 
presidents along with San Francisco.” 
Last year in Mr. Bennett’s term of 
office an assoication was formed in San 
Francisco, much to his satisfaction, and 
he hailed as “real progress” for Gail 
Shoup’s administration that the New 
York membership starts with over 100. 

Friday, Feb. 13 was also a lucky day 
for William Steiger, TAAHU’s mem- 
bership director, and Louis Medill, New 
York zone chairman, Continental Cas- 








ualty general agent who had worked 
the hardest to organize in New York. 


It was “a dream realized” for Mr. Medill 
who presided at the meeting, He was 
proud to show to the New Yorkers the 
DITC slides, 36 in all, which he said, 
will be of great assistance to any agen- 
cy for both recruiting and A. & H. 
selling. [AAHU headquarters will make 








LOUIS MEDILL 


these slides available to any local 
state associations upon request. 

Mr. Gifford in his remarks stressed the 
value of IAAHU affiliation which give 
to local and state units the DITC educa} 
tional course, Leading Producers Roun) 
Table advantages, tape recordings, l\§ 
brary of magazines and speeches, acces 
to a Speaker’s Bureau and legislativi) 
assistance when needed the most. Hie 
also pointed to the big annual meeting " 
next June at French Lick Springs, Ind 
and then promised that New York Citi® 
as a convention site in a few years ie 
under consideration. 





Telegram from Julius Ullman 


Julius L. Ullman, provisional presideny 
of New York association, who is pres 
dent of W. L. Perrin & Son, Inc., seni 
a wire from Miami Beach, Fla., wher 
he is vacationing. It read: “Congratule is 
tions to Bill Steiger for his fine job of 
membership building. His perseverant™ 
and enthusiasm has opened the way fr® 
a permanent organization in New Yorkie 
[ join with my fellow officers in pled 
ing continuing and untiring support 
the International in its efforts to bri 
the best A. & H., hospitalization an 
medical service insurance to the peopl 
through our free enterprise system.” 

Other provisional officers in New Yor 
include Howard S. Rosan, membershif® 
vice president; Thomas E. Atkinson 
Massachusetts Indemnity & Life, pre 
gram vice president; Elsye Cremin ¢ 
T. T. Cahill Agency, Connecticut Gere 
eral, secretary, and Kenneth P. Coyle @ 
the same agency, treasurer. Election 















permanent officers will take place if 
April. — 
Continental Casualty was ‘host at ! 





reception which followed the meetift 
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Letters... 


we get letters 


... about our 


co-op advertising program 


A good many of our agencies and individual 
agents make use of the opportunity we 
offer to advertise locally in cooperation with 
the company. 

The company, through its General Agents, 
reimburses full time agents for 50% of the 
costs for approved space and air time. 
Recognizing that advertising on the com- 
munity level is often especially helpful to the 
new agent, we impose no limitation for 
length of service, requiring only the General 
Agent’s approval. 

We supply newspaper mats, plus radio 
commercials and ad ideas for general field 
use. And we'll also help prepare copy and 
layout to answer individual requests. 

Complete information about our Co-op 
Advertising and sample ads are provided 
for all agents in our Cooperative Advertising 
Guide Book and its extensive Supplement. In 
addition, we issue cooperative advertising 
bulletins from time to time to supply the 
field force with a continuing source of fresh 

advertising materials. 
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"How soon can a newcomer to 


New England Life get in on 


this Co-op Advertis ing?" 
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